

























s time of earthly visitation is followed closely by the association season. 
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THE MAN OF 
THE HOUR... 


A Thought For Christmas 


HE MAN OF THE HOUR is this gentleman whose accepted 

portrait appeai'’s on this page this week—the best known, 
the best loved non-existent personage in human thought. Learned 
lexicographers trace him back to Lycia and bishopdom. They give 
us many facts, and doubt their authenticity. They tell us his feast 
was the sixth, and not the twenty-fifth. They tell us many things 
in which we are not interested. The Santa Claus we know needs no 
history or past. He is not immortalized on parchment or in musty 
records or in dusty tomes. He is enshrined in human hearts, his fame 
more sure than if all the pyramids were builded in his honor and 
all the lakes and rivers named for him. He belongs to no land and no latitude and no locality. 


LL LANDS ARE HIS. The thing that Alexander, Caesar and Napoleon failed to do with force of arms 

he has accomplished by the force of love. He has conquered the world and now, a myth, is more 
real a thing than dead emperors or fallen kings. The fact has become the legend, the tale the fact. He 
needs no Lycia or genealogy. He could have been born in the imagination that for centuries has cradled 
him and seem as real as he is now. 


ANTA CLAUS, ST. NICHOLAS—what you will—has much to do with lumbermen. His fabled residence 
is in the green woods of the North, the misty forests of fir and spruce and pine. His imaginary deer 
feed on the imaginary herbage of an imaginary land. The Christmas tree is his altar, brought from the 
woods and decked with tinsel trinkets, that seek in vain to rival the brilliant glittering of arctic snows. 
But he belongs not to the northern woods alone. The holly berry and the mistletoe are his, and so closely 


associated have they become with the Christmas scene that the Christmas decoration is their chief utility . 


and function. 


ANTA CLAUS IS A DWELLER in the forest, who, like the logger in the woods, goes out to mingle with 

other men in brotherhood and love. He is a good association man, a member of all associations. His 
Perhaps convention time is but the 
echo of his festal cheer, a-continuation of the creed we learn at Christmas time of ‘Peace on earth, good 
will to men.” 


ANTA CLAUS IS THE SAINT of the home and the homecoming. The lumberman likewise is associated 

with these institutions. It is the lumberman who builds the domiciles of rich and poor, whose handi- 
craft is in the roof-tree and workmanship upon the threshold. From the forest that is Santa's 
habitat the lumberman erects the cot within the valley and the mansion on the hill. In giv- 
ing the world this warmth and shelter he paves the way for Santa's yearly visitation. 


HE LUMBERMAN well may claim partnership with Santa Claus and hail him as.a fellow 
and a friend. Like the patron saint of Christmas, his work is linked with the golden 
name of Home. He may look with satisfaction on his occupation, forgetting what it yields 
in profit or it means in wealth, remembering only that it is a useful one, a contribution to the 
happiness of all mankind. 
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Holiday Greetings 


WHITE PINE MILLS: Winton Lumber Co., Gibbs, Idaho. 
SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, , 


Manitoba 


PONDEROSA PINE MILLS: Somers Lumber Co., Somers, 


Montana.—Crater Lake 
District, 
chester, Idaho. 


Box & Lumber Co., 
Oreqon.—Craig Mountain Lumber Co., 


amath 
Win- 


FOSHAY TOWER: MINNEAPOLIS 


The Winton Lumber Sales Company wishes you 
all the joys of this happy Yuletide and your full 
share of success and prosperity through the 
coming year. Extending our sincere thanks for 
your most generous patronage during 1937, we 
renew our pledge to maintain Winton stan- 
dards of quality and to make Winton Service 
still more valuable to you in 1938. 
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Adds Years to the Life of 


Where there is exposure to weather 


PAR-TOX gives lasting protection 
against DECAY and INSECT AT- 
TACK. Especially recommended for 
Frames, Sash, Porchwork, Cornices, 
Exterior Trim, Siding, Fences, etc. 

PAR-TOX is economical. Easily ap- 
plied by brushing or dipping. Color 
less, odorless, it penetrates rapidly 
and dries quickly. Can be painted, 
stained or varnished over at once. 


Another profit-earner for you: 


MR. LUMBER DEALER: 
WIN PAR-TOX PROFITS 


You can make many a sale of PAR- 
TOX if you push it and display it. 
This fine product is backed by our 
75-year reputation for dependable 
paints, chemicals, wood-treatments. 
TODAY, send for Free Sample, 


prices and information. 


PARKER'S PRIMERLESS PUTTY 


IRA PARKER & SONS COMPANY 


Oshkosh, 


Wisconsin 


“OHNSON PLANT AT 
TOLEDO, OREGON 


C. D. Johnson 


Lumber Corporation 


Wishes You a Merry Christmas 
and a Happy New Year 


AMERICAN LUMBERMAN, Published by The American Lumberman—Estabiisned i873—Office of Publication, 431 South Dearborn 
Street, Chicago, Ill. Entered as second-ciass matter March 28, 1932, at the Post Office at Chicago, Iliinois, under the Act of March 3, 1879 
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Consolidation in 1899 of the Northwestern Lumberman and Timberman 
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Why Not An Individual Firm 
Price Policy? 


ERHAPS IN NO industry is 
~ the price of a product so generally 

made “without rhyme or reason” as 
is the case in the lumber industry. Al- 
most any lumber manufacturer or sales 
manager will agree that one of the great- 
est needs in the industry is price’ stabi- 
lization. In most industries there is a 
certain relationship between cost of pro- 
duction and selling price, but lumber 
prices have never been based to any ex- 
tent on production costs. Rather, prices 
are governed by a number of factors far 
removed from cost figures, and there is 
little stability to prices at any time. Too 
often it happens that the price on a given 
inquiry is based not on what it has cost 
to produce the lumber, nor even on the 
existing supply, but, rather, on the anx- 
iety of the seller to secure the business 
or fear that a competitor may get the 
order by cutting the price. Just recently, 
this editor witnessed a transaction where 
in the space of fifteen minutes the price 
was cut five dollars a thousand simply 
because the buyer said he could buy the 
material at that price and the seller took 
the order at this reduction from his list 
rather than see the order placed else- 
where. It might be mentioned, in pass- 
ing, that one manufacturer to whom the 
business was offered firmly declined to 
accept the low price and refused to book 
the order. 

On page 27 of this issue of AMERICAN 
LUMBERMAN is a discussion by an out- 
standing lumberman of this question of 
price stabilization that should be care- 
fully read and studied by every lumber 
manufacturer and by every sales man- 
ager. The author proposes a simple 
method of pricing which, if followed by 
sales managers generally, would result 
in a more stable and satisfactory market 
and do away with the present method 
of blind selling and illogical price deter- 
mination. He asks: “Why can not a 
firm individual price policy be established 
and maintained ?” 


In brief, this lumberman proposes a 
plan by which every price list shall be 
a “firm” list, with the salesmen know- 
ing that no discounts or concessions from 
that list will be allowed. If a list fails 
to produce business, under normal con- 
ditions, that will be proof that the price 
is too high; the list should be withdrawn 
and a new one issued, from which, in 
turn, no discounts are allowed. In this 
connection, though, the author says: 
“Some estimate of whether the total buy- 
ing is normal or not must be reached and 
taken into account in arriving at a de- 
cision to change or leave a standing 
price.” He further says: “There are no 
known methods, except some such plan 
as a fixed time price, by which any or- 
ganization might be able to accurately 


judge the integrity of the market at any 
specific time.” 

It is interesting to note that one of 
the aviation companies has announced 
the adoption, for a limited period, of a 
similar plan. It has announced a reduc- 
tion in passenger fares over its airline, 
for a certain fixed period, purely as an 
“educational” effort to determine whether 
or not these lower prices will stimulate 
patronage and increase the volume to a 
point that will justify the reduction made. 
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In other words, this is a “fixed time” 
price that will enable this company to 
“judge the integrity” of its market. There 
is an analogy between that plan and the 
price stabilization plan proposed for lum- 
ber in the discussion referred to in this 
issue. 

The AMERICAN LUMBERMAN is glad 
to present to its readers this thoughtful 
discussion of one of the most vexing 
problems faced by the industry and it will 
not only welcome, but urges comment by 
sales managers or any interested reader 
that may bring the question to a focus. 
As will be noted, the author of the ar- 
ticle also invites some “controversial ar- 
guments” and adds: “So far he has heard 
none that could not be answered.” 


Improved Merchandising Makes 
Retailer More Important Factor 


HE statement often is heard that re- 
a tail lumber and building material 
dealers are poor merchants and 
sadly lacking in the enterprise, initiative 
and enthusiasm so necessary in present 
day selling. Often the statement is made 
without knowledge of the facts and prob- 
ably based on supposition. There are, 
unfortunately, too many examples of poor 
merchandising, both among retailers and 
manufacturers, but a blanket charge that 
retail lumber and building material deal- 
ers are lacking in merchandising ability 








A Suggestion 


@ Show the article on op- 
posite page to the editor 
of your local newspaper. 


@ Perhaps you also may 
want to send it to your 
Congressman. 




















certainly is not justified by facts that may 
easily be ascertained. And there is this 
to be said for the retail dealers. In con- 
stantly increasing numbers they are show- 
ing a sincere desire to improve their 
methods, one of the best evidences of this 
being their attendance at schools held for 
that purpose. 

In this connection it is significant to 
note that over 1,700 dealers have attended 
the Johns-Manville Sales schools and 
qualified as capable merchants. And the 
best part of it is that most of them are 
demonstrating by actual results that they 
are putting into practice the methods 
learned in these schools. To these 1,700 
already qualified in previous schools may 
be added the hundreds that are flocking 
into the clinics now being held prepara- 
tory to the second series of schools in 


various parts of the country soon to be 
inaugurated. 

For more than two years the lumber 
industry has been wrestling with the 
problem of financing and promoting mer- 
chandising schools, under a plan offered 
by one of the outstanding retail associa- 
tion secretaries, but as yet no definite, 
concrete program has been worked out 
and the whole question is still in the dis- 
cussion stage. While the lumber in- 
dustry is laboriously endeavoring to crys- 
tallize this effort and inaugurate these 
schools that are fraught with such potent 
possibilities, this one manufacturer of 
other building materials is spending 
$650,000 to train and educate retail deal- 
ers on how to do a real job of selling and 
at the same time become benefactors to 
their communities. 

One result of the training dealers are 
receiving in these schools and the adop- 
tion by many others of approved merchan- 
dising methods is that retail lumber and 
building material dealers more and more 
are making themselves the recognized 
building authorities in their communities 
and instead of serving simply as ware- 
housemen, depending upon contractors, 
carpenters or others to bring business to 
them, they are taking the initiative, con- 
tacting the building prospects, making 
complete estimates, selling the entire job 
—in other words, doing “package”’ sell- 
ing, thus making it easy for the prospec- 
tive homebuilder, who by this method 
has to deal with only one source. 


An essential feature of this modern 
method of merchandising is that the dealer 
has a greater influence than ever in the 
selection of materials, designs etc. As the 
dealer’s position in this respect grows 
stronger, the influence of the contractor 
declines—that is, as to deciding on the 
important question of materials. Most 
dealers, while selling the jobs complete, 
prefer to work with their contractors and 
carpenters. The difference is that the 


(Continued on Page 26) 
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A Plan To 


American fiumberman 


SOLVE THE FARM LABOR PROBLEM, 
TAKE 500,000 PEOPLE OFF RELIEF 


Being deeply interested in the welfare 
of the farmer, on which so largely depends 
the welfare of the country, and interested 
also in ways and means of getting men 
off relief and back to productive employ- 
ment, the AMERICAN LUMBERMAN sug- 
gests this plan by which the Government 
may co-operate in a constructive and 
helpful way to restore prosperity—to 
farmers, to business and to the country 
at large. Comment will be appreciated. 


WORK ON THE FARM—There is always 
plenty of work on the farm, and if the 
farm contains one hundred sixty acres or 
more, it requires at least two men. One 
man can’t do all the work even if he has 
power and power machinery. 


DIFFICULTY IN GETTING FARM HELP— 
It has been difficult for the farmer during 
the past two years to get hired hands. A 
great many of the farm boys, in 1925, 
1926, 1927, 1928 and 1929, went to the 
cities to go into the automobile and other 
lines of business, so there are not so many 
extra farm boys now in the farming re- 
gions. The single men who have been 
driven out into the farming territory from 
the cities are generally young fellows who 
have lost their jobs, and not many of them 
know much about present-day farming. 
Those men who are on WPA jobs will 
not quit and go to work on a farm, fearing 
the farm work will not last and they could 
not get back on the relief rolls. 


BEST TYPE OF HIRED HELP—Probably 
the best type of hired help is the married 
man, who has a family for whom he wants 
to provide. It has been observed that 
wherever a farmer has a tenant house and 
is successful in getting a young married 
man to work for him, lodging him in this 
tenant house and making a bargain to pay 
him a monthly salary and to furnish him 
with all the eggs, butter and milk he needs 
and also the use of a garden, with maybe 
some other things included, this arrange- 
ment is proving quite satisfactory both to 
the hired man and to the farmer. Some 
instances were found where the young 
farmer finally took over the conduct of 
the farm on the share basis, relieving the 
old farmer of the necessity of doing as 
much work as formerly. 


OLD FARMER RETIRES ON OWN FARM 
—Another advantage to the old farmer of 
having a tenant house—instead of retiring 
to the town, buying a little home in the 
county seat and renting his farm—is that 
he can remain on his farm. That is the 
happiest place for him. He is among his 
friends, goes to church in the old church, 


and can find enough on the farm to keep 
him busy, so that he won’t rust out as he 
does when he goes to town. Often when 
a farmer retires and goes to town, he 
doesn’t live more than three or four years. 
He is among strange people, strange ways 
and he doesn’t feel at ease. The active 
man that is relieved of work just crumples 
up. So that building. of a tenant house 
really solves two problems. 


THE QUESTION OF BUILDING THE 
TENANT HOUSE—Many farmers do not 
have enough money on hand to build a 
tenant house, but if a farmer has his farm 
paid for and is in shape to take care of 
current bills, he is a good risk for a loan 
sufficient to build this tenant house; in 
fact, the Government of the United States 
couldn’t make a better investment than to 
loan three or four thousand dollars to a 
good farmer on a mortgage. Such a loan 
would make it easy for him to get started 
with the right kind of help he could afford 
—a man and his family who need work. 
They would help to keep the farm well 
tilled and the soil fertile. There are many 
good reasons why farm tenant houses 
should be built, and why financing them 
could be a good investment for Uncle 
Sam’s old age money or unemployment 
money. They offer an opportunity to put 
these funds into a profit-bearing security, 
and at the same time offer a solution to 
a very difficult situation for farmers. 


COULD MAKE FINANCING CON- 
DITIONAL— This proposition could be 
limited to those who need extra help, 
are responsible, and worthy of credit. It 
would not be forced on anybody but 
would just give a good farmer and the 
Government a chance to get together. 


SUGGESTION—The agricultural colleges 
would be glad to submit designs for ten- 
ant houses best adapted for farms in their 
territories. There have been some tenant 
house plans already drawn, but perhaps 
not all of them are as they should be for 
the general territory. Some specific terri- 
tories need a little different treatment. 


WHY NOT?— The RFC loans money for 
a company of people owning forest land 
to build a paper mill. The reason? To 
afford employment, to make use of raw 
material, and to conserve a natural re- 
source. There are other loans made by 
the RFC that could be comparable to this 
kind of loan. Perhaps these loans should 
be placed through the Farm Credit Board, 
after being passed on by competent local 
parties. One member of a local commit- 


tee might be the County Agent; he would 
know the value of the land. 


THE BUILDING OF THE HOUSES—T h e 
building of the houses would employ a 
lot of labor. It would arouse a spirit of 
pride and stimulate other improvements. 


PROVIDES HOME FOR FARMER'S SON 
—Another reason a tenant house on a 
farm would be a good investment is that 
it would encourage the farmer’s son, after 
marriage, to live on the farm with his 
father. It would make it easy for them 
to go into partnership, and would stabil- 
ize the entire farm investment. 


WOULD TAKE BURDEN OFF FARMER, 
TAXPAYER TOO— How many tenant 
houses would be built? For example, 
take Illinois. There are one hundred 
counties in the State. There would cer- 
tainly he as many as one hundred ten- 
ant houses needed on the farms of each 
county. Just for the purpose of calcula- 
tion, say there would be one hundred 
and we arrive at a need for ten thousand 
tenant houses in Illinois alone. Provid- 
ing them would take fifty thousand city 
people off relief in this one State. Mul- 
tiply that by ten States, and you have 
taken off five hundred thousand people. 
There would result a double relief—re- 
lief for the families and for the taxpayers. 


NEED CAN EASILY BE ASCERTAINED— 


.It would be easy to make a survey of 


every county. The County Agent could 
probably give the names of farmers who 
are reliable, who are in need of tenant 
houses, and express a desire to have them 
built. These could be checked up by the 
Agricultural Department, and recommen- 
dations made. 


START WHEELS OF BUSINESS TURNING 
—Sales of the materials and the equip- 
ment necessary for these tenant houses 
would start the wheels of business turn- 
ing. Men would be taken off the relief 
rolls to build these houses, and farmers 
would be searching for families to oc- 
cupy them and work on their farms. 


PUT IDLE FUNDS AT WORK; SAFELY— 
Fifty percent of the farms in this country 
are clear of incumbrance. They would 
make good risks for mortgages, at a low 
rate of interest with a modest charge for 
depreciation and amortization, to finance 
homes for tenants. Such farm buildings 
would make the best of investments for 
idle money. The Government would find 
a safe use for its Old Age and Social 
Security funds, and payments on the 
mortgages would be the source of a con- 
tinuous income to meet the needs arising 
from these measures. 
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What Do You Think About It? 




















REcENTLY THERE passed away at Romine’s Mill, W. Va., a citizen who had 
spent his entire life in that little community, his death occurring at his home 
within a stone’s throw of the spot where he was born 87 years previously. This 
old citizen, according to a West Virginia newspaper, “was known throughout 
central West Virginia as a builder of barns and sawer of logs.” Also, typical of 
a man who spends his life building barns and sawing logs, he was “well known 
for his generosity.” The house in which this old citizen was born, though 200 
years old, still stands as a sturdy reminder of the pioneer days. This editor 
recently drove through this quaint little town of Romine’s Mill and was impressed 
with its appearance of peaceful aftiquity. Such communities may not be com- 
pletely modern and uptodate, but over the years they have produced a sturdy 
citizenship that is a credit to the country. A “builder of barns, a sawer of logs, 
well known for his generosity” is a splendid record for a citizen to leave behind. 
* * & &* . 
From OUT IN OREGON comes a heart interest story of how a 17-year-old boy 
has been saved from a life of crime and his feet set on the path to independence 
and good citizenship through a 4-H Club boy builders’ contest. Beginning with 
the theft of milk bottles to satisfy hunger, this boy, started on a career of crime, 
and forced by misfortune to depend upon his wits for a living, was placed first in 
an orphanage and then a training school. Here he became interested in the 4-H 
Club boy builders’ contest; he constructed a model general utility barn for a small 
farm and entered it in a contest at the State Fair. His joy and pride were 
unlimited when he was advised that for his entry he had been awarded a scholar- 
ship in Oregon State College and would be permitted to enroll there. Facing 
life alone this boy, encouraged by this recognition, has determined to make his 
way through college, perfect himself along mechanical lines and become a good 
American citizen. It is such instances as this that convince the thoughtful busi- 
ness man or industrialist that support of 4-H clubs and especially encouraging 
boys to work with their hands and learn the proper use of tools is well worth 
while. The lumber industry should become more active in its support of Boy 
Builders’ Clubs. What do you think? 
* * & * 


In THE DISTRICT embracing Ohio, Kentucky, Tennessee and Indiana, 
according to officials of the Federal Land Bank of Louisville, farmers are repay- 
ing loans twice as rapidly as they borrow. During the first nine months of this 
year loans totaled $6,500,000, while in the same period repayments of previous 
loans totaled $13,667,000, this figure including $5,000,000 in fully-paid loans. A 
significant fact mentioned by bank officials, is ‘that while in most cases payments 
may be deferred on the principal unit until next July, farmers in the district paid 
$2,500,000 on regular installment maturities and another $2,500,000 in advance 
on loan principal. This is indisputable evidence that farmers are in better financial 
condition than they have been in years and that farm purchasing power is going 
to be the salvation of business. While farmers are paying their debts they also 
are making substantial improvements in the way of new buildings and repairs to 
old ones. The lumber and building material dealer who is not vigorously going 
after farm business is failing to take advantage of an opportunity. 
x * * * 


A RECENT ISSUE of “News,” published by the National Hardwood Lumber 
Association, Chicago, had this story, which emphasizes the oft-repeated truism that 
a salesman needs a good, working knowledge of his goods: 

“A humorous phase of a really sad story is vouched for by one member who tells 
of a young man obsessed with the idea that lumber can be sold as easily as lead 
pencils or chewing gum, without taking the trouble to accumulate knowledge and 
experience about the product offered. He obtained through the mails from a 
certain manufacturer a list of stocks with prices. Armed with this document, and 
with the self-confidence of youth, he sallied forth to conquer the hardwood world. 
When the first prospect encountered inquired about the dryness of the Red Gum 
he was offering, the young man sent a collect wire to the mill seeking the desired 
information and was much puzzled when the reply came that the Red Gum was 
practically green. Rather than display his ignorance, the pseudo-salesman sought 
another customer who inquired about the color of his Black Gum. Another collect 
wire to the mill brought the reply that the Black Gum was practically white. 
Thereupon the young man decided to leave the lumber business to its own fate and 
devote himself to other lines of endeavor wherein there would be no such hypocrisy 
as the offering of Red Gum which was really green, and a product white in color 
under the deceitful name of Black Gum. In this case, the mill man was fortunate 
that his willingness to send his prices and stock list to an unknown salesman cost 
him no more than the price of four telegrams.” 
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dealer becomes the controlling factor, is 
the source of information and advice to 
which the prospective builder looks and 
to that extent assumes even greater i1m- 
portance than ever as the distributor and 
salesman of the product of the manufac- 
turer. 

Yes, the retail dealers are progressing 
and rapidly are dispelling any cause that 
may have existed for charging them with 
being poor and inefficient merchandisers. 


Should Give the Public 
the Facts About 
Building Costs 


Me comiery to a request from the 





secretary of one of the important 

associations of retail lumber dealers 
for suggestions for the next convention 
program, the sales manager of a large 
western lumber company unburdens him- 
self as follows: 


“My pet hobby right now is by 
some manner or means to get a 
movement started to enlist the co- 
operation of the press throughout 
the country in selling the public on 
the idea that the cost of building is 
not too high but that, on the contrary, 
a better home can be built today for 
the same or less money than perhaps 
ten or twelve years ago. 

“In my estimation, the press killed 
the building program this year by 
everlastingly harping on the high cost 
of labor and material. No question 
but what the revival of construction 
was well under way, and I think this 
same press will have to assume re- 
sponsibility for bringing it back to 
life. I think, too, the press was very 
ably assisted, strange as it may seem, 
by many retail lumber dealers who, 
likewise, could not seem to get it out 
of their own minds that building 
costs were too high and in too many 
instances, they, perhaps uninten- 
tionally, carried this same impression 
to their prospects. 

“Another thing that has been and 
still is harmful, is the practice of 
prominent economists and others, of 
either making publicly or having 
published from time to time, state- 
ments that building costs are too 
high. In this connection, I call your 
attention to the enclosed clipping 
quoting Col. Leonard P. Ayres, of 
Cleveland. You will note he thinks 
that one of the necessary things to 
recovery is a revival of the building 
program, and then the darned 
monkey does his bit to prevent the 
revival by winding up his statement 
with the remark that “building costs 
are too high.’ I don’t know what the 
man is thinking about, if he really 
wants recovery and considers a re- 
vival of building as one of the essen- 


(Continued on Page 61) 
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Proposes New System of Pricing Lumber 
to Stabilize Market 


[Price stabilization is an end earnestly desired by both 
producers and distributors of lumber. There is a lot of dif- 
ference between price “fixing” and price “stabilization.” In 
this article, price stabilization is discussed in a thoughtful 
and intelligent way by a lumberman who is an ardent advo- 


Most lumbermen profess to be eager 
to see established market prices, whatever 
they think that means. Probably most 
of them do not clearly recognize just 
what that does mean. It can not mean 
“pegging,” because that is both illegal 
and untenable. 

For the purposes of this discussion, let 
us say it means that prices follow a nat- 
ural and broad market trend, without arti- 
ficial fluctuation. 


Complex, Illogical Devices _ Still 
Being Tried 

There is, however, a way to approach 
stabilization, simply and _ individually, 
without recourse to artificialities and un- 
natural stimulation. 

Why we talk so much and do so little 
about stabilization, no one knows. Ap- 
parently it is a human inconsistency, per- 
versely causing us to resort to illogical 
and complicated devices which have uni- 
versally failed in the past, rather than 
courageously determine to try a simple, 
natural and logical plan that might im- 
prove the situation. 


Firm Individual Prices Would Tame 
Market 


It is the opinion of this humble ob- 
server that the lumber market can be 
“tamed” to function on a much more nor- 
mal and orderly basis, to the benefit of 
every seller, buyer and user of the prod- 
uct. 

For the sake of brevity, let us call this 
plan an “Individual Firm Price Basis.” 
This has nothing to do with attempts to 
“peg” prices as amongst various sellers, 
but is simply an honest pricing of the 
goods at a given time to all buyers alike, 
under like conditions. 


Uniform Quotations by All Sales- 
men Would Test Level 


There is no determinable method of 
arriving at any market, of the nature of 
lumber, grain, live stock, or securities, 
except that of trial and error. In the na- 
tional marts this is done by a “bid and 
ask” system from minute to minute. Such 
accuracy can not be attained in a lumber 
market, for the simple reason that wood 
products are not sold in central markets; 
but they are sold nationally, and the 
tempo is not much slower than that of 
the day to day national markets for other 
products. If prices are promulgated to a 
large number of distributing factors 
(salesmen) at the same time, there should 
ensue a test of the correctness or incor- 


rectness of the level set, provided those 
price levels are held FIRM for a given 
time and are similar in all markets. 
Should prices be announced without be- 
ing firm, then no test is possible, because 
actually no responsible prices have been 
set. 


No Guidance Provided by Discount- 
able Prices 


How could any sales department know 
that its price on any given item was sound, 
if it was generally understood that the 
price did not mean what it said? If 
every salesman knows that prices given 
him are subject to discounts, then such 
prices are merely wishful thinking and 
are not worth the paper on which they 
are written. At the conclusion of the 
supposed trial, no determination is pos- 
sible because the ‘original prices have not 
yet been adequately tested. 


Quotations Could Be Adjusted After 
Being Tested 


If, however, every one involved is made 
to understand that instructed prices from 
the sales office are the lowest prices at 
which orders will be accepted at that mo- 
ment, then orders will either be consum- 
mated or lost. If, after fair trial, prices 
are found to “pull” either too much or too 
little business, adjustments can be made 
and a new basis, firm for the next period, 
can be issued. Eventually these trial pe- 
riods will be more or less uniform, general 
market conditions being taken into ac- 
count. 


Total Volume of Demand Should Be 
Considered 


There are two common conditions af- 
fecting the rate of flow of orders—the 
competition, and total demand. Thus, if a 
normal amount of placement is going on 
and a current price-instruction does not 
succeed, the price is too high, but some 
estimate of whether the total buying is 
normal or not must be reached, and taken 
into account in arriving at a decision to 
change or leave a standing price. 


Set Item Prices According to Sales 
Policy 

Such a system should, of course, con- 
template a running knowledge of the pro- 
duction of each class of stock. For in- 
stance, if 100,000 feet of stock is being 
produced per day, of which 10,000 feet 
average is some certain item, the price 
should be set to sell an average of ap- 
proximately 10,000 feet per day of such 








cate of what he terms an “individual firm price basis.” This 
contribution is printed with the hope that it will arouse some 
discussion—even, as suggested by the author, controversial 
arguments—as to the practicability of the method of pricing 
suggested. Comment is cordially invited—Ep1ror. ] 


item, assuming it is the current policy to 
sell production of the item. Not always 
is it desirable to sell some items as fast 
as they are produced. At other times, it 
may be concluded that more than amount 
of production should be sold, but these 
factors will all be taken into considera- 
tion in the testing operation. 


Old Methods Have Proved Their 
Unworkability 


For this philosophy, we believe it can 
be said: First, it is right ; then, it is sound 
and workable, and individually possible. 
That is certainly more than can be said 
for the methods in general usage at pres- 
ent. They are not right, they are un- 
sound, and we know by bitter experience 
through the years that they work very im- 
perfectly. 


Now Nobody Knows True Market 
Values of Lumber 


All experienced salesmen know that in 
most any market there may at all times 
be many different quotations for the same 
class of stock. The prices finally ob- 
tained often result from personal pessi- 
mism of a sales manager, the urging from 
a sawmill manager, or a “bad night.” A 
sort of whimsy market results, with no 
one really knowing what is authentic. 


Only When Quotations “Click” Are 
They Right 


On the other hand, if honest and fair 
prices are put out by individual concerns, 
and left in effect until a sufficient period 
has elapsed to give them a chance to be 
tested in the hands of a number of sales 
outlets, one at least knows that they are 
untenable if they fail in achieving the de- 
sired result. When a price is cut below 
some standard previously set, there is 
always doubt as to whether the concession 
was warranted or not; but when a price 
fails to click it is always certain, all things 
being equal, that it was too high; and 
when this is multiplied by either success 
or failure of the price in a large number 
of hands, some conclusion can be assumed. 
There are no known methods, except 
some such plan as a fixed time price, by 
which any organization might be able to 
accurately judge the integrity of the mar- 
ket at any specific time. 


System Based on Facts Might Save 
Trouble 
Possibly we are all lazy minded, and 
dread the extra mental effort of contriv- 
(Continued on Page 29) 
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President's Housing Plan Scrutinize 


--Some See Aid in Competition Against Instalment-Sold Gadgets, 

Provision of Needed Financing and Predict Immediate Increase in 

Sales Volume-- Others Doubt Customers’ Willingness to Shoulder 
Heéavy Debts and Safety of Larger Mortgages 


Following announcement of the President’s proposed plan 
for amending the National Housing Act, in order to encourage 
building and make it easier for people of moderate means to 
acquire homes, the AMERICAN LUMBERMAN has received letters 
from dealers in many localities, commenting on the proposal 
and expressing their views as to the probable effect. 


We are not in the contracting end of the 
business; however, we are confident the extra 
inducement in making more liberal loans will 
prove a boon to the industry. Speaking con- 
servatively, we are inclined to fall into the cate- 
gory with some of the realtors; viz., present 
property values will depreciate to a consider- 
able extent, and on the other hand it may be- 
come so easy to take on an obligation for a 
residence that an even greater number of fore- 
closures may be the order of the day.—Park 
City Coat & Lumber Co., Bowling Green, Ky. 


FINANCING PLANNED IS NEEDED 


We are very much in favor of the proposal, 
owing to the fact that in this particular town 
there is no building and loan company, nor any 
other source from which the customer can ob- 
tain a loan on his property. It helped here be- 
fore, and would be a great help this time.— 
Knicut Lumser Co., Borger, Tex. 


Our local building and loan association and 
banks are co-operating fully with the FHA. If 
the new legislation is passed, we believe the 
building business locally will be stimulated to 
a great extent. The only fear we have is that 
the FHA office will not give the fully appraised 
value in allowing a loan up to 90 percent.—F. 
Liste Perers, president Louisiana Western 
Lumber Co., Lake Charles, La. 


LOCAL BANK CO-OPERATION POOR 


We are in favor of the President’s proposal 
and believe that it will stimulate building in our 
territory. Our bank here is not co-operating 
very well, as it is too slow. It tries to compete 
and lend. money at a higher rate of interest.— 
Houma Brick & Box Co. (Inc.), Houma, La. 


We are in favor of 90 percent loans, and be- 
lieve they would help building. However, our 
big problem is to get the bankers to take an in- 
terest in it. They want to make loans on a 
basis of about 50 percent valuation, and for a 
period not over ten years.—Las Animas Lum- 
BER Co., Las Animas, Colo. 


SUCCESS DEPENDS ON LOAN CONCERNS 


We are greatly interested in the 90 percent 
plan and believe it would be favorably received 
by most people here. This is a payroll town, 
and there are many people who have salaries 
and a little money saved, who will take advan- 
tage of this plan. However, the loaning insti- 
tutions have not been favorable lately to an 80 
percent deal, and they probably will not allow 
a 90 percent loan. The success of this plan will 
depend altogether on the lending institutions.— 
V. E. Grorne, Grothe Lumber Co., Laramie, 
Wyo. 

CUSTOMERS ENTHUSIASTIC FOR PLAN 


It is our opinion that the increase in busi- 
ness which will come from the passage of the 
proposed Act to loan on small homes up to 90 
percent will be phenomenal, as against continu- 
ance in its present form. A great many of our 


or will be helpful. 


Not all 


prospective customers are enthusiastic over the 
probable passage of this bill. My experience 
with the leading institutions under the present 
FHA guaranty is that it has been difficult in 
many cases to secure sufficient funds, especially 
for the cheaper and smaller types of home. It 
is our hope that this bill will be passed, includ- 
ing a renewal of Title I providing loans for 
small houses and for repairs.—JAacKson Buttp- 
ERS’ Suppty Co., Jackson, Miss. 


KEEP TO 80 PERCENT; STRETCH PAYMENTS 


The FHA is fine and is good for everybody 
concerned—banks, lumber yards, carpenters, 
masons and owners. As to increasing loans to 
90 percent, I don’t know that I would approve 
of that, as this tends to make the buyer’s por- 
tion of ownership too low, thereby lessening his 
feeling of responsibility. Then the Government 
will be holding the bag, and there has been too 
much of that already. I would suggest that 
monthly payments be made smaller by increas- 
ing the time to 25 or 30 years.—F. Lourey, Al- 
goma Fuel Co., Algoma Wis. 


DEPENDS ON INVESTIGATOR'S EFFICIENCY 


We heartily favor the resurrection and re- 
incorporation into the Act of Title I. The 
desirability of increasing the guaranty from 80 
percent to 90 percent is debatable, as so many 
different factors enter into it. As an official of 
an institution which has large investments in 
first mortgages, I can say definitely that with 
the ordinary mortgage we would not consider a 
90 percent loan safe. If limitations according 
to the rigid set of specifications set up by the 
Federal Housing Administrator were strictly 
enforced, probably a 90 percent loan would be 
safe. However, the human equation and the 
efficiency of various investigators for FHA en- 
ter into the proposition. If we could be cer- 
tain that all of these agents were going to be 
100 percent efficient, we would approve the 90 
percent loan. On the other hand, based on ex- 
perience with the HOLC and knowing that 
often men are appointed to positions for polit- 
ical reasons rather than for ability, we do not 
think the 90 percent loan is sound or safe.— 
H. L. Stone, manager D. D. Chase Lumber 
Co., Haverhill, Mass. 


We are in favor of the 90 percent FHA 
guaranty. We believe it will stimulate build- 
ing. Our loaning agencies are co-operating 
with the insured mortgage, and will continue 
to do so—Hutcuinson Lumser Co., Hutchin- 
son, Kan. 


MANY FEAR BURDEN OF DEBT 


I am not favorably impressed with the build- 
ing program. Most people have assumed too 
many obligations, and in this locality the people 
do not look upon it favorably. If pushed, it 
might stimulate business temporarily, but later 
I think it will react and will lessen business in 
future years. The bankers here are unfavor- 
able and will not take the loans, and the build- 


of the dealers agree that the proposed legislation is desirable 
Many can see in it splendid possibilities 
for the development of additional business, providing more 
employment and assuring the building of many new homes for 
which a demand exists. 
ments are reproduced herewith. 


Extracts from some of these com- 


ing and loan associations are unfriendly to it. 
I think Roossevelt wants to help the poor peo- 
ple, but the attitude they take will defeat the 
object he wants to accomplish.—J. R. Procror, 
California, Mo. 


BENEFIT TEMPORARILY; FORECLOSURES LATER 


We feel that the proposed law will stimulate 
building to some extent in our territory, and 
there is considerable disscussion of it here. We 
have consulted our building and loan companies 
and bankers, and we find them willing to co- 
operate. I think as a result of this law there 
will be some increase in lumber sales and a 
temporary rise in employment. However, it 
will accelerate the next slump and the Govern- 
ment will own some more houses.—KENNEDY 
Corp., Danielson, Conn. 


FEW WOULD ASSUME OBLIGATION 


At a meeting of the dealers of three coun- 
ties in our section last week, they voted unani- 
mously against an FHA loan of 90 percent, the 
idea being that this would encourage people 
to obligate themselves who are not in position 
to carry out their contract. Further, the senti- 
ment was that people who ought to build and 
who would be able to carry through in normal 
conditions would not obligate themselves while 
facing the prospect of business depression and 
the possibility of losing their jobs. The senti- 
ment was that what is needed is encouragement 
by the Government of business and utilities so 
they can create more employment. In such 
case, the present FHA 80 percent guaranty 
loan would be a sound proposition and build- 
ing would go forward. Our building and loan 
association, banks and trust companies are will- 
ing and anxious to loan money on the FHA 
guaranty—H. D. Goutp, H. D. Gould Co., Mid- 
dletown, N. Y. 


HOME TAX RELIEF WOULD HELP MOST 


This new legislation may be of help, although 
it is the writer’s opinion that until high taxes 
are taken off real estate, the housing industry 
will not come back very strong. You realize 
that only a small percentage of the people in 
this country are home owners; the balance rent. 
The tax structure of this country was origi- 
nally based on real estate taxes, and it is our 
opinion that if taxes on real estate were low- 
ered about 75 percent and a gross income tax 
was levied, which would hit all of the people 
and cause wage earners who are renting to bear 
their proportionate share of taxes, then the peo- 
ple would have an incentive to build. This also 
would have a satisfactory effect in lowering 
rents, for the higher the taxes on property, 
naturally the higher the rents. Lower the taxes 
and this would automatically lower rentals, and 
this would be beneficial both to the real estate 
owner and to the renter. Until taxes on real 


estate have been materially reduced and there 
is an incentive for a person to build, we are 
afraid that real estate insofar as homes are 
concerned is going to always lag materially be- 
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hind. I believe the retail lumber dealer will 
greatly benefit by this new Act.—J. P. Moyer, 
Colonial Lumber Co., Phenix City, Ala. 


From the standpoint of a property owner hav- 
ing rental property, this proposed legislation is 
not so good.—Hor Sprincs Lumser Co., Hot 
Springs, S. D. 

BUYERS MIGHT FAIL ON CONTRACTS 


If loans on houses up to $6,000 are based on 
90 percent of the appraised value, we think it 
would help business for the present, but we are 
a little leery of the “backwash” in future years. 
Our banks and building and loan associations 
are agreeable to making loans under this plan, 
but in most cases they have not wanted to loan 
80 percent of the appraised value; so we feel 
they will not want to do it up to 90 percent. 
We are afraid of the reaction we would get 
when persons borrowing 90 percent of the ap- 
praised value decide that they do not have in- 
vestment enough in their property to continue 
making their payments when the sledding is 
rough.—B. T. Day, president, Easley Lumber 
Co., Easley, S. C. 


LITTLE INTEREST IN FHA LOANS 


We believe an FHA guaranty of 90 percent 
on buildings that cost $6,000 or less should help 
business in general. We do not think it will 
help much in our own territory, as we have 
never been able to get people interested to any 
great extent in FHA loans. We have a Fed- 
eral savings and loan company here that is able 
to handle all loans that we have been able to 
work up, and it has made quite a number of 
loans in the last three years that it has been in 
business—W. C. Pierce, Southwestern Lumber 
Co., Luling, Tex. 


We believe this legislation will be a good 
thing for the country as a whole. Without this 
measure, we believe this territory will be quite 
dead during the coming year—Twin FaAtts 
LumBer Co., Twin Falls, Idaho. 


LOANS TOO HEAVY ON HIGH COSTS 

_ We are for anything that will keep the build- 
ing business of the United States in a healthy 
condition and keep men employed. How- 
ever, we feel that a 90 percent guar- 
anteed loan is not a safe loan for the 
Government to insure, inasmuch as appraisals 
of real estate many times are made at too high 
a value. Under these conditions, the Govern- 
ment would be insuring a loan up to a full 100 
percent or more upon the houses that are being 
built. Should a slump come which would last 
for two or three years and put many more peo- 
ple out of employment than at present, many 
of these houses naturally would come back into 
the hands of the mortgage holders and by them 
be thrown on the market at a price that would 
demoralize the entire building industry. The 
advance in materials and the higher cost of 
labor with fewer hours per day have all added 
to the cost of building of small homes as well 
as other kinds of construction. Until this wage 
and hour situation can be remedied so that 
houses can be constructed again at a reasonable 
price, we feel it would be unwise to loan up 
to 90 percent.—J. C. Frercer, president Swastika 
Lumber Co., Fresno, Calif. 


MAY HELP AGAINST NON-DURABLE GOODS 


We find a wrong impression has been given 
the public. People seem to think they are going 
to be able to borrow 90 percent of the total 
value of the building and the lot. I fear this 
will cause much disappointment and much work 
for the dealer that will come to naught, for 
I do not believe any bank or loan company will 
make a 90 percent loan. Building surplus 
houses, overfinanced, can do no one in the 
building business any good in the long run, ex- 
cept it may offset the real curse to small home 
building and owning—that is, the installment 
selling of non-durable goods. It may tie up 
the future income of the non-durable goods 
installment buyer into a durable goods install- 
ment purchase. To this extent, it would be a 
blessing to the entire nation, for just so long as 
we continue loading the small wage earner with 
a mortgage on his future income for non-dur- 
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able goods, selling our goods two years in ad- 
vance, we must expect these depressions and 
expect these people never to have enough money 
to finance a home. And just as long as we con- 
tinue making these people pay 12 percent and 
over for these goods, we must remember that 
every time eight units are bought on a 12 per- 
cent basis, nine units are paid for, one of which 
is never built, and thus unemployment is made, 
not solved.—G. L. IrELanp, Ireland’s Lumber 
Yard, Grand Forks, N. D. 


GETS MOST OF BUSINESS THROUGH FHA 


We are certainly in favor of FHA. Fifty 
to 75 percent of our business has been from 
this source during the last half of 1937. Our 
local banks are not handling any of this paper, 
but we are able to handle it in nearby towns 


in this section—H. J. MuNNERLYN, Bennetts- 
ville, S. C. 


We have derived a great deal of good from 
the present FHA setup. Our loaning agencies 
have been co-operating with us, and I feel they 
have made a great many good loans. I think 
the new setup will be a wonderful thing for 
us and, unless something like that happens, it 
looks as if we will have to trust the good Lord 
for business next spring—E. L. Burton, Bur- 
ton-Walker Lumber Co., Ogden, Utah. 


CONSERVATIVE LOANS BEST IN LONG RUN 


Local interests, including individuals, home 
loan associations and savings banks, have not 
as yet in this locality arrived at a point where 
they think that even a 20 percent owner’s inter- 
est is sufficient to keep him from unloading the 
property on the mortgagee should he find that 
the location or other conditions are more or 
less unsatisfactory to his family. In view of 
this situation, local lenders have not as yet 
arrived at a point where they are interested in 
80 percent coverage. Therefore, we do not feel 
that 90 percent would be any stimulant. There 
is plenty of money available for construction 
work in this territory, but this money will only 
be advanced along lines of the usual New Eng- 
land conservatism, and we are inclined to think 
that in the long run it makes for healthy con- 
ditions. 

We naturally welcome any friendly gesture 
on the part of the Administration toward the 
construction of homes, but we feel in this terri- 
tory that it encourages a certain element to ex- 
pect loans far in excess of those which may be 
available. 
make loans on this basis, the situation would be 
different, of course. —H. A. Grimwoop Co., 
Providence, R. I. 


EXTRA BURDEN MIGHT SINK OWNERS 


Personally I do not favor anything sponsored 
by the Government. Think of how many people 
HOLC put in the hole. The Government in- 
duced them to go into debt farther. They 
were, through lack of employment, unable to 
make payments, so what? The Government 
steps in, confiscates the home they might have 
retained if they hadn’t taken on the extra bur- 
den. As I see it, conditions aren’t any better 
now. The unemployment situation is no bet- 
ter. It possibly would give us a little extra 
immediate business, but we fear wé would be 
losers in the end when the reaction came.— 
J. W. Corr, Findlay Lumber & Coal Co., Find- 
lay, Ohio. 


WILL HELP MANY WOULD-BE OWNERS 


Most of the lumber dealers in Virginia are 
talking about the new housing program, but 
none of us are quite sure just how it will affect 
us. We feel that in our community it will oper- 
ate to advantage, because it will put homes 
within reach of people in moderate circum- 
stances who are anxious to have them and who 
already own good lots on which to build. Our 
local bank has not been very strongly in favor 
of housing plans in the past, but we believe it 
will be more liberal next year, and we shall do 
everything in our power to induce it to handle 
these loans. We are strongly in favor of this 
bill, and all the dealers with whom we have 
discussed it think it is a good thing—C. W. 
Prerce, Keys Planing Mill Co., Bluefield, Va. 


Should the Government see fit to- 
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We believe the proposed housing bill would 
stimulate business in general, and would be espe- 
cially beneficial to the retail lumber and build- 
ing material dealer—Ross-GrapEN LUMBER Co., 
Guntersville, Ala. 


ACTUAL APPRAISAL WOULD BE 80 PERCENT 


We are strongly in favor of this proposed 
legislation. We are not now getting 80 per- 
cent appraisal. Under this new order of things, 
we should get the 80 percent if not more. It 
should stimulate new construction. The rate 
of interest we think is too high even at 5 per- 
cent.—ALcEE H. BEAUCHEMIN, Milot Bros. Co., 
Woonsocket, R. I. 


90% THREATENS HOUSING STANDARDS, 
INVESTMENTS 

The Montana Retail Lumber Dealers’ Asso- 
ciation has passed a resolution to be sent to 
our congressmen relative to the FHA program, 
and this new talked of legislation. We believe 
that honest administration of the FHA as it 
now stands is far more conducive to new build- 
ing than the proposed change to the 90 percent 
plan. The 90 percent plan will cheapen real 
estate values until the mortgages and invest- 
ments will be worth Ninm. It will be the 
forerunner of many defaults on. mortgages. 
The 80 percent plan, honestly administered, 
makes the prospective home owner have an 
equity that he is not going to relinquish with- 
out an honest attempt to recover, therefore 
he will meet his payments when due, and we 
will have a much more substantial class of re- 
spected home owners who will place a real 
value on their home and the opportunities for 
having one built. We do not want to destroy 
our homes and the values we have in them, 
by lowering the standards to visionary people 
who do not have any sense of values nor care. 
—GrimsleE Lumper & Fuet Co., Anaconda, 


‘Mont. 





Rail Rates Can Not Be Raised 
Before March | 


MINNEAPOLIS, Minn., Dec. 13.—In order to 
remove a misunderstanding that seems to ex- 
ist regarding freight rate advances, and to set 
at rest wild rumors that are circulating, R. C. 
Volkert, traffic manager of the Northwestern 
Lumbermen’s Association, has sent a bulletin 
to the members of that organization, advising 
that no increases have been authorized in 
freight rates applicable on wood shingles and 
ordinary lumber, and that the railroads have 
been given no authority under which increases 
can become effective in the very near future. 

Mr. Volkert gives the facts with reference 
to the request of the railroads for authority 
to make a 15 percent advance in freight rates, 
with increases up to 6 cents on lumber and 
wood shingle rates. Hearings on this applica- 
tion are now being held in Washington, and 
further hearings will be held at various points, 
including Atlanta, Los Angeles, Portland, Salt 
Lake City, New Orleans and Chicago, with 
final hearings to be held at Washington begin- 
ning Feb. 7. Mr. Volkert says: “There can 
be no general increases in freight rates on 
wood shingles and ordinary lumber until after 
March 1.” 


(Continued from Page 27) 

ing the necessary system of recording item 
production and sale—a necessary adjunct 
to a firm individual price policy. If that 
is the case, then we should be given a 
dose of “iron and wine” tonic to stimulate 
us. More than likely, if we knew the 
truth, we are going to far more trouble 
attempting to operate the usual system, 
with little success as a result. 

The writer would like to hear some 
controversial arguments. So far, he has 
heard none that could not be answered. 
Why can not a firm individual price pol- 
icy be established and maintained? 
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PAINT--HOW TO DISPLAY IT AND 


Lumber Dealers Make Steady Gains in Paint Sales by Capitalizing 
on Close Contact With Purchasers and Users of Building Materials 


“America, the great unpainted,” said a 
casual acquaintance in a hotel lobby one 
night, “and all you have to do to prove 
the truth of it is drive up and down the 
country as I do year after year. Except 
in scattered communities where people 
have a lot of money or where someone 
has done a real job of selling paint and 
the advantages of using it to keep city 
and farm homes and other buildings well 
preserved and looking neat and attractive, 
we have a great exhibit of paint-starved 
houses in this country.” 

The comment is probably true, but 
there are beginning to be exceptions, due 
in many cases to the operations of alert 
lumber dealers who are capitalizing on 
their close contacts with city and farm 
home owners, reaping gratifying profits 
for themselves and performing a genuine 
service to the community by doing an 
intelligent, aggressive job of merchandis- 
ing paint. 

Anyone arriving at Irving, Texas, can 





Corner of the paint department of the 
Irving Lumber Co., Irving, Tex. With six 
other paint stores in town, this company 
sells half of the paint used locally. At 
left, standing, is C. P. Schulze, owner. 
Seated is Lewis Hancock, manager 





see at a glance, from the appearance of 
the houses, that the town has a real paint 
merchandiser. Only a little investigation 
is required to discover that the Irving 
Lumber Co., owned by C. P. Schulze and 
managed by Lewis Hancock, is the lead- 
ing paint dealer. Irving has a population 
of 778 people, and is located nine miles 
from Dallas and twenty-five miles from 
Fort Worth. Despite its location between 
two metropolitan centers, each with a 
great number of paint stores and several 
mail order houses, the company turns its 
paint stock over about four times a year, 
and its sales amount to about $4 per 
capita per year. Thus, annual paint sales 
amount to about $3,100 a year. The com- 
pany sells lumber, sash and doors, builders’ 
hardware, reinforcing steel, wire fence, 
cressoted pine posts, roughing materials 
for electrical and plumbing installations, 
and all of the building products manufac- 
tured by the Pittsburgh Plate Glass Co. 
Turnover of all stocks aggregating an in- 
ventory of $15,000, is at the same rate as 
paint. 

“The Irving Lumber Co.,” said Mr. 
Hancock, “sells a little more than 50 per- 
cent of all the paint used in the commu- 
nity, and probably 75 percent of all the 
paint purchased in the community, There 


are six other stores that sell paint, and 
the price range is from $1.65 to $3.45 a 
gallon for ready mixed white.” 

It is apparent from these figures that 
the high annual paint sales in this little 
town are responsible for its bright, neat 
appearance, and that the credit goes to the 
Irving Lumber Co. which furnishes the 
inspiration and sets a pace far ahead of 
the field. 

Asked how the company built and 
maintained such a record for selling paint, 
Mr. Hancock replied, “First, with ade- 
quate stocks. We pride ourselves on being 


of lists. We use no such practice, but 
instead, sell all paint from Pittsburgh’s 
regular blue retail list. We do not even 
have in our possession the so-called con- 
tractor’s price sheet. Texas dealers are 
given a discount for quantity purchases 
from manufacturers. Our want-list is 
guarded carefully and kept up to the min- 
ute, and we always include in our orders 
a case or two of ready mixed white, or 
paste, or other gallonage to increase the 
size of our order sufficiently to place it in 
one of the higher discount brackets. 
“We believe in doing business with one 





able to answer the question, ‘Do you have 
’ with a definite affirmative every 
time. Our line includes two enamels, two 
varnishes, three paste whites (one ready 
mixed, one semi-gloss and one flat), one 
floor enamel, all the sundries in the paint 
line in nearly all sizes, and one display 
board containing Gold Stripe brushes. 
The board contains 17 brushes ranging 
in price from 15 cents to $3.45. In addi- 
tion, we sell putty, sandpaper, linseed oil, 
turpentine, glass and accessories. These 
stocks, with the paints in a wide range 
of colors, are ample for all of our re- 
quirements. Except in floor enamel, we 
do not stock half-gallon sizes, as they 
have not proved to be good sellers in this 
town. 
“Next, we make our paint line profit- 
able. Very often, lines such as paint are 
priced for the retail trade from a number 








paint manufacturer only, and handling no 
other paint or kindred products. We se- 
lected a manufacturer whose products are 
nationally advertised, and whose advertis- 
ing policy is flexible enough to permit 
localization of his advertising to the best 
advantage in the dealer’s own local com- 
munity. 

“Tn selling a customer we always seek 
to find out the purpose for which he in- 
tends using the paint. We have a stand- 
ing order in this company that no one 
can sell paint until he knows what it is 
going to be used for. So many people 
ask for one item when they should be 
using an entirely different one. Repeat 
business comes from satisfied users, and 
you can’t have satisfied customers if you 
let them buy items that will not suit their 
needs. Assistance and service are not mat- 
ters simply to be talked about. They must 
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SELL IT TOLD BY THESE DEALERS 


Both Emphasize the Necessity of Carrying Full Stocks, Displaying 
Them Neatly and Being Able to Offer Sound Advice to Customers 


be applied intelligently in selling, and no 
place more than in the selling of paint. 

“We do not use outside salesmen, nor 
do we use any special paint advertising. 
In our newspaper advertisements we 
always carry the reminder that we have 
paint, and we attempt to tie in our local 
advertising with the manufacturer’s na- 
tional program. 

“We don’t have demonstrations with 
large groups coming to our plant, but in- 
stead, we give each individual customer 
a demonstration of the paint he or she is 
interested in or should purchase, and 


offer suggestions and answer questions 
fully. Once each year we hold an evening 
dinner in our office, to which every 
painter in the community is invited. We 
have a good dinner, and with two or three 
men from Pittsburgh’s Dallas office, hold 
an informal get-together that is said to be 
one of the best small town dealer-painter 
meetings in Texas. 

“We do nothing in selling paint that 
cannot be done easily by any other lumber 
dealer. A neat brick building houses our 
offices and display room. These are 
painted a soft, flat, light-buff, with shelves 
and backs of shelves a light tint of ultra- 
marine blue. The fronts of shelves and 
all trim are done in travertine. The color 
scheme was worked out by Jim McCaf- 
frey, the Pittsburgh Plate Glass Co. sales- 
man who has been calling on us for 
years,” 


FLORIDA DEALER TURNS STOCKS 
TEN TIMES ANNUALLY IN SPITE 
OF HEAVY COMPETITION 


Another dealer who is a vital factor in 
effecting heavy paint sales in his commu- 
nity is Lester Foley of the Foley Lumber 
Co., Jacksonville, Fla. Here, paint stocks 
are turned over ten times annually, com- 
paring inventories with sales. The com- 


pany’s paint sales record is even more 
impressive than the figures show, because 
it has been attained during a period when 
many manufacturers of paint have estab- 





lished Florida and Jacksonville branch 
offices in the city. Mr. Foley is particu- 
larly proud of these operations of the paint 
department, and states that one of the 
principal reasons for the company’s suc- 
cess is the sales direction of the depart- 
ment by H. M. McCreary, a veteran of 
twenty years experience in the merchan- 
dising of paint. 

Questions concerning the factors which 
have been responsible for the company’s 
ever increasing sales were answered by 
Mr. McCreary, who said, “The first 
requisite of a successful paint business is 
to carry a line of standard products that 
are nationally known. The Foley Lum- 
ber Co., for instance, handles a complete 
line of Dupont house paints, enamels and 
varnishes for both inside and outside use. 
After you have a line that you believe in, 
the next thing is to know how to talk 


about it, and to know what paint to sell 
a customer. When a salesman talks to 
a prospect, he should know paint, and 
tell his story clearly and convincingly. 

“When a man walks into our place of 
business, and wants to purchase some 
paint, we diplomatically inquire as to 
what use he intends to put it. When 
we learn that, we can tell him what paint 
is best suited to his needs. Over a period 
of time, our customers have come to rely 
on our judgment. 

One of the important parts of our sales 
talk is to convince people that the best 
paint is the cheapest, because it goes farth- 
est. We sell good paint for a price that 
is reasonable, and we have found that it 
pays dividends. 

“A really important thing, and you can 
see that we believe in it, is to display your 
merchandise neatly and prominently. You 
can’t sell paint when it is hidden. You 
have to put it on shelves out in the open, 
and make it look desirable. We once kept 





Part of the paint display in the office of © 

the Foley Lumber Co., Jacksonville, Fla. 

At the Tots is H. M. McCreary, office 

manager and head of the paint depart- 

ment. Paint stocks turn over to the extent 
of ten times their inventory value 





paint in the warehouse. Now it is attrac- 
tively placed on shelves that are done in 
shiny colors. When one walks into this 
room the first sight that catches his eye is 
the wall of shelves packed with cans of 
paint. To develop an interest in what the 
customer sees, we always keep neat piles 
of booklets and other literature accessible 
in pockets directly beneath the counter. 

“After we have given a fair representa- 
tion of our product, we always recom- 
mend the employment of first-class paint- 
ers,” continued Mr. McCreary. “The 
public generally knows little or nothing 
of what makes a good painter, and we are 
usually asked to recommend someone. 
We suggest men who to our certain 
knowledge are experienced, and who 
know how to mix paints, who cut their 
work clean, and who give efficient and 
responsible service. 

“Our company sells to the retail trade 
only. We do considerable advertising, 
publicizing the line, and tying in our own 
facilities for handling it. Billboards are 
used extensively, and in addition to regu- 
lar signs, our trucks carry special adver- 
tising posters. Local newspapers are used 
regularly. We use every facility we 
know of for advertising, and we employ 
all of the many fine arguments for paint. 
The result is inevitable. We sell paint.” 
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The Hinkle Lumber Co. has been do- 
ing business in Paris, Tex., since 1898; 
and T. B. Hinkle, the present proprietor, 
is the son of the founder. 


Retailing in this northeastern Texas 
county has something like a local problem ; 
rather like the one in any timber coun- 
try, but with a few characteristics of its 
own. The Realm finds a good many peo- 
ple, especially in the North and East, 
who think of Texas as a place of open 
cattle ranges and oil fields. Some of them 
know the State produces a lot of cotton, 
but even lumbermen are surprised and 
often unwilling to believe when they are 
told of tremendous forests in the State. 
But these forests are there, and magnifi- 
cent forests they are. This timbered area 
has both big mills and small. The big 
mills, as a general rule, cut the dense vir- 
gin longleaf—some of the finest structural 
timber being produced now or ever pro- 
duced in this country, notable for its 
strength and its capacity to stay put. Some 
of the smaller mills cut little left-over 
tracts of virgin trees; but, again as a 
general rule subject to exceptions, they 
cut the rapidly-grown second growth, or 
the less valuable species of conifers. 


The retailers have rather divided into 
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two schools—those who handle mostly the 
products of small near-by mills, and those 
who build their trade on branded big-mill 
lumber. There’s no purpose here to get 





J. W. Skinner (left), of the Hinkle Lum- 

ber Co., Paris, Tex., and yard mechanic 

who was building special truck body, stand- 

ing in front of Canadian red cedar shingle 
block display 





snooty about small-mill stock. It has its 
uses and fulfills them. Customers know 
lumber reasonably well, and choose 
whether to buy dense stock with its long 
life expectancy, or save money by buying 
lumber that may not be so lasting. 

Mr. Hinkle, with his long experience 
in handling lumber and his long observa- 
tion of its behavior, rests his case with 
the customers on big-mill stock. No doubt 
he does carry a little second-growth, to 
be used in structures which are not in- 
tended to be permanent; but when he 
approaches the business of supplying a 
house pattern, he stands firmly on virgin 
stock. Everywhere in the big yard a 
person sees the Dierks brand on the ends 
of stored lumber. 


QUALITY MUST OVERCOME 
PRICE COMPETITION 


But of course this doesn’t settle the 
matter of competition. Lower price is a 

werful persuader, capable every now 
and then of leading customers who really 
know better to build their houses of less 
lasting material. Especially has this been 
true during the years when something 
that could be used for money was hard 
to come by. It puts an important load 
on the shoulders of salesmanship ; and, in 


_ 


this part of the country, the whoop-’er-up 
kind of strong-arm salesmanship doesn’t 
seem to be the hot number it at least 
once claimed to be in certain parts of the 
North. People move carefully in mak- 
ing expenditures; are ready to listen to 
arguments. They listen long, collect every 
fact they can, make decisions when 
they’ve put all the information together. 


POOR MATERIAL OFTEN RAISES 
LABOR COSTS 


There’s a factor working in favor of 
good material, and especially of good lum- 
ber. There was a time, after this yard 
was founded, when the lumber was the 
big cash outlay in building a house. Now 
the lumber and millwork together make 
up but a minor part of the cost. Labor 
draws higher wages, and the other manu- 
factured products going into a house have 
climbed high in the percentage column. 
If a house is to be at all modern, it must 
have these other products in it. Labor 
will cost the same per hour with poor 
lumber as with good; and, because it 
takes more labor to put together a house 
out of nondescript stuff, the total labor 
charge will be higher. The result is that 
the saving of comparatively few dollars 
on the lumber brings the owner a house 
with a much shortened life expectancy. 
This, we take it, is the principal argu- 
ment with which branded big-mill stock 
is sold to the public. 


CUSTOMERS ATTRACTED BY 
SPECIALTIES NOTE GOOD LUMBER 


But a quality product calls for quality 
service; and the Hinkle yard is stocked 
and equipped to offer that complete serv- 
ice. It carries many kinds of special 
stock, that brings people to the yard, 
where they can see its fine lumber at first 
hand. One item we think of at the mo- 
ment is stock for wagon tongues; also for 
tongues used in other vehicles and imple- 
ments. This is both dense pine and oak; 
straight-grained and clear stuff, sawed 
diagonally through a double-width piece 
to give the needed taper. There is much 
of this material sold, carrying its own 
profit and serving to bring people to the 
Hinkle company’s yard. 

Another item is beehives. This is a 
famous bee country, using many of these 
bee palaces. The yard sells both the ma- 
terials to make them, and the completed 
articles. In a big yard there are always 
slack periods; perhaps not long, but 





"Pioneers. . . . This Corner Marks the First 

Call in Town Site Survey, Paris, Texas, 

1847" says sign on side of office of the 
Hinkle Lumber Co. 
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A LONG-ESTABLISHED TEXAS | 
LUMBER BUSINESS | 
Places Business Faith in Quality Build- 


ing, and Quality Lumber-- Supported 
by Advertising and Service 


amounting in the aggregate to a good 
many hours in the course of a year. The 
place is organized so that a yard man can 
turn at once, in an otherwise idle hour, 
to the assembling of these beehives. 

The yard also has quite a trade in boxes 
for icing Coca-Cola and other bottled soft 
drinks. There’s a long stretch of warm 
weather here in the South, and nearly 
every filling station will have one of 
these boxes, ready to wet the whistle of 
the motorist when he stops for gas. It 
handles park benches and lawn furniture, 
some of these being made in the yard. 


MUCH NATIVE OAK IS USED LOCALLY 


At the time of our call, one of the 
workmen was building a special lumber 
body for a new truck chassis; indicating 
the skill and the resourcefulness of the 
Hinkle men. There was considerable 
amusement about the yard over one item 
of this truck body. The company de- 
cided it needed some really good oak 
stakes, made of seasoned stock that 
wouldn’t check. So it bought them, dis- 
covered when the invoice came in that it 
had been charged at the rate of $200 a 
thousand! There was oak enough in the 
yard, probably, to have made a hundred 
sets; but this was native oak, not so well 
seasoned. Of course it doesn’t take many 
feet to make a set of stakes, so the total 
price in dollars wasn’t so much. But the 
man making the body suggested that the 
company really ought to keep those stakes 
in the vault at night. There is much of 
this native oak used locally for one pur- 
pose or another, partly because it is a 
local product with which the customers 
are familiar. One little service the yard 
offers in this connection is a special spike 
with a sharp, long-taper point; or nail 
with a thick shank and comparatively 
short, especially useful for putting this 
very hard wood together in a structure. 
The sharp point and the thick shank make 
possible driving without bending. These 
spikes have to be gotten on special order. 

We noted many bales of surveyors’ 
stakes; something much in demand on 
local Government projects. The yard 
sells a large quantity of nails, and it han- 
dles bolts and plumbing pipe. Many 
houses in this comparatively warm cli- 
mate are built on piers or blocks, to allow 
under-floor ventilation. These the yard 
supplies, including a flat concrete footing 
block upon which wooden blocks can be 





Interior of log cabin seen behind Hinkle 
Lumber Co.'s truck is given over to a dis- 
play of roofing samples; the window shades 
of aluminum 


insulation 
attention 


attract public 
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The merits of — the 
wood shingle sustain 
such a large demand [ 
that the Hinkle Lum- 

ber Co. carries a big § 
stock, to which atten- | 
tion is called by a &@ 
shingle - block display 





set. These blocks are usually of bois 
d’arc wood; something like, if not iden- 
tical with, the osage orange of the North. 
But this tree seems to grow straight, 
something the osage doesn’t do. And it 
is much used for fence posts. 


PERPETUAL INVENTORY PREVENTS 
OVERSTOCKING SPECIALTIES 


Well, these items, all of which are care- 
fully stocked, stored and inventoried, are 
in the aggregate important in sales vol- 
ume, though no one by itself stacks up 
large. But they are important in building 
that reputation for complete service. The 
thing a dealer needs to guard against in 
carrying these collateral items is, of 
course, getting overstocked so that per- 
centage of turnover drops. The yard 
manages this with a perpetual inventory, 
and with records of sales volume, prices 
and profits. Should this big yard be 
swept away by disaster, something no 
dealer likes’to think about but which may 
overtake him, as soon as the vault was 
opened the company would have a com- 
plete and exact record of everything in 
stock ; including the size, age and cost of 
the buildings and the yard equipment. 
There would be no guesswork about in- 
surance adjustments, and no vague recol- 
lections when the buildings were replaced. 
This matter of adjustments is a remote 
contingency, but the handling of stock and 
purchases for replacement are matters of 
daily importance. 













HAMMERS ASPHALT SHINGLE TO 
PROVE COLOR WILL LAST 


The company does quite a bit of spe- 
cial advertising of one kind and another ; 
for example, at the local fair. In the yard 
is a model house, not the kind that sits 
on a table, but one large enough for peo- 
ple to enter, a good many of them at 
once. The interior of this house is given 
over to the display of roofing. All the in- 
terior wall space is covered with samples 
of different kinds of roofing, large enough 
in area to give the observer a good idea 
of their appearance on the roof. On the 
floor, on a strip perhaps a foot wide next 
the wall and set off by a narrow mould- 
ing, is the coating of colored asphalt shin- 
gles that has been beaten up with a ham- 
mer. The object is to prove that this 
material is colored clear through; not 
merely covered on top with a color wash 
that in the first rain would run off. 


WINDOW SHADES OF ALUMINUM 
INSULATION SET PEOPLE TALKING 


One novelty in this house is the win- 
dow shades. These are made of double- 
coated aluminum reflective insulation 
paper. They are mounted on the usual 
rollers and have a tailored finish at the 
bottom around a wooden rod; as well fin- 
ished as any window shade you ever saw. 
They told us that the fair visitors were 
quite as much interested in these shades 
as in the roofing display. Who knows? 
Maybe here is the germ of a new indus-, 
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try.- But the purpose of the Hinkle yard 
was the production of a novelty about 
which people would talk. Many, hear- 
ing of these things from their friends, 
went to see the shades and remained to 
study the roofing. 


MERITS OF WOOD SHINGLE 
OVERCOME PROPAGANDA 


No doubt one of the things which stim- 
ulated the making of the perpetual inven- 
tory was the memory of a fire back in 
1916; which swept the whole city; a tre- 
mendous disaster. J. W. Skinner, who 
showed the Realm through the yard, said 
that in the reaction after the fire our good 
friend the wooden shingle, was as usual 
elected as the villain of the piece. We 
may find out some time why this always 
happens. If a fire starts in the waste- 
paper chute of an apartment house with 
a tile roof, about seven out of ten people 
will be sure that it was due to a non- 
existent wood-shingle roof. Anyway, the 
wood shingle was tried and convicted of 
the Paris fire and outlawed. Back in 
those days, manufactured roofing wasn’t 
nearly so good as it is now, and the wood 
shingle worked itself into favor again on 
its merits. The yard carries a big stock. 


GREW UP ON THE 
AMERICAN LUMBERMAN 


Mr. Hinkle has known lumber since 
his early years; says that as far back as 
he can remember the AMERICAN LUMBER- 
MAN came to the office. He recalled the 
thread in the old tight wrapper ; the con- 
venient little device without which the 
cover would have resisted ordinary at- 
tacks. This reminds us of a little experi- 
ence of our own. When the first copy of 
the journal came to us, we didn’t know 
about the thread ; seized hold of the wrap- 





These big signs on its shed are evidence 
that the Hinkle Lumber Co. believes in 
advertising 
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Pacific, one of the great roads in this 
area. Mr. Hinkle is of course one of the 
widely known dealers of the Lone Star 
State, a recognized leader in merchandis- 
ing and a careful student of the lumber 
industry. He is happy to see construction 
start up again in Paris, but hopes that 
experiences of the past will serve to direct 
building policies away from certain er- 
rors. He recalled a great development 
in one area of the city, a veritable epi- 
demic of houses. This would have been 
okeh, save that the real epidemic was in 
shaky financing. Except for this easy 
financing, with buyers having little real 
owner equity in the buildings, not nearly 
so many would have been erected. As 
we recall it, this factor was pointed out 
to Mr. Hinkle when he expressed some 
uneasiness about it. Did he want to check 
building construction?. He must be a 
funny sort of lumberman. No, he didn’t 
want to interfere with proper building, 
but a house isn’t really owned until it is 
paid for, and the chances that it will be 
paid for are not so bright unless it is 
soundly financed. Furthermore, a flock 
of houses in distress isn’t so good for the 
real estate market; and a sick market 
isn’t anything that gives the lumber in- 
dustry a lot of pleasure. But the houses 
were built, and a distressing number of 
them were caught under the avalanche. 
This has been washed up, it seems; and 
at long last the market has gotten back 
its health. Mr. Hinkle likes the guaran- 
teed loans pretty well; for one reason, 
we suspect, because the inspection and 
specification standards assure sound con- 
struction. That naturally would please a 
dealer who runs his business on the road 
of quality building. 

EVERYBODY HERE HAS HOPES OF 
AN OIL STRIKE 


Everywhere down here there are 
rumors of oil. Of course. Where are 
there not such rumors in Texas? Paris 





ed 





per at random with thumb and finger, 
happened to capture the thread, and wit- 
nessed the miracle of the easy straight 
tear from end to end. 

The Hinkle family is an old Texas fam- 
ily. Mr. Hinkle’s grandfather was asso- 
ciated with the building of the Texas & 


isn’t far from the huge east Texas field, 
one of the world’s most. spectacular areas 
of this nature. The Realm fought its 
amazed way through this field several 
years ago, just a few months after the 
time, whenever that was, that the field 
was brought in. We found towns with 
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the cotton stalks still standing in the 
streets, where there were more lumber 
yards than there were in Dallas. Prob- 
ably no one knows how many wells there 
are in that area; and the average oil man 
will not estimate the number more accu- 
rately than to surmise that there are a 
heluva lot. Well, it seems that the geol- 
ogists are talking about a great fault, run- 
ning through or near Paris, that they 
think may be the greatest oil field in the 
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PHOTOGRAPH YOUR 
CHRISTMAS DISPLAY 


Retailers who go to the expense 
and trouble of making fine Christmas 
displays in their windows, sales rooms 
or in front of their stores, and then 
dismount them, often wish afterward 
that they had kept a permanent rec- 
ord—as a reminder of that Christmas 
season and all its pleasant associa- 
tions, and as a mark to shoot at, and 
perhaps excel, in future years. And 
most of them would be glad to see 
what Christmas decorations other 
building material dealers have used. 
Therefore this reminder: Have a 
photograph made of your Christmas 
and New Year's decorations. And 
be sure to send a copy of it to 
AMERICAN LUMBERMAN, so that 
you may share your ideas with others, 
and benefit by theirs, for there will 
be a selection of the best presented 
in these pages, in good time to help 
in preparations for the next visit of 
Santa Claus. 


Kee ie ine tne ice tae tre 


world, extending to the Gulf of Mexico, 


or maybe it’s the Gulf of California. So, 


they’re not counting the wells, on the 
theory that soon there may be a heluva 
lot more. Naturally Mr. Hinkle is inter- 
ested ; and who wouldn’t be? Up in Okla- 
homa they have oil wells on the capitol 
grounds. No Southwesterner goes to 
sleep at night with complete assurance 
that he may not wake up and find a der- 
rick under his bed. 


Seeks Authority to Build 5,500 
Hp. Hydroelectric Plant 


Granp Rapips, Muinn., Dec. 13.—The 
Pidgeon River Lumber Co. here has applied 
to the Federal Power Commission at Washing- 
ton, D. C., for a license for a power develop- 
ment project on the Pidgeon River in Cook 
County, Minn., and Ontario, Canada. The 
company seeks authority to build a storage 
reservoir at Arrow Lake and a dam at the 
outlet of Arrow River, storage reservoirs at 
North Fowl Lake and South Fowl Lake, with 
a dam at the South Fowl outlet of Pidgeon 
River, a diversion dam in Pidgeon River half 
a mile above High Falls, and a power house 
on the Canadian side of Pidgeon River. Power 
from the 5,500 horsepower plant would go to 
pulp, wallboard and other wood manufacturing 
plants to be built at Pidgeon Bay, to paper 
mills and mining developments on the Canadian 
side, and to communities along the north shore 
of Lake Superior. 
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Open Display Space, Lean-to Storage-- 


With Wide Driveways and Walkways--Feature Shed That Replaces Three 


The new shed of the Holmquist Grain 
& Lumber Co., Oakland, Neb., layout 
drawing and cross-section of which are 
shown herewith, replaces three old sheds 
and four warehouses which were used 
during the 45 years the company has been 
in business. Overall height of the shed 
is 34 feet. One of the important features 
of the design is the width of the driveway, 
28 feet. The 40-foot section at the rear 
of the west side of the shed opens to the 
back, and is reserved for storing timbers 
and dimension over 20 feet in length. 
Sliding doors permit ready access to this 
space. Remainder of the shed is divided 
into bins 9 feet wide and 20 feet, 6 
inches long. 


The lean-to shed, access to which is 
through a wide door on the south side 
opening into a patio, is a convenient and 
economical storage space for various 
kinds of wire fence and accessories and 
steel roofing. In front of the west side, 
space has been reserved for storing sash 
and doors, frames, roll roofing and as- 
phalt shingles. At the front of the east 
end of the shed, and behind the office, 


is a large room about 27 feet by 20 feet 
for the storage of paint and nails. Ina 
corner of this room is an enclosure for 
the storage of insulation board, panel 
board and plywood. Double swinging 
doors open to the driveway. 

Access to the large, open display space 
is through a 4-foot swinging door open- 
ing from the shed. The driveway, as will 
be noted in the plan drawing, slopes 


visibly up to the front of the building. 
An exceptionally wide walkway at the 
second level of the bins provides ample 
space for two men to pass, or for one man 
to pile or withdraw lumber with ease. 
Foundations are all concrete, and the 
super-structure is entirely of wood. The 
roof is shingled with wood. The shed 
was designed by the company’s own ar- 
chitect. 
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An Idea That Might Prove Popular--What Do You Think? 


One of the chief worries of the or- 
derly housewife of today is the smoke 
problem. By that we do not mean the 
smoking fireplace, which has been effec- 
tually cured by modern science, or the 
soot of an industrial community, which 
so far seems to have no solution. What 
gives mother a headache is the problem 
of getting rid of that “morning after” 
fragrance which clings to the draperies 
and saturates the upholstery; the end- 
less array of little trays and makeshift 
saucers each with a vile-smelling mound 
of cigarette ends and ashes; the digging 
out of the flower pots of soggy messes of 
cigarette ends surreptitiously bestowed 
by guests who couldn’t seem to see a tray 
anywhere about; and worse than all, the 
wreck of the living room rug after cigar 
and cigarette ashes have been ground 
into it by careless heels. 

And it isn’t always a party, either, 
that causes this ruin. Now that the girls 
have taken to the little white cylinders, 
one evening with the family at home can 
make the entire house fragrant—though 
some would not use that adjective. Now, 
no one likes the smell of stale tobacco 
smoke, even if he does enjoy smoking. 
It penetrates the entire house, even 
mingling with the odors of cooking in the 


kitchen and hanging over the pillows in 
the bedroom. For the living room is open 
to all and is the center of things. There 
is no way of keeping it fresh and clean 
if the entire family and its guests are 
to use it as a smoking room. So why 
not a separate room for the smokers? 

Here is a good chance for the lumber- 
man to sell another room for the home, 
and incidentally, more building material ; 
a chance for the furniture man to sell 
something new in the way of special fur- 
nishings for the smoking room. Call it 
the “Smokerie,” or think up some other 
catchy name for it, and make it the fash- 
ion. All it requires is something original 
and attractive in the way of design and 
furnishings, and some good feature adver- 
tising. 

We suggest that the designer of new 
homes, or of modernization plans for old 
ones, use his ingenuity in devising an 
irresistibly attractive extra room for the 
smokers. You remember how popular 
the old-time “Cozy Corner” was, and 
how every woman in town hunted for 
cushions, window: seats, drapes etc. to 
make hers the smartest cozy corner to 
be found in all the neighboring homes? 

Let the designer of the “Smokerie” 
consider these points: What kind of wall 





Timely 7 Yor Dealess 
In the lumber sheds of the Hiatt Lumber Co., Ft. Lupton, Colo., the 


faces of the vertical supporting members of the bins are painted black, 
while the faces of the horizontal struts are painted white. At the center 
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and neatly. 








of the white cross piece at the top of each bin there is a black strip painted 
with blackboard slating. On all four sides of the black strip there is a 
white margin. On each black strip there is marked in white chalk the 
dimensions, kind, size and price apiece of the lumber contained in the bin. 
The color combination lends prominence to the lettering, and the use of 
chalk on the blackboard background permits changes to be made easily 








finish will not absorb tobacco smoke? 
What kind of curtains or drapes, if any, 
can be used to which the smell of stale 
tobacco will not cling? What kind of 
floor covering would be attractive and 
yet immune from damage by ashes? 
What kind of door would be smoke- 
tight? How about windows, fresh air 
and sunshine? Shall there be books; the 
solid, comfortable, masculine furnishings 
of the old-fashioned “den”; the unbreak- 
able equipment of a “rumpus room,” or 
bright, gay colors, and youthfully bizarre 
designs? 

Would you make it a room for quiet, 
soothing, friendly companionship, and 
browsing among magazines and books, 
or a room for bridge and table tennis 
where the daughter of the house will de- 
light in taking her high school friends, 
or father his pipe-smoking pals? Can 
a compromise between all these functions 
be achieved and a room devised which 
will attract the smokers of all ages and 
sexes? What a relief to mother if it 
could be done! How much cleaner and 
fresher the rest of the house and what a 
lot of labor it would save! With wash- 
able walls, tubbable draperies and non- 
absorbent chair coverings, an _ easily 
cleaned floor, and wide casement win- 
dows, the room itself could be readily 
turned out and cleaned. Come, who has 
an idea for the kind of “Smokerie” that 
will justify its name, because really used 
by the smokers of the household and their 


guests ? 
ee 


Lumber and Paint Departments 
Now Separately Owned 


TRAVERSE City, Micu., Dec. 13.—The 
G. T. Builders Material Co. (Inc.) has 
announced the resignation of C. G. Bales 
as secretary-treasurer, effective Dec. 1. 
Mr. Bales has purchased the paint store 
formerly operated by the company, and 
will conduct this business as sole owner 
and manager. The interest of Mr. Bales 
has been purchased by Donald Minor, 
who will become an active member of the 
firm. Inasmuch as the future efforts of 
the company will be devoted entirely to 
the retail selling of lumber and building 
supplies, it was deemed advisable to 
change the name to one more appropriate 
to the materials sold, and the name Red 
Mill Lumber Co. was selected. In future 
the Red Mill Lumber Co. will carry on 
all the interests of the lumber yard of the 
former G. T. Builders Material Co. 
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(Inc.), with the following officers: Presi- 
dent, Ben H. Koenig; vice president, 
Donald Minor; secretary-treasurer, Rob- 
ert A. Dean. 


———_—_———- 

Southern Pine Is School Subject 

BALTIMORE, Mb., Dec. 13.— The 
“school” established at its offices in Tow- 
son by the Stebbins-Anderson Co. (Inc.), 
distributor of lumber, millwork and build- 
ing material, at its session Dec. 10 listened 
to an address by L. D. O’Hara, of the 
Southern Pine Association, this being one 
of the discourses sponsored by the asso- 
ciation in furtherance of trade promotion. 
Mr. O’Hara had as his topic “Yellow 
Pine.” The course is primarily intended 
for company employees but other mem- 
bers of the trade also have an opportunity 
to attend. An even score of the staff of 
the corporation attended. Wilson Duffy 
is the manager. 


Wants Its Telephone Number 


In Its Customers’ Heads 

“We believe in having every resident of 
Lawrence and vicinity know our tele- 
phone number,” said the smiling manager 
of the Paul H. Friend Lumber Co., Law- 
rence, Kan. “Lots of business that should 
logically come one’s way is lost because 
the party seeking information or quota- 
tions does not have your telephone num- 
ber handy. Therefore we seek constantly 
to impress this number on everyone. We 
want all local people to have it in their 
heads,.so they won’t have to consult a 
telephone directory. To that end all our 
advertising bears a cut of a telephone, 
and our number “42” in big letters. At 
one end of our big lumber yard is a fire- 
proof paint warehouse. It stands on the 
corner of two main thoroughfares. Upon 
the side is a big drawing of a telephone, 
and the number “42” in figures so big 
that the fastest motorist can not help 
seeing it. Not only this, but on the high 
board fence extending from our office and 
display room to our warehouse, is painted 
in huge letters “Paul H. Friend Lumber 
Co., Telephone 42.” Untold business has 
come to us, particularly in disagreeable 
weather, simply because the inquirer 
knew our number.” 
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The Colonial type of architecture, both 
New England and southern, is very popu- 
lar in Kansas, so, as a suggestion to 
prospective home builders, the Friend 
Lumber Co. erected a fine specimen of a 
New England Colonial house—white, 
with green blinds—to serve as its office 
and display room. Everything about the 
big yard is as neat as the proverbial pin, 





and the yard is so large, and the various 
grades of lumber so accessible, that a 
large cash-and-carry trade results. 





Slow Progress on House 
Attracts Visitors 


A great deal has been written about 
how rapidly homes in various parts of the 
country have been built, particularly for 
demonstration purposes. Emphasis is 
usually placed on speed. When Ben 
Dobyns, popular lumber dealer of Shel- 
bina, Mo., decided to construct a model 
house, he threw the usual program in 
reverse, and strung the construction out 
through 12 full weeks, 

His reason for adopting that schedule 
was to permit him to advertise at the be- 
ginning of each week what he would do 
before the following Sunday, and thus to 
arouse enough curiosity to attract a num- 
ber of visitors. The idea worked, and 
each Sunday saw Mr. Dobyns and mem- 
bers of his company kept busy answering 
questions about new materials. 





re 


Glass Bricks Used in House for 
Front Cellar Windows 


A novel use for glass bricks in resi- 
dential construction was discovered re- 
cently by an AMERICAN LUMBERMAN 
staff member at Mason City, Iowa. The 
practicability of employing glass blocks 
in this way is evident at once, and likely 





The new type of win- 
dow for basements 
seen in Mason City, 
lowa, and discussed 
here consists of 
twelve glass blocks 
which can be laid 
right up with the 
house foundation 





will be adopted to a considerable extent. 

It occurred to Ben A. Webster of Web- 
ster Lumber (Inc.), while planning a 
small house that glass brick would look 
better than the ordinary type of basement 
window in the front of the house. As 
shown in the accompanying picture, the 
dwelling sets long way to the street which 
would have meant two unattractive cellar 
windows exposed to the gaze of everyone 
passing. So the house was built and the 
two front basement windows were laid 
right up with the foundation. Since the 
glass bricks are strong, they are structu- 
rally sound for use in this manner and do 
not weaken the foundation. Although the 
block windows admit about 15 percent 
less light than transparent panes, the 
writer found the front of the basement 
sufficiently light to fit all the needs of the 
average household. 

Mr. Webster said that peopie had com- 
mented favorably on the innovation. He 
plans to repeat the use of the glass bricks 
in future residences erected. Since no 





As its office and display room, the Paul H. Friend Lumber Co., of Lawrence, Kan., has erected a New England Colonial type of house, 





which serves as a suggestion to prospective home builders—this is seen in picture at left. On the fence, of which only part is seen 
in this picture, following the company name, "Telephone 42" appears prominently; while on the side of the big paint warehouse, seen 
in the picture to the right, this standing at the corner of two main thoroughfares, appears a drawing of a telephone and, in big 


figures, the company's number, "42" 
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cold air can seep in around the edges or 
pass through the blocks themselves, it is 
thought that these windows would make 
for warmer basements in the winter. Two 
windows of the ordinary type could be 
placed in opposite foundation walls to pro- 
vide needed cross-ventilation in the cellar. 
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Dealer Stocks “Everything for 
the Builder" 


Adopting the slogan, “Everything for the 
Builder,” the Ingham Lumber Co., Yale, Okla., 
backed it up by adding to its already complete 
lines of building materials the entire General 
Electric range of electrical household equipment 





Enlarged and mod- 
ernized office and dis- 
play room of Ingham 
Lumber Co., Yale, 
Okla. provided to 
handle new lines 








Aluminum Hoods Shade Entrance and 
Display Windows 


This neat building, precisely symmetrical 
with respect to a lateral center line, is the office 
and display room of the Whiteselle Brick & 
Lumber Co., Corsicana, Tex. The three hoods 
over the display windows and entrance perhaps 
comprise the outstanding feature of the ex- 
terior, They are made of aluminum in two 
tones, and serve the dual purposes of beauti- 
fying the exterior and providing shade. The 
building itself is made of brick, with stone 
window and door sills, and corners of dark 
stained wood. The roof is a regular pattern 
of variegated shades of composition shingles, 
applied for utility and harmony with the struc- 
ture, and with no idea of display. 

Display of composition roofing is on one of 
the company’s sheds about 90 feet long. The 
roof is divided equally into eight sections, each 
one having a different kind or color of compo- 
sition roofing. Between sections are strips 
of painted ridge roll. 

In commenting on the effectiveness of the 
display, Max D. Almond, vice president and 
general manager of the company, stated, 
“When a customer wants to buy roofing, we 
use this display to show him just how the 
different kinds look in place. The necessity 
of carrying samples around is obviated, and 
the idea has proved a fine selling help.” 

Displays in windows flanking the entrance 
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are changed every two weeks to keep them 
fresh and interesting. One of the windows 
is reserved for wall paper and paint. Three 
wall paper designs are shown. In the middle 
is a bright pattern, and on either side are more 
subdued designs. On the window bulkhead are 
arranged cans of paint and paint brushes. The 
other window is used for displaying various 
materials depending on the season, 

On the inside are three private offices, and 
in the center of the room is the paint and wall 
paper display, all on the first floor along with 
the bookkeeping department. Leading to the 
second floor, which is sealed with Nu-wood, is 
a disappearing stairway. On this floor are dis- 
played metal cabinets, ironing boards, weather- 
strip, and an assortment of building specialties 
including mail boxes and bronze house numbers. 

“We carry a complete line of building mate- 
rials,” said Mr. Almond, “and a large number 
of building specialties. The company was or- 
ganized in 1875 by J. E. Whiteselle. In 1916 
Mr. Whiteselle passed away, but Mrs. Whiteselle 
is vice president of the company, and visits us 
often. We are rather proud of our 63 years 
of uninterrupted business, and the fact that we 
have kept pace with developments. We built 
this new office and display room largely because 
our paint and wall paper, lines which are very 
profitable to us, demanded an effective setting.” 


One of the features of the exterior of this building is the use of two-tone aluminum 


canopies over the display windows and entrance. 


The canopies provide shade and 


enhance the building's appearance 
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and appliances, including items from refrigera- 
tors and radios to egg-beaters. In addition, 
an attractive line of glass and chrome novelties 
for gifts and favors was taken on. 

To accommodate the new lines, the company 
recently re-constructed and enlarged its plant. 
Formal opening was presided over by owner 
Kermit W. Ingham of Stillwater and E. H. 
Lippert of Yale. More than a thousand persons 
attended the opening, and to assist in explain- 
ing the various materials and items of equip- 
ment, Messrs. Ingham and Lippert had the 
services of 15 representatives of companies 
whose materials the yard handles. 

Late in the afternoon the high school bana 
led a parade to the yard, and then festivities 
began in earnest. Great interest was shown 
in a contest to guess the correct weight of 
a door weighed dry early in the morning, and 
then weighed again after immersion in water 
all day. As favors, caps and candy were given 
to children, and shopping bags, pencils, memo 
and radio pads and enamel dishes to the adults. 
The opening was deemed to be highly success- 
ful by both Mr. Ingham and Mr. Lippert, as a 


Kermit W. Ingham of the Ingham Lumber 
Company 


result of numerous compliments received and 
interest manifested in both the party and the 
facilities the company has for merchandising 
its goods, 


House-to-House Selling Hit by 
City Ordinance 


Minot, N. D., Dec. 13.—House to house 
solicitation by salesmen representing out-of-city 
firms is prohibited under provisions of an ordi- 
nance just passed by the Minot city council. 
Patterned after the famed Green River (Wyo.) 
ordinance, which has been sustained by the 
United States Supreme Court, it classifies so- 
licitation without the invitation of householders 
as a misdemeanor, punishable by.a fine of not 
less than $19 or more than $100. Members of 
the city council, who passed the measure with- 
out a dissenting vote, said it was aimed at 
solicitors of out-of-town firms, and would not 
be invoked against salesmen of local business 
establishments. 





A PROGRESS report just issued by the South- 
ern Forest Survey shows board foot and cord- 
wood volumes on average acres in the principal 
units of the naval stores region. Tables included 
give volume in each forest condition and indi- 
cate relative importance of species which make 
up each forest type group. Report may be ob- 
tained from the Southern Forest Experiment 
Station at New Orleans. 
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CONGRESS STRUGGLES WITH FARM AID, 
BUDGET BALANCING, WAGE-HOUR BILL 


Plans Tax Relief for Business and Considers Distributor in Connection With New Housing 
Legislation---Scientists Study Means to Provide Low-Cost Housing as Lumber Industry 
Protests Proposed Rate Increase That Might Nullify All Efforts to Stimulate Building 


[By AmeRicAN LUMBERMAN Staff Correspondent] 


WasuHiIncTon, Dec. 15.—It was a hard strug- 
gle, with several narrow escapes from defeat 
for the Administration, but the House of Repre- 
sentatives finally passed the crop control bill 
and sent it on its way to a Senate—already 
much harassed over its even more radical meas- 
ure designed to “save the farmer” even if it 
be necessary to drop a noose around his neck 
or put him in a straightjacket. 

Just what the final provisions of farm legis- 
lation will be nobody yet knows definitely. The 
Senate must pass its own bill, however much 
it may be modified meanwhile. Then the two 
measures must be considered by a committee 
of conference representing both branches. The 
conferees will write the final text and get away 
with it in all probability, although either Senate 
or House may object to some conference pro- 
vision and make or attempt to make still further 
changes. 

So the farmers and the rest of us must exer- 
cise such patience as we can muster while 
awaiting the final outcome. This should come 
in time for Christmas, since the special session 
was called chiefly to pass new farm legislation, 
and will adjourn before Santa Claus drops in. 
By that time the national legislators should 
have been able to reach agreement on some bill, 
even though it be necessary later to amend it 
in essential particulars. 


Size of Major Crops to Be Controlled 


Whatever else it may do, the farm bill as 
finally enacted will make provision for drastic 
control of major crops in the general effort to 
see that the tillers of the soil receive a fair 
return for their products and a proper share 
of the whole national income. At any rate, that 
is the theory on which the Administration is 
working, and nobody can quarrel very much 
with the principle that the farmer should get a 
fair return for his work. Whether any bill 
setting up artificial controls will do the trick 
only time can tell. 

The present record cotton crop—and it gets 
bigger every time the Department of Agricul- 
ture gets out a monthly crop report—is being 
held up as a horrible example of what may 
happen to wheat, corn, rice and tobacco. with 
all controls lifted. Yet one must wonder why 
cotton growers overlooked the dwindling for- 
eign market for the American product and 
lost sight of the volume which American manu- 
facturers normally consume, and went right 
ahead and raised more cotton this year than 
ever in the history of the industry. One also 
may be excused for wondering why the con- 
sumer or the general public should be called 
upon to pay the cotton grower a subsidy for 
glutting the market in this fashion. But we 
must not forget that he is human and that 
from time to time all humans make mistakes. 


Wage-Hour Battle Gets Hotter and Hotter 


Meanwhile, the battle over wage-and-hour 
legislation began to grow really warm as the 
House took up the Black-Connery bill, after 
having by majority petition pried it loose from 
the committee on rules. Just what the country 
will get in the way of wage-and-hour legislation 
is even more uncertain than the final outcome 
in the farm relief field. With organized labor 
divided on the merits of the bill as. reported, 
and clashing over amendments proposed by the 


House labor committee, and with the farmers 
and business in general very definitely in oppo- 
sition to such legislation at this time, the atmos- 
phere is still foggy and the outcome decidedly 
doubtful. But the fight goes right on just the 
same. It promises to grow hotter and hotter— 
and if words and looks were blows a lot of 
members would be badly hurt, if not utterly 
annihilated in the process. 


Congress Will Protect Materials Distributor 


The outlook for housing legislation is much 
better. While there has been no little criticism 
of some of the proposed amendments to the 
Federal Housing Act, the widespread support 
received by the President on his general recom- 
mendation leaves little room for doubt that 
something helpful will evolve, and that action 
probably will be taken before the special ses- 
sion adjourns in order that responsible officials 
and interested groups may work out plans to 
make the changes effective by the time the 
balmy spring breezes begin to blow. 

A determined effort is being made to safe- 
guard existing setups in the building material 
field, lest the proposed cure for the housing 
lag disorganize the distributing machinery and 
thus do more harm than good. In other words, 
some members of both Senate and House are 
not overlooking practical realities in dealing 
with the housing problem. For example, they 
are showing concern for the tens of thousands 
of local lumber dealers and local building con- 
tractors. This goes, also, for other building 
material and home equipment manufacturers 
and distributors. 


Balanced Budget Now Taken Seriously 


Any doubt that the President is really serious 
in his efforts to make a beginning at bringing 
the national budget into balance would seem to 
have been dissipated by a little piece published 
by Charles Michelson, who handles publicity for 
the Democratic National Committee and is con- 
sulted by the entire Administration on such 
matters. Mr. Michelson warns the Congress 
that it would be well to go along with the 
President's recommendation that prospective 
appropriations for Federal aid in highway con- 
struction be substantially reduced. His argu- 
ment is that the people think it is time that the 
bulget be balanced, and that if something af- 
firmative is not done along this line they soon 
will be found demanding that Uncle Sam’s fiscal 
house be put in order. The inference is that 
members of the Senate and House would be 
well advised to heed present rumblings rather 
than wait until they are driven into a corner 
and ordered by their respective constituents to 
balance the budget or get out. It is high time. 
Repeated deficits running into billions may be 
just so many “credits” in the eyes of the big 
spenders of the other fellow’s money, but the 
worm is turning and showing signs of irrita- 
tion, especially when he takes a look at that 
debt of more than $37,000,000,000. and begins 
to wonder what will happen if the business 
recession is not retarded pretty quick. 


Help Business Get Going; Ease Its Burden 


It is now only a question as to how large a 
measure of relief will be granted business in 
the matter of the undistributed profits tax and 
the capital gains tax. All hands from the 


President down are agreed that modification of 
these laws is necessary. The trouble with the 
undistributed profits tax, and, to a lesser extent, 
with the capital gains tax, was that they were 
conceived or expanded in a punitive spirit. In 
other words, they were designed to punish first 
and produce revenue second. That was putting 
the cart before the horse. Well, they have 
punished business no end and the revenue yield 
has been very disappointing. Business doubtless 
is willing to let bygones be bygones if this 
incubus is lifted. While at it, Congress should 
go far enough to do some real good and make 
it possible for business to get along with plans 
for the future and put huge numbers of idle 
men back to work. 


WARNS AGAINST RATE AD- 
VANCE THAT INCREASES 
HOME COSTS 


Wasuincron, D. C., Dec. 13.—Wilson Comp- 
ton, secretary and manager of the National 
Lumber Manufacturers’ Association, on Satur- 
day appeared before the Interstate Commerce 
Commission and strongly opposed a general in- 
crease in lumber freight rates, on the grounds 
that this added cost would retard home build- 
ing. Dr. Compton asserted that the proposed 
substantial increase in lumber freight rates by 
the railroads would reduce the tonnage of lum- 
ber moving by rail, and in the long run pro- 
duce less revenue for the carriers. 

For these reasons Dr. Compton urged the 
Commission to deny the application of the rail- 
roads for a general increase in lumber rates. 
He spoke for eleven participating groups of 
lumber manufacturers, representing more than 
ninety percent of the total volume of lumber 
carried by the railroads. While admitting that 
the railroads need increased revenues and a 
prompt and substantial strengthening of their 
financial structure and financial condition, Dr. 
Compton said: 

“The lumber industry needs more volume, 
just as the railroads need more traffic, and its 
needs are just as acute. The railroads have 
submitted to you a proposal intended to secure 
more revenue from lumber traffic. We think it 
will not do so.” 


Would Increase Cost of Small Homes 


Dr. Compton pointed out that there has been 
a substantial and continuing loss of rail lumber 
traffic during the past fifteen years. 

Among other things, Dr. Compton called at- 
tention to the Federal Government’s program 
to stimulate low-cost housing, pointing out that 
eighty-seven percent of all single-family houses, 
and nearly ninety percent of low-cost houses, 
are lumber built or are of lumber frame con- 
struction. Holding that increased freight rates 
will materially add to the cost of house con- 
struction, he estimated the likely and direct in- 
crease in lumber costs alone would range be- 
tween 12 million and 16 million dollars annu- 
ally on the home building program recently out- 
lined to Congress by the President. 

The President, he said, has now called 
upon. Congress for appropriate legislation to 
facilitate home building of the very type in 
which cost is the décisive factor. Likewise, 
he has called upon the building industries 
and building labor to implement the nation- 

(Continued on Page 59) 








A. A. HOOD, manager of the Housing Guild 
division, is shown in a typical speaking pose 


When 430 retail lumber and building mate- 
rial dealers in Illinois, Indiana, Iowa, Michi- 
gan and Wisconsin were undaunted by zero 
weather Dec. 8 and traveled to Chicago at 
their own expense for a day’s meeting, one may 
be sure that they knew the benefits were going 
to far exceed their efforts. In short, they knew 
that the retail marketing clinic and management 
conference sponsored by Johns-Manville would 
be educational, inspirational, and invigorating 
for the new year approaching. Many of them 
had attended one or both of the similar clinics 
held the past two years, and did not feel as 
though they could afford to be absent. The fact 
that the group stayed through a full day and 
evening of sessions was testimony for the care- 
fully planned and varied program which left 
no room for dull moments. 

In a twelve-hour program of stellar ad- 
dresses and features, the high spot of the group 
is a matter of individual preference. The talk 
by A. A. Hood, manager of the Housing Guild 
Division of Johns-Manville, on “Distribution’s 
Law of Gravity” at the morning period was, 
however, generally regarded as one of the 
major speeches on the schedule. Illustrating 
much of his address with charts, Mr. Hood was 
able to make an indelible impression upon the 
minds of the dealers of the point that they 
need to “organize the flow of the materials 
going into houses.” 


Dealer Should Be Directing Medium 

This thought was graphically emphasized by 
a large chart showing a sieve through which 
materials were showered upon the construction 
market without any medium directing their 
utilization. This unorganized distribution 
showed the following numerous main classes 
having a part in the picture: fifty types of 
manufacturers, twelve kinds of wholesalers, 
eight types of retailers, twenty-one types of 
contracting trades, and 600 types of Guildway 
packages. At one side of the chart were listed 
the following types of management waste 
having a disintegrating effect upon the distribu- 
tion of building supplies: capital investment, 
administration costs, overhead costs, operating 
outlay, distributing costs, and personal dupli- 
cation. Jurisdictional disputes were listed as 
a waste in the labor division. After tabulating 
these loosely joined features of the industry, 
Mr. Hood demonstrated the working of the 
J-M Housing Guild by placing a sieve inside 
a funnel which organized the flow of sand— 
figurative materials—into a large glass jar. 

“It is not necessary for you dealers to stock 
everything going into a residence,” Mr. Hood 
said in summing up the point, “but just to be 
the ‘funnel’ which directs the supplying of items 
carried by the thirty-seven types of retailers in 
the building material field that unguided dribble 
into the customer’s lap through the ‘sieve.’ ” 

Ever-increasing customer service is what 
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430 DEALERS INSPIRED AT 
“Now Is Time to Prove We Are Ameri 


dealers must give to satisfy the trade, he 
stated. Those present were told that they are 
still the most effective individuals in their 
respective community building fields, but were 
advised to “stop throwing bricks and buck- 
passing.” All manufacturers of building sup- 
plies ought to encourage package selling instead 
of simply demanding that their products be 
pushed, Mr. Hood declared. Contractors and 
architects, who continually criticize without 
offering a remedy, came in for a share of the 
blame in the present disintegrated building pic- 
ture. The American business success formula 
is to “provide more for less money at higher 
wages,” and industries would be wise to follow 
it. A balanced attack on all markets is a deal- 
er’s best defense, and he can learn how to make 
his office the headquarters for complete home 
building sales and service at a J-M Guild 
School, Mr. Hood said in conclusion. 

In the opening address, P. A. Andrews, 
Johns-Manville vice president in charge of 
building materials, said that the building indus- 
try is being held at least partially responsible 
for the lag in recovery, and that one of the 
chief obstacles is its lack of co-ordinated selling. 


Organized Sales Effort Advised 


“Despite the fact that houses today offer 
greater value for the money than ever before 
and home ownership is the best investment one 
can make, our industry as yet has failed to 
compete effectively with others for the con- 
sumer’s dollar,” he stated. “We have failed to 
develop the aggressive and organized selling 


Left 
L. R. HOFF, 
New York City; 
J-M President, 
Banquet Speaker 





Center 
H. M. SHACKEL- 
FORD, 
New York City; 
Vice President 
Addresses Clinic 





Right 
P. A. ANDREWS, 
New York City; 
Vice President 
Stimulates Group 





effort necessary to overcome buyer resistance.” 


Mr. Andrews could not predict how long the 
present business recession would continue, but 
definitely declared that it was only temporary. 
Business should be good for at least six or 
seven more years, he believes. He said that, 
while consumer income is 45 percent greater 
now than in 1933, many have not had time 
since the depression to accumulate a sufficient 
down payment for a home. Two things which 
should be done by those connected with the 
building industry to make it possible for more 
Americans to own their homes, according to the 
speaker, are: (a) reduce labor costs, and (b) 
eliminate distribution costs. Mr. Andrews said 
that he did not mean a reduction in wage scales 
in particular, but favored year around employ- 
ment by increasing construction. In connection 
with the second point above, he stated that 
$650,000 had been spent by Johns-Manville to 
develop its Housing Guild plan which is a step 
in the direction of doing away with the exces- 
sive expense of distribution. The Guild was, 
also, pointed to as an answer to the yearly 
changes occurring in the building industry. 


After Mr. Andrews’ address, Don S. Mont- 
gomery, secretary Wisconsin Retail Lumber- 
men’s Association, took over the platform and 
introduced the delegations of dealers present 
from Michigan, Indiana, Illinois, Iowa and 
Wisconsin. Mr. Montgomery likewise took 
charge of the survey of current conditions in 
retail building material operations, which was 
secured by having some one from each com- 
pany represented fill out three sheets of infor- 
mation regarding its business in 1937. 


Playlet Contrasts Yards 


The balance of the morning session consisted 
of the presenting of the first act of “Helter- 
Skelter for Shelter,” which like last year’s play 
was written, directed and acted in by J. L. 
Wood, general credit manager of Johns-Man- 
ville, and two short talks by L. M. Cassidy, 
general merchandise manager, and Mr. Hood. 
The play, in brief, contrasted an inefficiently 
operated retail lumber office of 1928 with the 
same one ten years later after it had adopted 
a systematic method of doing business along 
the lines of the Housing Guild. The second 
act, set in 1938, was in the afternoon. 

Mr. Cassidy replaced G. Meissner, assistant 
manager of the Housing Guild division, who 
was scheduled to speak. He stressed the need 
for better local industry organization in 


handling the potential construction market, and 
stated that retailers of materials are responsi- 
ble for heading up others associated with the 
industry. The retailers were urged to read the 
new helpful books published by the company, 





and to secure additional copies of them for the 
contractors who work with them. 


Guild Tailored to Any Business 


The Guild fits any size business, the group 
was told by Mr. Hood in his second forenoon 
appearance. He explained for the sake of those 
present who were unfamiliar with the plan how 
the Guild school teaches one to co-ordinate the 
activities of all local factors of the building 
industry—contractors, architects, realtors, and 
financing agencies—and provide the means of 
selling new construction and modernization as 
a “complete package.” The Guilds offer the 
public for the first time a complete home serv- 
ice from a central headquarters. An important 
part of the system, he stated, was the training 
of owners, sales managers and salesmen of lum- 
ber and building supply concerns in the schools 
held each winter throughout the nation. During 
the past two years, over 1,700 persons in the 
above classifications have been trained to do 
package merchandising in their own towns. 

H. M. Shackelford, vice president of Johns- 
Manville in charge of sales promotion, spoke 
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MANUFACTURER’S CLINIC 
cans, Not Quitters” J-M Head Declares 


for nearly two hours to dominate the afternoon 
session. He said that the company was vitally 
concerned over what it could do to help dealers 
during the coming few months until business 
picks up. Dynamic in his delivery, Mr. Shackel- 
ford told his audience that “we connected with 
the building field must stimulate the public’s 
appetite for new construction and modernization 
and, then, satisfy it by working on the packag- 
ing system at. the place of sale.” 


Plans for 1938 Announced 


Plans for national advertising and dealer 
helps for 1938 were outlined by Mr. Shackel- 
ford, who discussed the contest to be sponsored 
by his firm, the radio program which will go 
on the air four times a week beginning Feb. 1, 
and the new 56-page “Home Idea Book” in 
color which is an elaborate and informative 
manual on homes. The book, which deals with 
remodeling as well as new building, supplants 
the “101 Practical Suggestions” that has been 
distributed by J-M to 1,600,000 home owners 
the past three years. 

In a clever arrangement of movies and dialog 
the dealers present saw and heard what has 
been accomplished by members of Guild schools 
who have utilized their knowledge in their indi- 
vidual trade territories. The motion pictures, 
also, presented the almost limitless market 
awaiting a salesman of J-M products. The 
huge outlet on farms was emphasized. 

“No” was given by Mr. Hood as “the most 
costly word in the world” in his last short 
address of the day. Enlarging upon this state- 
ment, he said the yard managers suffering from 
a mental sitdown would say “no” to the idea 
of personally attending or sending anyone else 
to a Guild training school, and in doing so 
would lose their companies many times as much 
in sales as would have been expended in going 
to the school. Well trained salesmen are not 
an expense but an economic need, said Mr. 
Hood, and he urged his listeners to keep their 
sales staff enthused by close association. 

The day’s activities were climaxed by a ban- 
quet in the evening at which L. R. Hoff, presi- 
dent of Johns-Manville Sales Corp., spoke. 
The building industry is facing an opportunity 
to lead the nation into an era of increasingly 


good business and resumed recovery, but in 
order to grasp this opportunity it must become 
a live wire selling industry, Mr. Hoff stated. 


Manufacturer Should Train Salesmen 


“Tt is our belief,” he said, “that the building 
materials manufacturer must assume the re- 
sponsibility of providing the training and the 
promotional support which will enable you deal- 
ers to become better salesmen for the industry 
in your communities. There is a great need 
for improved housing in America, and by adapt- 
ing many of the merchandising and advertising 
practices employed by the automobile industry, 
we can make new homes and renovation of 
present residences as easy to obtain and at the 
same time create the long-awaited revival in 
construction circles.” 

The speaker expressed a belief, based on 
studies made by his company, that the present 
economic eclipse is merely an interruption of 
the movement toward full recovery, and not 
the feared beginning of another major depres- 
sion. He added that his company is proving 
its faith in the prediction by increasing its 
expenditures for sales promotion and improve- 
ment of plant facilities to stimulate and create 
business. The retailers were assured of the 
fullest co-operation from Johns-Manville. 

Considering President Roosevelt’s message on 
housing, Mr. Hoff believes that a certain amount 
of Government partnership can be beneficial. 
On the whole, he regarded the chief executive’s 
speech as very encouraging and as indicating 
that Roosevelt realizes the Government can not 
do the job alone. 

The building industry members must recog- 
nize that in spite of all the obstacles a way 
must be foufid to give customers more value 
for their dollars invested. He believes that 
working collectively, those in the industry will 
be able to deliver what their public wants at 
a price it is able to afford. 


"Americans or Quitters” 


Mr. Hoff believes that as a result of the last 
few years of progress a new industry is being 
created. He stated that in his opinion we 
are witnessing the carving out and charting 
of a new path and the creating of a new indus- 
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try in this country—one which will actually sell 


better housing. The Johns- -Manville head 
brought his inspiring address to a ringing con- 
clusion by declaring: “Now is the time to prove 
if we are Americans or quitters!” 

Preceding Mr. Hoff on the program was 
C. W. Conard, manager of P. T. Nelson’s Sons, 
retail lumber firm of Boone, lowa, who made 
a most interesting address on the operation of 
the Boone Housing Guild. Mr. Conard’s paper 
will be published in full by the AMERICAN Lum- 
BERMAN in a coming issue, and readers are 
urged to watch for it. 

Another feature of the program following 
the banquet was the awarding by Mr. Hood of 
three “century” watches to Guild trained sales- 
men who had made at least 100 package sales 
amounting to not less than $150 apiece within 
fifteen months of the completion of their Guild 
course. The recipients of the prizes were: 
A. F. Messing of Standard Lumber & Supply 
Co., Ft. Wayne, Ind.; C. B. Kinney of the C. R. 
Brewer Lumber Co., Battle Creek, Mich., and 
Ed Clifford of the Peoria (Ill.) Housing Guild. 
These three men had achieved the goal of at 
least 100 sales in from eight and one-half to 
ten months of time. In addition to his watch, 
Mr. Kinney received a surprise $100 check from 
C. R. Brewer, who was introduced to the crowd. 
In giving the check, Mr. Hood announced that 
Mr. Kinney had sold over $43,000 worth of 
building materials in his 100 sales, and that 
more than $15,000 of this amount represented 
Johns-Manville products. 


Results of Survey Enlightening 


The composite results of the survey made 
among the dealers announced above were con- 
tained in a report distributed to everyone pres- 
ent at the banquet. The 143 companies repre- 
sented reported a 1937 sales volume of $17,504,- 
070, with a net profit of 9 percent on sales. 
The average increase in sales in 1937 over last 
year was given as 24 percent, and a four-time 
turnover was reported. It was learned, also, 
that 45 percent of the companies represented 
advertised monthly payment on new homes, and 
57 percent advertised such installment payment 
financing on home improvements. Among items 
handled, it was discovered that 59 percent 
handle builders’ hardware, 51 percent stock 
paint, and 62 percent carry mason supplies. 
The survey further indicated that 64 percent 
of the companies estimated an upward sales 
trend in 1938, and 44 percent thought their net 
profit would rise. Sixty-two percent of the 
represented firms plan to use more advertising 
next year, and 42 percent intend to add to their 
sales force. 
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Savage, Cut-Throat Competition 
May Be Tamed Under New Laws 


Public’s Interest in Known Quality, Distributor’s Right to Fair Mar- 
gins, and Manufacturer’s Goodwill That Means Continued Demand 
-- Can Be Protected by Reasonable Regulation of Trade Practices 


Retail lumber and building material 
dealers, through their associations, are 
considering how their industry may be 
benefitted through the operation of two 
laws enacted by the recent Congress, the 
Miller - Tydings and Robinson - Patman 
Acts. At a meeting of the Massachusetts 
Retail Lumber Dealers’ Association, re- 
port of which appears in this issue, deal- 
ers were urged to make use of the Miller- 
Tydings law in their merchandising pro- 
gram. Joseph C. Rowell, secretary-man- 
ager of the Alabama Building Material 
Institute, believes that these Acts and the 
trend of recent U. S. Supreme Court de- 
cisions “offer legal means for reaching 
objectives which heretofore were consid- 
ered of doubtful legal status.” <A letter 
addressed by him to H. O. Bernard, 
president of the Institute, together with a 
memoranda on “Price Regulation the 
Trend of Legislation and Judicial Inter- 
pretation,’ prepared by Mr. Rowell, are 
reproduced here for the benefit of readers 
who are particularly interested in the sub- 
ject: 


Dear Mr. Bernard: 


The trend of recent decisions of the United 
States Supreme Court, and enactment by the 
Congress of the Miller-Tydings and Robinson- 
Patman Acts, indicate a spreading recognition 
of the need for reasonable regulation of trade 
practices. (See memoranda attached). This 
may facilitate elimination of discriminatory 
price cutting. At least it deserves serious con- 
sideration by all members of our industry, espe- 
cially those dealers, wholesalers and manufac- 
turers who realize the profitable advantages of 
stabilized markets. While these changes in the 
law and its judicial interpretation may not pro- 
vide the Utopia that some of us may desire, 
they do, nevertheless, offer legal means for 
reaching objectives which, heretofore, were con- 
sidered of doubtful legal status. 


Manufacturers Can End Destructive 
Price Cutting 


Manufacturers may hesitate to assume the 
larger responsibility for maintaining the resale 
ptices which may now be established, volun- 
tarily, by contract between manufacturer and 
dealer. However, if the dealers desire what- 
ever advantages may thus be made available, 
they should not experience insurmountable ob- 
jections from manufacturers. 

The manufacturer from whom you buy is 
either willing to protect you against cut-throat 
competition in the sale of his products, or he 
is not willing. He knows that many markets 
are plagued with one or more dealers who are 
willing to quote prices destructive to sound 
business and injurious to the general public. 
Therefore, when a manufacturer refuses to 
provide the protection offered by the resale 


price contract, he places himself on the side 
of the worst element engaged in the distribu- 
tion of his product. He aligns himself against 
all responsible dealers who know that mer- 
chandise must be sold at a profit if they are 
to remain in business. 


Dealers Now Able to Protect Interests 


While it may be a boon to have the backing 
of the law to punish discriminatory price cut- 
ters, and to have legal sanction for maintaining 
fair resale prices, a great responsibility neces- 
sarily accompanies these blessings. If we are 
to retain these benefits, we must realize that 
moderation is essential. 

For more than twenty years, similar legisla- 
tion has been pressed upon Congress but, until 
the experience of business with legalized price 
fixing under the N. R. A., the opponents of 
retail: price maintenance always had the upper 
hand. Even now, opposition may be expected 
from those free spirits who wish to play the 
game their own way. 

How quickly and the extent to which these 
new benefits may be made available will depend 
upon the vigor and directness of dealers’ co- 
operation, now that they apparently have an 
effective instrument placed in their hands with 
which to protect their own business. 


Regional Co-ordination of Action Is 
Needed 


The attached memoranda of the trend of 
legislation and judicial interpretation makes it 
obvious that the trade association which keeps 
its. activities within the legal limitations, and 
holds the confidence of other branches of the 
industry, can effect the necessary reforms that 
result in stabilization. Prohibited activities are 
not necessary. The fact that, in view of infor- 
mation at hand, a member, using his own dis- 
cretion, decides to act for the benefit of the 
industry as a whole, is not an unlawful act. 

If the dealers want the profit and protection 
which are indicated as probably being avail- 
able through the application of these newly 
developed legal sanctions, they will find urgent 
need for the regional co-ordinating and contact 
agency which was discussed at the Southern 
Dealers’ Conference last March. If interest in 
the matter is shown by a sufficient number of 
dealers and manufacturers, it may be advisable 
to call another such conference. 


Price Regulation Trend of Legislation and 
Judicial Interpretation 

The recently enacted Miller-Tydings Act 
provides that nothing in the anti-trust laws 
shall render illegal contracts or agreements 
prescribing minimum prices for the resale of 
identified commodities, when such contracts 
are lawful as applied to intrastate transac- 
tions under any statute, law or public policy 
now and hereafter in effect in the State in 
which resale is to be made. 


Nearly All States Have Fair Trade Laws 


Forty-two States have enacted fair-trade 
acts which in substance also state that noth- 
ing in their respective laws shall render such 
contracts illegal. Alabama and Mississippi 
are the only southern States which have not 
as yet enacted such clarifying legislation. 
However, Alabama’s laws do not specifically 
prohibit a manufacturer, acting individually, 
from fixing the resale price of his product. I 
don’t know about Mississippi, but am inclined 
to believe the same situation exists there. 


The restraining laws enacted by the States 
were obviously intended to prohibit only the 
fixing of prices of competitive commodities, 
and not to deprive manufacturers of their 
inherent right to fix minimum resale prices 
for the sole purpose of protecting and con- 
serving the value of the good-will attached 
to the trade-mark, brand or trade name, 
which accompanies the sale of an identified 
commodity. The sale of such commodity does 
not include title to or the right of unre- 
strained use of the trade-mark, brand or 
trade name. 


Holds Price Cutting Injures Manufacturer’s 
Good-will 


With forty-two States and the Federal 
Government approving one form of price fix- 
ing, it will probably be very difficult in the 
future to convince a jury that any reasonable 
price fixing is illegal. In Old Dearborn Dis- 
tributing Co. vs. Seagram-Distillers Corp., 
Dec. 7, 1936, the United States Supreme Court 
made the following enlightening comments: 


“There is a great body of fact and opinion 
tending to show that price cutting by retail 
dealers is not only injurious to the good-will 
and business of the producer and distributor 
of identified goods, but injurious to the gen- 
eral public as well.” ... 

“We are here dealing not with a commodity 
alone, but with a commodity plus the brand 
or trade-mark which it bears as evidence of 
its origin and of the quality of the commod- 
ity for which the brand or trade-mark stands. 
Appellants (retailers) own the commodity; 
they do not own the mark or the good-will 
that the mark symbolizes. And good-will is 
property in a very real sense, injury to which, 
like injury to any other species of property, 
is a proper subject for legislation. Good-will 
is a valuable contributing aid to business— 
sometimes the most valuable contributing as- 
set of the producer or distributor of com- 
modities. And distinctive trade-marks, labels 
and brands are legitimate aids to the creation 
or enlargement of such good-will. It is well 
settled that the proprietor of the good-will 
‘is entitled to protection as against one who 
attempts to deprive him of the benefits re- 
sulting from the same, by using his labels 
and trade-mark without his consent and 
suthority.”  ..« . 

“Courts afford redress or relief upon the 
ground that a party has a valuable interest 
in the good-will of his trade or business, and 
in the trade-marks adopted to maintain and 
extend i.” ... 

“The ownership of the good-will, we re- 
peat, remains unchanged, notwithstanding 
the commodity has been parted with.” ... 


Public Opinion Favors Reasonable Regulation 


These comments were made in December, 
1936, prior to the enactment of the Miller- 
Tydings Act, which was approved in August, 
1937, and which undoubtedly dispels all re- 
maining doubt of the right of owners of 
identified commodities to establish the resale 
price. The views of the U. S. Supreme Court, 
together with those of the Congress in the 
enactment of the Miller-Tydings Act, will un- 
doubtedly influence the judgment of State 
courts in connection with intrastate com- 
merce, especially in the absence of a statute 
specifically prohibiting such protective meas- 
ures. Changes in law or its interpretation 
usually follow changes in public opinion. 
While some of the recent enactments may be 
ahead of consolidated public opinion they, 
nevertheless, indicate the direction of the 
change now in progress. Formerly the law- 
makers believed that out of the pitiless 
struggle between competitors for trade, pub- 
lic good would somehow emerge. The inten- 
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sive study of fair-trade practices during re- 
cent years has influenced many of them to 
believe that reasonable regulation embraces 
greater public good than the old type of 
competition which has been described as 
“wolfish, savage and relentless.” 

The Robinson-Patman Act, amending Sec- 
tion 2 of the Clayton Anti-Trust Act, pro- 
hibits discrimination in prices between dif- 
ferent buyers of commodities of the same 
quality and quantity, and is further evidence 
of changing congressional opinion, which 
probably will be reflected in future judicial 
determinations. 


Alabama Provides “Reasonable” Competition, 
Regulation © 


Apparently the framers of the Constitution 
of Alabama long ago realized that some form 
of self-regulation by business was necessary. 
Note the prefixing of the qualifying word 
reasonable before restraint and competition, 
and the use of the qualifying word unreason- 
ably in the provision relative to increasing 
the cost of commodities to the consumers, in 
Section 103, of said constitution “The legis- 
lature shall provide by law for the regula- 
tion, prohibition, or reasonable restraint of 
common carriers, partnerships, associations, 
trust, monopolies, and combinations of capi- 
tal, so as to prevent them or any of them 
from making scarce articles of necessity, 
trade, or commerce, or from increasing un- 
reasonably the cost thereof to the consumer, 
or preventing reasonable competition in any 
calling, trade, or business.” 


Seller Has Right to Select His Customers 


The seller’s right to refuse to sell to any- 
one, and the buyer’s right to buy from any- 
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“That any one of the persons engaged in 
the retail lumber business might have made 
a fixed rule of conduct not to buy his stock 
from a producer or wholesaler who should 
sell to consumers in competition with him- 
self, is plain. No law which would infringe 
his freedom of contract in that particular 
would stand.” ‘ 


Trade Abuses May Be Removed by Co-operat- 
tive Action 
Co-operative endeavor is commented upon 
by the United States Supreme Court in Ap- 
palachian Coals vs. United States, 288 U. S. 
344, as follows: 


“Voluntary action to end abuses and to 
foster fair competitive opportunities in the 
public interest may be more effective than 
legal processes. And co-operative endeavor 
may appropriately have wider objectives than 
merely the removal of evils which are infrac- 
tions of positive law. Nor does the fact that 
the correction of abuses may tend to stabilize 
a business, or to produce fairer price levels, 
require that abuses should go uncorrected, 
or that an effort to correct them should for 
that reason alone be stamped as an unreason- 
able restraint of trade. Accordingly we have 
held that a co-operative enterprise otherwise 
free from objection, which carries with it no 
monopolistic menace, is not to be condemned 
as an undue restraint, merely because it may 
effect a change in market conditions where 
the change would be in mitigation of recog- 
nized evils and would not impair, but rather 
foster, fair competitive oppotunities.” 


Dissemination of Information Is Not Restraint 
of Trade 


In Maple Flooring Manufacturers Associa- 





VALLEY LUMBER 


| GLIDDEN 


INSULATING WALLBOARD 
HARDWARE - LUMBER 





PAINTS ano VARNISHES 


JOFING 


LZ 
ORK 


This beautiful Christmas display was made last season at the retail headquarters of 


the Valley Lumber Co., at Fresno, Calif. Two figures of Santa Claus are 


laced on 


either side of the store entrance, and the brilliantly lighted Christmas tree that stands 


out in front conveys the greeting, "Me 
made at night, the decorations showing 


Christmas." 


The photograph was of course 
effectively against the dark background 





one; with or without cause, are clearly stated 
in the following quotations: 

The Federal Trade Commission dismissing 
the case against Bird and Son (Inc.), July 17, 
1937, stated: 


‘It also appears, however, that the present 
sales policy of seller-respondents is not one 
of discrimination in price between or among 
the only two classes of customers they have 
chosen to sell. The Act declares that noth- 
ing in it ‘shall prevent persons engaged in 
selling goods, wares, and merchandise in 
commerce from selecting their own customers 
in bonafide transactions and not in restraint 
of trade.’ So the Act does not purport to 
interfere with the right of a seller to select 
his customers. He may discriminate in the 
choice of his customers. Not until there is 
a discrimination in price among those chosen 
does Section 2 (a) of the Act have any appli- 
cation.” 


In the case of Granada Lumber Co. vs. 
Mississippi, 217-U. S. 438, the United States 
Supreme Coyrt said: 


tion vs. United States, 268 U. S. 563, the 
opinion of the United States Supreme Court 
includes the following: 


“It is not, we think, open to question that 
the dissemination of pertinent information 
concerning any trade or business tends to 
stabilize that trade or business, and to pro- 
duce uniformity of prices and trade practice. 
Exchange of price quotations on market com- 
modities tends to produce uniformity of 
prices in the markets of the world. Knowl- 
edge of the supplies of available merchandise 
tends to prevent overproduction and to avoid 
the economic disturbances produced by busi- 
ness crises resulting from overproduction. 
But the natural effect of the acquisition of 
wider and more scientific knowledge of busi- 
ness conditions, on the minds of the individ- 
uals engaged in commerce, and its consequent 
effect in stabilizing production and price, can 
hardly be deemed a restraint of commerce, 
or, if so, it can not, we think, be said to be 
an unreasonable restraint, or in any respect 
unlawful,” 





A 


nd now again 


ier wishes you 


A Happy 
Christmas 
Season 


= 


and a Joyful and 
Prosperous 
NEW YEAR 





Houston, Texas 
Mills: Wiergate, Texas 


H.E.WEBSTER 
WO} -]1_otoy 


KANSAS CrITy, MoO. 
l/r2 fe OV772 L?2 


COLORS 
TEscT URE 


oda 
Nc | 








Raine and Raine, Inc. 
: RAINELLE, W. VA. 





Appalachian Hardwoods 


———E—— 











KILN DRIED @ GRADE-MARKED 


NORTH CAROLINA PINE 


Railroad Material a Specialty 
Car Lining and Decking 


® 
BURRUSS OE 


PLANING MILLS: Blackstone, Va., Dilwyn, 
Va., Brookneal, Va., Roxboro, N, C. 


WHITE PINE 


Also 
Fir Wallboar 


William Schuette Company 


New York 
Office—4i East 42d St. PITTSBURGH, PA. 


= - — 








Idaho— 


Ponderosa— 
California White 
and Sugar Pine 


Cedar and 
West Coast Products 











Women 
Enjoy Selling 
Materials for 
Construction 

of Homes 


Typifying the independence and self-reliance 
of modern American women in asking no quar- 
ter and accepting no favor not received likewise 
by men in the business, Mrs. Jamie M. Forbes 
conducts her commission lumber business at 6 
North Michigan Avenue, Chicago, with an in- 
telligence and charm which make her a credit 
to the industry and an accepted member of the 
lumber fraternity throughout the country. Con- 
nected with the lumber business for over twenty 





Mrs. 
husband, Jamie, until his death three years ago 
this month, and since that time has carried on 
the commission office herself. Her success is 
testified to by the respect with which she is 
treated by other commission sellers. 


years, Forbes was associated with her 


The fact that Mrs. Forbes is in work in 
which few women are engaged is interesting, but, 
when we go on to say that she has a grown son 
and daughter and is a grandmother, the inter- 
est increases. And it is probably needless to 
say that the little granddaughter is the chief 
hobby of this business woman, getting a large 
portion of the time she previously devoted to 
swimming, golf and bridge. 


Probably for the thousandth time, Mrs. 
Forbes answered the question of how she hap- 
pened to enter the lumber business. She just 
married into it! Her husband was in the whole- 
sale lumber business in Jacksonville, Fla., and 
soon after their marriage she began taking care 
of his office. In 1924, they entered the retail 
lumber field, and operated two yards in Miami 
known as the Forbes Lumber Co. and the 
Miami Trim Co., and a third at Coral Gables 
as the Forbes Lumber Co. In July of 1927, 
after selling their business in Florida, the couple 
moved to Chicago, and opened a commission 
office. Deliberating her future following the 
passing away of her husband, Mrs. Forbes de- 
cided to continue with the business which had 
been established and has never regretted the 
decision. She, thoroughly enjoys her work, 
knows lumber, and can give her customers ex- 
pert advice on the proper kind to use for any 
particular job. 


Studied Law, Taught School 


A portion of Mrs. Forbes’ background has 
been given above, but her educational founda- 
tion was not mentioned. She studied law at 
John B. Stetson University in De Land, Fla., 
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Ability of Lumberwomen 
Earns Them Respect of 
Associates in Business 


and graduated at 16. Then, deciding against 
a legal practice, the young girl took a short 
course in the Normal School of the university, 
and taught all eight elementary grades of a one- 
room country school for two years. At the 
end of that time she became Mrs. Forbes. Even 
in this short biography it must be mentioned 
that her father was in the sawmill business in 
central Florida working principally with long- 
leaf yellow pine. 


Between 75 and 80 percent of the Chicago 
lumber woman’s business is tidewater red 
cypress, and the remainder is northern and 
southern hardwoods and Indiana hardwoods. 
Most of her orders are placed with the A. M. 
Foote Lumber Co., Jacksonville, Fla.; Seitz 
Lumber Co., Memphis, Tenn.; Reynolds Broth- 
ers, Albany, Ga., and Reynolds & Manley Lum- 
ber Co., Savannah, Ga. The Forbes family 
has been a close friend to that of Gordon E. 
Reynolds of Albany, Ga., second vice president 
of the National Hardwood Lumber Association, 
for many years. 


Keeps in Touch With Customers 


The seven main industrials contacted by Mrs. 
Forbes for orders are casket manufacturers, 
tank builders, automobile body makers, furni- 
ture manufacturers, retail yards, planing mills, 
and makers of refrigerators. She spends the 
good traveling months of summer calling on 
customers in the East, and in the Midwest 
States of Ohio, Michigan, Indiana and Illinois. 
Most of her sales in the East are to tank 
manufacturers, whom she makes a_ business 
of visiting at least once a year. Mrs. Forbes 
drives her automobile on these summer trips. 


Asked to comment on the lumber industry in 
general, Mrs. Forbes said that she believes it 
should co-operate with the consuming trade and 
consider the customers’ interests. She thinks 
that the public has had its lumber education 
badly neglected, which has permitted makers of 
competitive goods to inoculate peoples’ buying 
minds with the idea that their products are 
somehow superior. Criticism was also made of 
the manufacturers who boosted lumber prices 
when demand began to increase late last winter 
and in the spring. 


INDIANAPOLIS, IND., Dec. 13.— Meeting ad- 
versity with the courage and determination not 
to be downed by it which characterizes women 
so often, Mrs. Ransom Griffin has securely en- 
trenched herself in the commission lumber busi- 
ness of this city during the past three years 
since the death of her husband. Although she 
had heard scarcely anything but lumber in her 
home life since a child, Mrs. Griffin did not 
enter the business actively until her husband 
passed away May 10, 1934. She is the daugh- 
ter of James M. Dyer of Worthington, Ind., 
who had the retail lumber company of James 
M. Dyer & Son. Her father died in 1928, but 
the business is still carried on under his name 
by Fred E. Dyer, Mrs. Griffin’s brother. 


Doctor Advises Lumber Career 


Mr. Griffin sold Mr. Dyer lumber when the 
former was with the old Central Coal & Coke 
Co., and it was during one of his calls at the 
Dyer yard that he and his wife-to-be met. 
Their three children were all in school at the 
time of his death, and Mrs. Griffin was faced 
with the task of keeping the family until they 
could get a start in life. She has done that. 
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Self-Reliant 
Group Asks 
No Favors 

Not Accord- 
ed to Males 


A chance remark by her husband’s physician 
during the former’s last illness started Mrs. 
Griffin to selling lumber. He advised her to 
write some of Mr. Griffin’s companies, and ask 
for a chance at selling. They gladly gave her 
the opportunity and her appreciation of their 
advice and assistance since then is unbounded. 
It can, also, be safely said that the Angelina 


County Lumber Co., Keltys, Texas; W. T. Car- 


ter & Brother, Houston, Texas; the Oregon 
American Lumber Co. of Vernonia, Ore., and 
other lumber and shingle manufacturers which 
she represents have never regretted starting her 
out either. She contacts both retail yards and 
industrial markets for business. 


Business Thrills Her 


For over three years Mrs. Griffin has trav- 
eled her territory all week just like any 
lumber salesman, and done the general run of 
work in her office at night and studied to learn 
more about her products. In her interview with 
the AMERICAN LUMBERMAN, she said: 

“T get a great kick out of putting a new 
customer on my books, or a new order from an 
old one. I don’t believe that I ever sold a car 
of lumber in my life though that I didn’t pinch 
myself to see if I were awake! I have made a 
lot of laughable mistakes, and some were not 
laughable, but I NEVER have sold a half car 


of red cedar shingles with a half car of yellow 
pine! I am real proud of that. I enjoy the 
work as much or more than anything I have 
ever done, and I feel that I have been for- 
tunate in having good mills for which to sell.” 

Mrs. Griffin’s oldest daughter is now married 
and has a small son of her own who is get- 
ting an early taste of the lumber business 
through his close association with Grandma. 
A son, Ransom, is a student in Wabash College. 
Crawfordsville, Ind., and a daughter is a Fresh: 
man at California State College. 
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Detroit, Micu., Dec. 13.—Vera Young is an 
example of a career choosing a woman instead 
of the usually reversed case. 

Miss Young was born in Bay City, Mich., 
and secured her first position with the Hine 
Lumber Co. of that city.as an office girl. In 
her work she had the opportunity to learn the 
business from the manufacturing end for the 
company brought its logs to the plant from 
northern Michigan, After she had been with 


the firm for a few years, it opened a retail! 
office in Detroit, and Miss Young started learn- 
ing the buying phase of the lumber business. 

Later the young lumber woman became asso- 
ciated with Miller & Miller Co. in the Detroit 
commission business, and thus became familiar 
with selling lumber. This connection is re- 
garded by Miss Young as one of the most valu- 
able opportunities of her life for under the 
tutelage of her employer she learned the third 
angle of the business. 

In 1929, she was married and moved to Pitts- 
burgh. A year ago last June she returned to 
Detroit and re-entered the lumber commission 
business under the name of Vera Young. She 
specializes in yellow pine, oak and maple floor- 
ing, and West Coast. lumber. Miss Young’s 
territory includes the retail yards of Detroit 
and vicinity and is contacted mainly by tele- 
phone and telegraph. 


Rep GRANITE, Wis., Dec. 13.—It is not every 
day that one finds a retail lumber company 
which is actively managed by a young woman 
who is thrilled by her job. However, such a 
person in Miss Magdalene Salamone, manager 
of the Salamone Lumber Co. in this city. At 
21 years of age, Miss Salamone directs the 
operation of a flourishing retail lumber and 
building materials yard, and finds the work 
interesting and exciting. 

In the summer of 1932, just after Miss Sala- 
mone had completed her freshman year in high 
school, her father entered the lumber business 
in Red Granite. She assisted him in organizing 
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the business, and learned something of the 
practical side of it. It proved to be so inter- 
esting that she decided not to return to school. 
Soon her father, a native of Naples, Italy, who 
neither reads nor writes English, recognized 
this deficiency as a handicap, and at the same 
time, recognizing his daughter’s ability, he 
turned the business over to her to manage. To- 
day, she is the manager in every sense of the 
word, in complete charge of every phase of 
the business. 

Miss Salamone has learned to figure lumber 
jobs of every kind, knows all the sizes and 
grades of lumber, and is thoroughly con- 
versant with all types of building materials. 
She does all the estimating for the firm, goes 
out after jobs, and follows through on slow 
accounts. She has a personality that wins 
friends and customers, and inspires confidence. 
Sales have increased steadily under her manage- 
ment, and the firm is now a thriving enterprise 
handling a complete line of building materials 
and fuel. 


ABERDEEN, WaAsH., Dec. 11.—Tremendously 
interested in home architecture and home mak- 
ing, Mrs. Kittie G. Sawyer, assistant book- 
keeper and secretary to the manager, A. H. 
Brandis, of the North Western Logging Co. 
in Hoquiam, is a stimulating credit to the lum- 
ber industry. The daughter of an architect, 


she comes by her love for planning houses 
naturally. 

Mrs. Sawyer was employed for six years 
prior to her marriage to James B. Sawyer, 
who was with Marshall-Wells Co. in Aberdeen, 
by the S. E. Slade Lumber Co. When the 
World War started, she was offered a book- 
keeper’s position with the Bay City Lumber 
Co. of this city, and retained the post for three 
years. She was also office manager for the 
concern, In 1922, her husband founded his 
own business, the Diamond Machinery Co. of 
Aberdeen, and Mrs. Sawyer aided him by 
keeping books, typing, writing advertising copy, 
and even sold machinery. The company retired 
from the field during the early 1930’s, and Mr. 
Sawyer passed away in 1934. Mrs. Sawyer ac- 
cepted her present position Sept. 1, 1935. She 
hopes some day to become affiliated with a firm 
of architects or a department store where her 
ideas in residence construction and furnishing 
may be put into practice. 





TRAINS MOVING over nearly 150,000 miles of 
track operate by means of train orders trans- 
mitted by telephone, compared with 91,000 miles 
where the telegraph is used. 
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Keep Your 


Inventory Down 


Use SABINE 
Mixed Car Service 


Large stocks cost real 
money and take up valu- 
able space. Why carry 
them? Save money and 
getstock as needed, 
through our Mixed Car 
Service. We have every 
type and size of lumber 
and timbers — choice 
Shortleaf Southern Pine. 


Wishing you a Merry 


Christmas and a Prosper- 
ous New Year. 


SABINE 
LUMBER CoO. 


SALES OFFICE; 
Arcade Bidg., ST.LOUIS, MO. 
MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Tex 
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Building News From All Sections 


Home Planning from Efficiency 
Standpoint 


SEATTLE, WasH., Dec. 11—A new method of 
planning low-cost homes was announced here 
last week by the West Coast Lumbermen’s As- 
sociation. It is called: the “Use Unit Home 
Plan,” and is offered as an addition to the 
“Woodway Growing Home” plan of 1937. The 
new plan was inspired by the results of recent 
surveys among housewives on first preferences 
in new homes which revealed that closets, elec- 
trical outlets, utility rooms and other basic-use 
requirements, hold first place with the home 
makers as essentials of an ideal modern home 
plan. To meet this demand, and also to ad- 
vance the building of homes below the $3,000 
cost range, the “use unit” plan was devised by 
Ss architectural and engineering 
staff. 

“The West Coast Use Unit Home Plan,” ac- 
cording to officials of the aSsociation, “starts on 
the practical use functions of the home with the 
purpose of fitting each unit to a particular re- 
quirement. In one example two first-floor bed- 
rooms and bathroom were worked up separately, 
with particular attention to closet service and 
electrical outlets, and were then co-ordinated in 
a rectangular tri-unit arrangement. Next 
kitchen and basement were worked up sepa- 
rately, then harmonized. In uniting kitchen and 
basement to the tri-unit, the heating, plumbing 
and wiring systems began to take shape, etc. 
We have found that, once the use needs are met 
by this method, it is simple to adapt living room 
or exterior styles to them.” 





Arkansas City Initiates Home 
Building Program 


LittLe Rock, Ark., Dec. 13.—This city went 
to the front in the Federal Home Loan Bank 
Board’s nation-wide housing program last week, 
as 100 percent of its home-financing agencies be- 
gan operating under the Federal Home Build- 
ing Service Plan. All of the 23 agencies here 
have signed an agreement to make far more 
favorable loans for new homes designed and 
constructed under recognized architectural su- 
pervision or protected by insured mortgages. 

The Little Rock program, one of the most 
complete yet offered for the protection of the 
small home seeker, links these 23 lending agen- 
cies with the Associated Home Architects of 
Arkansas to provide for the first time a special 
technical service for the person of small or 
moderate means. This architectural group has 
issued a portfolio of 110 designs for houses 
costing from $2,000 to $7,500. Lumbermen and 
other materials dealers are co-operating to halt 
the wide-spread shoddy construction of past 
years. Under the plan, the home builder is ad- 
vised on selection of a design suitable to family 
needs, site and neighborhood; ways of obtaining 
a qualified contractor; specification of materials 
and a check on those materials, and supervision 
of construction. The completed home is regis- 
tered and the owner is issued a certificate which 
states that it was supervised periodically during 
construction, adding definitely to its resale 
value. 

Benjamin H. Wooten, president of the Fed- 
eral Home Loan Bank of Little Rock, and a 
leader in the drive for supervised construction, 
announced the agreement of the lending associa- 
tions here, and explained the purpose of the co- 
operative advertising campaign launched Dec. 1 
to lay the Little Rock pattern before the whole 
State. Immediately upon announcement of the 
program, the Southern Pine Association, of 
New Orleans, issued an endorsement, stating 
that once the standard of construction has been 
raised in a community so that all responsible 
contractors are on an equal basis and know that 
standards for quality lumber will be enforced, 
the danger of “jerry-building” is greatly 
lessened. 


Little Rock is regarded as a key point in de- 
velopment of the Federal plan, as ample build- 
ing funds are available here and homes in the 
low-cost range are badly needed. Arkansas, Mis- 
sissippi, Louisiana, Texas and New Mexico are 
included in Mr. Wooten’s bank district and are 
expected to witness an expansion of the program 
in the near future. New Orleans, where there 
are 38 member lending institutions, and Jack- 
son, Miss., where architects already have pre- 
pared designs for the low cost field, are two 
other points where the plan is expected to be in 
operation soon. 


The Federal Home Building Service Plan is 
largely the outgrowth of the activities of the 
Home Owners’ Loan Corporation, which was 
forced to recondition over 500,000 of the million 
properties it refinanced during the depression in 
order to make them worthy of long-term mort- 
gages. With the full extent of flimsy construc- 
tion thus revealed, the Federal Home Loan 
Bank Board, in co-operation with its regional 
banks and leading lending institutions, spent two 
years of research and experimentation which re- 
sulted in the present program. It is now in 
operation in several key population centers and 
is being established in scores of other communi- 
ties throughout the country. 


How Much House Will 
$6,000 Buy? 


The President’s new housing plan proposes a 
reduction of the down payment necessary for 
the purchase of homes up to $6,000 under an 
FHA insured loan. That this suggestion will 
greatly stimulate new home construction in the 
low-cost brackets seems to be certain. There- 
fore all dealers and prospective builders are 
interested in knowing just how much the home 
owner can get for $6,000, the maximum amount 
on which the 90% loan will be available. 


A recent survey by the Chicago Daily News 
has determined how much house one can get 
for $6,000 in the Chicago area where existing 
restrictions will permit homes of that class to 
be erected, and probably this would be reason- 
ably accurate for most other points. This sur- 
vey shows that for $6,000, with a $600 down 
payment, the home builder can have: concrete 
foundations ; wood, brick or stone construction; 
good lumber of adequate sizes; complete 
sheathing; hardwood floors; plastering; wood 
or asphalt shingle roofing; woodwork of either 
white pine or hardwood of stock design; usually 
forced hot-air heating with winter air condi- 
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THE HOUSE THAT WASN'T BUILT. 


A LITTLE TOO HIGH. 





Qpuis IS THE MAN WHO DOESN'T LIVE 
IN THE HOUSE THAT WASN'T BUILT. 


HIS IS THE CONTRACTOR WHO WAS 
NOT ENGAGED BY THE MAN WHO 
DOESN'T LIVE IN THE HOUSE THAT 
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@Puese ARE THE LABORERS WHO WERE 
NOT EMPLOYED To WORK WITH THE 
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LIVE IN THE HOUSE THAT WASn'T BUILT. 
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For interiors 


and exteriors alike 
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Because it is not only fire-resisting, kitchens, laundries, bathrooms and 
but weather-resisting and durable, garages where its fire- and wear- 
K & M Linabestos is one of the most resisting qualities make it excep- 
widely adaptable structural materials tionally desirable. 
available. It is an asbestos-cement Like all K &M products, K & M 
sheet, moderately priced, with con- Linabestos has behind it more than 





siderable structural strength, and 
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highly pleasing in appearance. years’ experience with asbestos 


and magnesia products. The K &M 


While it requires no protective line is complete, priced right, and 
painting, it can be sized and painted sold by the right people...sold only 
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tioning (but no mechanical cooling in sum- 
mer); insulation (at least in the ceiling, and 
probably in the sidewalls); weather stripping 
and caulking ; five rooms with two or three bed- 
rooms (omitting dining room when three bed- 
rooms are used); tile bath; full or part base- 
ment and attached one-car garage. The house 
can be either one or two stories high and the 
amount of land included in the $6,000 valuation 
would depend on the location, but ordinarily 
ranges from a 30-foot lot to half an acre. 

FHA insists on the use of good materials 
because the cost of a house is figured on the 
monthly cost to’ the owner, over the cost of 
the mortgage rather than the original outlay. 
Cheapening materials would only necessitate 
high maintenance costs later on. 

It is interesting to note in view of the Presi- 
dent’s expanded home building plan, that out of 
the $713,562,307 in premium-paying mortgages 
insured by the FHA since it was organized 
three years ago, net losses of only $8,748 had 
been sustained up to Sept. 30 of this year and 
only 37 out of 175,888 properties had been fore- 
closed. 


Architects’ Scholarship Awards 
for 1938 


To promote higher education in architecture 
the American Institute of Architects will award 
Edward Langley scholarships in 1938 for ad- 
vanced study, research and travel, it is an- 
nounced by Charles D. Maginnis, of Boston, 
president of the Institute. The grants, which 
will be limited to ten, are open to architects, 
architectural draftsmen, graduate students and 
teachers of architecture in the United States 
and Canada. Established in 1936 by the estate 
of the late Edward Langley, architect of Scran- 
ton, Pa., the scholarship fund aggregates 
$104,000. Architects may propose any other 
architects or architectural draftsmen as candi- 
dates for the awards to the regional director 
of the Institute for the district in which the 


Amemecanfiumbherman 


proposers and candidates reside. Scholarships 
will be bestowed according to character, ability, 
need and purpose of the candidate. Proposals 
are to be made in duplicate on printed forms 
obtainable from the American Institute of 
Architects, 1741 New York Ave., Washington, 
D. C., and further information may be obtained 
from that office. 


Plan to Supply Buffalo's Need 
of 3,500 Homes a Year 


Burrato, N. Y., Dec. 13.—In its efforts to 
aid new housing in the city, the Buffalo Cham- 
ber of Commerce has a new leader in Howard 
L. Volgenau, a native of the city and asso- 
ciate director of the northern Ohio district 
under the Federal Housing Authority. A com- 
mittee, to be formed at an early date by Cham- 
ber members, will assist Mr. Volgenau in work- 
ing out plans for the stimulation of building 
in and around Buffalo, and a survey of Buffalo 
River and waterfront properties. 

It is estimated by the Chamber that 3,500 new 
houses are needed annually in Buffalo. Another 
part of its program provides for a stimulation 
of modernization of existing homes, of which 
it is estimated that 51 percent are more than 
thirty years old. A problem to be faced is the 
matter of local and county taxation, which is 
said to be largely to blame for discouraging 
construction within the city. 


Small Town Does Big Building 


Great BEND, KAN., Dec. 13.—Since the first 
of the year permits have been issued by the 
city clerk of Great Bend for the construction 
of 139 residences and an additional 410 permits 
for the construction of other improvements and 
buildings. This is exclusive of public improve- 
ments. The estimated expenditures in the per- 
mits total $690,042, but when additional items 
which invariably come up after work is started 
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are considered, it is believed that nearly 
$800,000 will be spent. Thirty-six permits were 
issued during November for repairs and altera- 
tions of buildings and construction of garages 
and other buildings, surpassing January, Feb- 
ruary and July. The cost of this work is esti- 
mated at $8,610. In addition, the city council 
let contracts in November for $35,000 in public 
improvements, including a sewer extension, 
additional curb and gutter work. For a town 
of less than 6,000, this is an outstanding record, 


Utah Retailers Praise President's 


Building Plan 


SaLtt Lake City, Utan, Dec. 13.—Carl C. 
Burton, president of the Salt Lake City Lum- 
bermen’s Club and manager of the McFarland 
Lumber Co., was among a number of outstand- 
ing Salt Lakers interviewed last week by a 
local newspaper on President Roosevelt’s call 
to spur home building. He said: 


The President’s message, if acted upon 
favorably by Congress, no doubt will stimu- 
late building and furnish employment for a 
great number of people in all lines, as most 
every industry is affected directly or indi- 
rectly when home-building is brisk. In ad- 
dition to furnishing employment, it will give 
a great number of American families the op- 
portunity of home ownership, which makes 
for better conditions. The problem of re- 
duced costs will require careful study, espe- 
cially in view of the proposed raise in 
freight rates and mounting labor costs. A 
number of manufacturers are finding it 
necessary to close their mills or operate at 
a loss. 


He also said that he was sure the building 
materials merchants will co-operate to the limit 
to put over the program. All interviewed 
praised the movement and thought it would 
accomplish much good. 


Join in Program to Speed City 
Construction 


SPOKANE, WasH., Dec. 11—The Exchange 
Lumber Co., the Monroe Street Lumber Co. 
and the Asbestos Supply Co. are among the 
26 firms which signed up, at a luncheon meet- 
ing last week, to sponsor a program for the 
immediate rehabilitation and speeding up of the 
home construction industry in Spokane. The 
project was outlined by Lawrence H. Wood, 
of Los Angeles, real estate consultant and home 
building councilor. A sponsorship of 41 firms 
is required, but as the luncheon was the first 
occasion when the program was presented here, 
it is thought 26 was a good number to be 
obtained at that time. 


Low-Cost "Dry-Wall" Homes 
Sold on Easy Terms 


SEATTLE, WASH., Dec. 11.—Col. W. B. Gree- 
ley, secretary-manager West Coast Lumber- 
men’s Association, in speaking of the building 
situation, says “It is my belief that California 
will lead other regions in an increased volume 
of lumber business.” 

Notwithstanding the general slump in build- 
ing, there is today .a considerable amount going 
on in California. Southern California is prob- 
ably the most lumber-minded district in the 
United States, and it is making great progress 
in construction of excellent low-cost homes. 

He spoke of a particular suburban develop- 
ment about twelve miles from Los Angeles, 
where very excellent quality small homes are 
being built, utilizing so called “dry-wall” con- 
struction, usually with plywood for interior 
walls, and no lath nor plaster. These small 
homes range in price from about $2,950 to 
$4,200 with about 5,000 square feet of ground 
They are financed by private capital entirely, 
on a very interesting basis. Down payments 
approximate 10 percent, with monthly payments 
of 1 percent. These monthly payments include 
interest, taxes, insurance, and an installment on 
the principal. At the end of twelve years, the 
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buyer has acquired a two-thirds equity in the 
property, and it is then deeded to him and a 
mortgage taken for the unpaid balance. 

The houses are modern, attractive and well 
built. They are built in groups which surround 
a common playground for children. 

They would seem to be a real forward step 
in meeting the housing situation. 


Adobe-Asphalt Building Tested 


in California 


Los ANGELES, Cauir., Dec. 13.—Building ex- 
perts of the State division of architecture are 
testing a new building composed of California 
adobe mixed with an asphalt emulsion, at Stan- 
ford University. The experts say that the 
addition of asphalt to common adobe renders 
the material waterproof, and gives it greater 
tensile strength. The new product is known as 
Bitu-adobe. 


Thinks Down-turn in Costs Will 


Encourage Building 


SAN Francisco, Cauir., Dec. 11.—The 
monthly summary of Security-First National 
Bank of Los Angeles declares that the most 
encouraging sign in the building picture is the 
recent down-turn in building costs. A reduc- 
tion in the price of materials, particularly lum- 
ber, is the principal cause of this decline. A 
reliable index indicates reductions for all types 
of construction, with the most noticeable change 
occurring on wood-frame structures. 


Tampa Costs Below Average 


TAMPA, Fia., Dec. 13.—Supervisors of the 
citys PWA tax reappraisal project said Dec. 
4, after working out a basis on which to equal- 
ize local property values, that a building may 
be put up in Tampa about 10 percent cheaper 
than in most other parts of the country. Using 
labor and material costs as of Sept. 1, it was 
found a frame residence could be built at 87.6 


percent of the average cost over the nation. 
L. B. Parrish, rate calculator for the project, 
has found that labor costs have risen sharply 
since Jan. 1, 1934, but still are considerably 
under boom time rates. 


Washington State Leads in 
Home Building Gains 


SEATTLE, WasH., Dec. 11.—According to 
statistics gathered in a nation-wide survey by 
Business Week, Washington State tops all 
others in point of gain in home building permits 
and in valuation of prospective home building 
for the first nine months of 1937 over a like 
period of 1936. In the actual number of homes 
built during the nine months, the national aver- 
age shows an increase of 12 percent over the 
same period of 1936. The Pacific Coast area 
shows a gain of 32 percent. Washington shows 
a gain of 42 percent. 

In the value of home construction, the national 
average increased 11 percent; Pacific Coast 
States 35 percent; Washington, 58 percent.- Al- 
though all the States except some in the far 
South showed gains, few are comparable to this 
gain made in Washington. 


Find Spokane Needs More 


Small Homes 


SPOKANE, WasH., Dec. 11—Lee Smith, 
Building Supplies (Inc.), and Stanley Newton, 
of the Newton Lumber Co., are members of 
a fact finding committee of the construction and 
industries committee of the Spokane Chamber 
of Commerce, that co-operated with the Better 
Housing and Realty boards in surveying the 
home-building needs of this city. Their con- 
clusions were that Spokane can absorb 400 or 
more moderately priced new homes next year 
without disturbing real estate values. 

“Last year builders concentrated on construc- 
tion of homes in the price range of from $5,000 
to $7,000,” the committee reported, “but the 
present demand seems to be for houses which 
will sell for from $2,500 to $4,000. 


ac 


Kansas City Opens Big Area to 
Frame Construction 


Kansas City, Mo., Dec. 14.—Approval by 
the city council of the building of so called 
“non-fire proof” houses in a 40-block area in 
the southeastern section of the city, is expected 
to cpen a new avenue for sales of lumber in 
Kansas City. The section of the town is fitted 
for houses to cost under $5,000. Heretofore, 
the erection of such property was prohibited 
by an ordinance which required the erection of 
fire-proof homes in that district. Under the 
revised ordinance, frame houses may be erected 
in the district, providing a fire-proof roof is 
used and the property is within reasonable dis- 
tance of fire plugs. 





West Virginia Woods to Get 
Federal Recognition 


Fairmont, W. Va., Dec. 13.—Manager F. 
L. Body, of the Upper Monongahela Valley 
Association, has announced that the year-long 
fight of that organization to obtain recognition 
of West Virginia lumber on procurement lists 
of the Federal Government for Federal build- 
ing projects, is at last beginning to bear fruit. 
West Virginia mills, which produce hardwood 
lumber considered as fine for building purposes 
as any in the country, have been given prac- 
tically no opportunities to bid on orders for 
lumber for construction of Federal projects 
within the State. For the Arthurdale, Tygart 
Valley and Red House homesteads, among oth- 
ers, the lumber came from the Pacific Coast, 
the South and the Northeast, while West Vir- 
ginia woods were never considered. 


Through the efforts of the association and 
the co-operation of West Virginia congressmen, 
assurance has been given by the administrator 
of the United States Department of Agricul- 
ture procurement division that henceforth West 
Virginia lumber will be given recognition on 
bidding lists by his division. 
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Fight Flood for Two Days 


[Special telegram to AMERICAN LUMBERMAN] 

WeEstwoop, Ca.ir., Dec. 13—A rainfall of 
six inches in two days overflowed the plant of 
the Red River Lumber Co. here, employing 
3,000 men. Heroic efforts kept the power house 
in operation, supplying steam heat, light and 
water to the 7,000 inhabitants of the town. 
Ten thousand hydroelectric horsepower was 
available, and locomotives were coupled on to 
steamlines. Company officials stated today that 
all plant operations will be resumed within 
twenty-four hours. 





Manufacturer Holds Sales 
Meetings for Dealers 


BAttrmoreE, Mp., Dec. 13.—A series of one- 
day sales meetings was recently held in 16 dif- 
ferent cities in the East, central West and South 
by Oliver P. Harris, sales manager of the In- 
sulation Division of The Standard Lime and 
Stone Co., of this city. The meetings were 
devoted entirely to merchandising plans and 
sales instruction. The principal themes dis- 
cussed by Mr. Harris were, “How to create a 
desire for the product ;” “How to handle objec- 
tions ;” and “How to close the maximum num- 
ber of sales in the shortest length of time.” 

The meetings were attended by officials, sales 
managers and salesmen of the various dealer 
organizations that handle the company’s prod- 
ucts. 





To Speed Manufacture of 
Patent Door 


OsHkosH, Wis., Dec. 13.—Operations of the 
reorganized Paine Lumber Co. will begin 
shortly after the first of the new year, accord- 
ing to a report by J. J. Davis, of the lumber 
company, before the Winnebago County board 
of supervisors recently. At that time the pres- 
ent crew of 55 workers will be increased to 
about 100, and the payroll, now averaging about 
$8,500 a month, would be increased to at least 
$15,000. In his report to the supervisors, Mr. 
Davis said that the company was spending 
about $25,000 to get the local mill ready for 
operation, and had sufficient orders to assure 
steady operation. He explained that there are 
no stocks of the patent-type doors on hand, and 
all orders will be filled through manufacture. 
Mr. Davis said that only workers from Oshkosh 


Knotty Ponderosa Chosen 


PorTLAND, Ore., Dec. 11.—Again 
bright, knotty pine scores. One of 
the most interesting small restau- 
rants on the Pacific coast, run by 
one of the coast’s most picturesque 
men and known as “Louie’s Oyster 
bar,” recently added a_ shellfish 
cafe patterned after a ship’s salon, 
and in keeping with the atmo- 
sphere of the coast and its sea- 
faring men. Louie Wachsmuth 
conceived the idea, and his boy- 
hood friend, Roy Mills, who is a 
handy man with tools, took charge 
of the construction details. Knotty 
Ponderosa pine was selected for 
the walls and ceiling. Random 
width “V” pattern, tight-knotted 
boards, selected from Nos. 2 and 3 
common gradés, were laid hori- 
zontally on the walls. The bright, 
natural finish of the paneling gives 
this twenty-two foot by forty-five 
foot dining salon a_ cheerful, 
friendly tone. The ceiling has a 
slight curvature simulating condi- 
tions on a sailing ship, and between 
the ship’s “knees” are customary 
portholes, these showing photo- 
graphic enlargements of Oregon 


American fiumberman 


and Winnebago County would be employed. 
Plans for reorganization of the Paine company 
were made possible by the county board, which 
permitted the company to redeem its delinquent 
taxes at a rate of 50 cents of the dollar. 


Texas Mill Taps New Stand 


Honey Istanp, Tex., Dec. 13.—The Kirby 
Lumber Co, is extending its logging railroad 
from Honey Island to a point near Camp Ruby. 
The company owns considerable timber in an 
area extending from the Hardin County line 
north toward Camp Ruby, and will begin log- 
ging operations there before the end of the 
year. The logs will be transported to the mill 
at Honey Island. 








Government Subsidizes Hard- 


wood Dimension Plant 


E.xins, W. Va., Dec. 13.—Representative 
Jennings Randolph, from his office in Washing- 
ton, has announced that bids for a dimension 
woodworking plant at the Tygart Valley 
Homesteads will be announced before Christ- 
mas. The Tygart Valley Association has re- 
ceived approval of a $400,000 Government loan, 
of which $250,000 will be used for plant and 
equipment, and $150,000 for working capital. 
It is understood that the plant will manufac- 
ture hardwood lumber and dimension, the tim- 
ber supply coming from the Monongahela na- 
tional forest and from private timber owners. 

According to Rep. Randolph, the operating 
company, which has entered into contracts with 
the association and other interested agencies, 
has a record of many years of successful manu- 
facturing at its Louisville plant. 

This announcement has created considerable 
interest among lumbermen in this section, none 
of whom, it is understood, were consulted with 
reference to the matter. There is considerable 
speculation as to the effect a Government-sub- 
sidized lumber and dimension plant will have 
upon similar plants in this territory operated by 
private enterprise. 





Resumes on Shorter Schedule 


SpoKANE, WasH., Dec. 11.—The J. Neils 
Lumber Co., at Libby, Mont., has resumed 
operations of its sawmill on a reduced produc- 
tion schedule, after being closed for a short 
time. The mill now operates six days a week 
with two crews, but with no night shift. 





Of nautical design, Louie's Oyster Bar, in Portland, Ore., is finished in 
knotty Ponderosa pine 
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Tractor Company Will Open 
New Building in May 


Cuicaco, Intu., Dec. 13.— Completion of q 
large addition to the International Harvester 
Company’s tractor works at 2600 W. 31st Blvd, 
which with equipment will cost more than $1,- 
000,000, has been announced for May 1 of next 
year by company officials. The building, of 
saw-tooth design with. brick and steel walls 
and gypsum roof, is one story high, and will 
add 240,000 square feet of floor space to the 
present manufacturing plant, bringing the total 
to 1,400,000 square feet. The new structure will 
be devoted entirely to crawler-type as dis- 
tinguished from wheel type tractors. 

Machining and assembling will be done in the 
new space, with the assembly line lengthened 
to 500 feet, and output increased to 75 tractors 
a day. Part of the automatic heat treatment 
plant will be housed in the new addition. 





Form Wholesale Concern 


Sout Benp, Inp., Dec. 15.—Hass Mill 
Work & Building Materials (Inc.), a new 
wholesale company, has been formed here. W. 
M. Hass, president of the Belleville Lumber 
& Supply Co., is president of the new organ- 
ization. The plant is to be located at 1002 
South Sheridan Avenue. Incorporators are Mr. 
Hass, Mrs. Ella G. Bales, of Rensselaer, and 
Mrs. Sylvia R. Hass, of South Bend. Mr. Hass 
is to continue also in his present capacity at 
the Belleville Lumber & Supply Co. Capital 
is $40,000 in 5,000 no-par shares. 


se 
Wholesalers Would Raise Car 
e . 
Minimum 

PHILADELPHIA, Pa., Dec. 13.—At a meeting 
of the Philadelphia Wholesale Lumber Dealers’ 
Association on Dec. 6 there was considerabie 
discussion of the application of the railroads 
for increased freight rates, and the following 
resolution was adopted: 

In view of the fact that the Philadelphia 
Wholesale Lumber Dealers’ Association realizes 
the necessity of increased revenue for the rail- 
roads, we do hereby resolve and recommend: 
That the Interstate Commerce Commission au- 
thorize the railroads to increase the minimum 
weight on lumber shipments to 50,000 pounds at 
the present rate, and increase the present rate 


15 percent on the present minimum of 34,000 
pounds. 





for Nautical Oyster Bar 


marine scenes in natural colors and 
illuminated from the rear. Curved 
mouldings of Ponderosa Pine sur- 
round the portholes and serve to 
frame the pictures. At one end, a 
sloping mast is to be seen. Adjoin- 
ing, is the captain’s table. At the 
other end of the room stand a reg- 
ulation ship’s compass and steering 
wheel. Overhead are large brass 
lanterns, and at one end are run- 
ning lights. Besides the porthole 
pictures, the walls are lined with 
photographs of historical sailing 
ships and other vessels. Even the 
red-handled fire axes are on hand 
to adorn the walls. The coat hooks 
are brass and of a crawfish de- 
sign. Mr. Wachsmuth is so de- 
lighted with his enlarged quarters 
that he already has plans made for 
building a ship’s stern over a new 
entrance on Second Avenue to 
complete his “ship,” and also to 
provide some small cabin rooms for 
special occasions. The popularity 
of the new knotty pine room is at- 
tested by the crowds of Portland- 
ers that flock daily and far into the 
night to Louie’s Oyster Bar. 
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The Lumberman Poet 











We See b' the Papers 


Do your Christmas shopping early, before 
it goes for groceries. 

What the Government ought to do next is to 
tell a man which stocks to buy. 


Or at least protect him against loss, as it 
would like to do for the farmer. 


Ah, but, you say, buying stocks is gambling! 
Well, if farming isn’t, what is? 


There are just as many farmers trying to 
catch the top as there are speculators. 


What the Government ought to do is to 
protect any business against loss, especially ours. 


Franco says he is “near victory.” Yeah, 
that’s what we thought about the depression. 


What Congress ought to do is to consider 
the country as a hole, and everybody in it. 


The Government has just ordered 13 pursuit 
planes. The taxpayer might as well give up. 


This will be remembered as the year Con- 
gress fiddled with a farm bill while the farm- 
er’s market burned. 


The Chicago Tribune refers to a “69-page 
pamphlet.” We printers would like to know 
how it can be done. 


There is a shortage of skilled workers, but 
the man who didn’t bother to learn a trade 
keeps right on kicking. 


Harvard has refused to allow commercial 
broadcasting of its football games next fall. 
It’s probably the accent it objects to. 


_ What with radio announcers, and comic art- 
ists and movie actors, educated people may soon 
have to use.the sign language to be understood. 


The C. I. O. has laid off 200 agitators, as it 
can’t call strikes on plants that are closed. 
Maybe if they never had called any there 
wouldn’t be any. 


Here’s a fellow who wants the Government 
(always the Government) to buy farms and 
supply funds for silk-raising. Somebody ought 
to tell him about rayon. 

Wouldn’t the fellow who works for you 
be surprised if he knew that the money for 
“social security” is being spent for other pur- 
poses as fast as it comes in, and Government 
bonds substituted? 


If a trustee took valuables out of a safety 





Christmas Gifts 


What shall we give? To children toys, 
And things of comfort to the old. 

But there are other Christmas joys 
The day could hold. 

We might not only give the game 
But join the children at their play. 

I wish that Christmas really came 
On Christmas Day. 


What shall we give? The Christmas coat 
Will warm the body, but the heart 
A little kindness more would note, 
We might impart. 
The gift we give without a word 
Will make the world but little gay, 
That something sweeter might have heard 
On Christmas Day. 


What shall we give? One day of cheer, 
One day of pleasure they expect, 
And then a long and weary year 
Of cold neglect? 
How much the year might mean to you, 
Might mean to them along the way, 
If we would do the way we do 
On Christmas Day. 





deposit box and substituted his own notes, he 
might as well pick out his jail. The chief 
defect in the social security act is its in- 
security. 

In some counties it costs more money to get 
the money to the farmer than the money the 
farmer gets. But let’s not say anything. Once 
in a while we send a truck out with a bun- 
dle of lath ourselves. 


Between Trains 


St. Coup, Minn.—With the largest attend- 
ance in ten years, while they kept setting up 
more tables and more tables, the St. Cloud 
Chamber of Commerce held a fellowship lunch- 
eon today, with plenty of just that. You know 
this is the great quarry town, and thereby 
hangs a tale. A St. Cloud woman was recently 
buying a monument, and a salesman showed 
her pictures of just every kind of stone that 
comes out of the ground. “But,” she said, “you 
haven’t shown me any St. Cloud stone.” “Oh,” 
the salesman said, “I didn’t suppose you would 
want that!” 


Yourself 


You had to go and find the tree 
Yourself, you had to cut it down 
Yourself, and fetch it presently 
Yourself, and not some man in town. 
You had to light the candles, too, 
Yourself, and not just turn a switch. 
One is the better way to do, 
And you and I might argue which. 


You had to cook the Christmas meal 
Yourself, not eat at some hotel. 

For Christmas was a thing to feel 
Yourself, and not to buy or sell. 

You had to make your Christmas things 
Yourself, not get them at the store. 

Yes, that’s the Christmas memory brings 
Yourself, who think of days of yore. 


The gifts you gave you could afford 
Yourself, not send the bill to Dad. 
You likely had a little hoard 
Yourself, and spent just what you had. 
I think you maybe will agree 
That really was the better way, 
And often wish that you could see, 
Yourself, a good old Christmas Day. 














Lumber Dealers 
earn good profits on 





Get your full share of this good 
well-paying Roofer business. Be 
ready with Southern Yellow Pine 
Roofers—standard size boards 
made especially for use as roof 
boards, sheathing, sub-flooring, 
cement form work, etc. 


Keep your eye on the farm mar- 
ket for Roofers—for homes, 
barns and other farm buildings. 


Roofers may be ordered dipped 
to prevent stain—air or kiln 
dried. Many of these mills can 
also supply other popular lum- 
ber items. Roofers are sup- 
plied S4S, S2S&CM or Shiplap 
in 34” or 25/32” on special 


order. 


Roofers supplied by these lead- 
ing producers are dependable 
in every way—and you can 
order them through your whole- 


saler: 
J. W. Starr & Sons Lumber Co. 


Mfrs. Roofers, Dimension and Boards 
Atlanta, Ga. 


Jeffreys-McElrath Mfg. Co. 


Mfrs. Roofers, Lumber and Box Shooks 
Macon, Ga. 


Mills Lumber Co. of Ga., Inc. 


Mfrs. Pine Lumber-- Roofers a Specialty 
Acworth, Ga. 


The King Lumber Co. 
Roofers and Kiln Dried Finish 
Cuthbert, Ga. 


Tolleson Lumber Co. 


Roofers and Kiln-Dried Finish 
Perry, Ga. 


King & Thurston 


Manufacturers Air-Dried Roofers 
Ga. 


Leon Clancy Company 


Careful manufacture and prompt shipments 
Moultrie, Ga. 


























“MONZINGO” 
Super- Quality Stock 


Steam Kiln-dried Finish, Flooring, 
Siding, No. 2 Common (1”, 6”, 8”) 
No. 1 & No. 2 Dimension— 
air-dried, Lignasan-treated, 


eased edges. We are ex- 
clusive agents for the 
Monzingo-Ames mill. 


Our specialties are Arkansas 
Short Leaf Products, well- 
manufactured in modern 
mills. Straight or Mixed 
Cars. Write today. 














Eastman - Gardiner 


HARDWOOD CO. 


Laurel, Mississippi 


Manufacturers 


Poplar, Gum, Oak 


Rough and Dressed 
Air-Dried and Kiln Dried 


Inquiries and orders will receive 
prompt attention 


























W.T. FERGUSON LBR. CO. 











OU’RE invited to write us for 
full information on our helpful 
service for dealers and industrial 








oe tn —_ users on soft-textured Short Leaf, 
-salschishgpggaa Southern Hardwoods, etc. 
Cypress, 

West Coast We can supply practically anything 
Products, you require in Yellow Pine, Hard- 
Treated Items, woods, Piling, Car Material, Grain 
Hardwood Doors, Treated Stock, etc. 

Flooring. 





ST. LOUIS, MISSOURI 








American fiumberman 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


Jan. 4—National Association of Hardwood Whole- 
salers, La Salle Hotel, Chicago. Annual. 


Jan. 5-7—Carolina Retail Lumber & Building Sup- 
ply Dealers’ Association, Jefferson Hotel, Co- 
lumbia, 8. C. Annual. 


Jan. 12—National Wooden Box Association, Pacific 
Division, Clift Hotel, San Francisco. Annual. 


Jan. 11-13—Indiana Lumber & Builders’ Supply As- 
= Claypool Hotel, Indianapolis, Ind. 
nnual. 


Jan. 12—New England Wholesale Lumbermen’s As- 
sociation, University Club, Boston. Annual. 


18-20—American Wood-Preservers’ Associa- 
tion, Congress Hotel, Chicago. Annual. 


Jan. 18-20—Northwestern Lumbermen’s Association, 
Minneapolis Municipal Auditorium, Minne- 
apolis, Minn. Annual. 


19-21—-Middle Atlantic Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual. 


Jan. 24-26—Mountain States Lumber Dealers’ Asso- 
——, Shirley-Savoy Hotel, Denver, Colo. 
nnual, 


Jan, 25-27—Northeastern Retail Lumbermen’s As- 
<n Hotel Pennsylvania, New York. An- 
nual. 


Jan. 26-28—Southwestern Lumbermen’s Association, 
Auditorium, Kansas City, Mo. Fiftieth annual. 


27—Northeastern Lumber Manufacturers As- 
sociation (Inc.), Hotel New Yorker, New York. 
Annual. 


1-2.— Canadian Lumbermen’s§ Association, 
Mount Royal Hotel, Montreal. Annual. 
Feb. 2-3—Michigan Association of the Traveling 
Lumber & Sash Door Salesmen, Statler 
Hotel, Detroit. Annual. 


Feb. 2-4—Michigan Retail Lumber Dealers Asso- 
ciation, Hotel Statler, Detroit. Annual. 


Jan, 


Jan. 


Jan. 


Feb. 


Feb. 2-4—Iowa Association of Lumber & Building 
Material Dealers, Des Moines Coliseum, Des 
Moines, Iowa. Annual. 


Feb. 2-4—Lumber Dealers’ Association of Western 
— Fort Pitt Hotel, Pittsburgh, Pa. 
nnual. , 


Feb. 8-10—Illinois Lumber & Material Dealers’ As- 
sociation, Stevens Hotel, Chicago. Annual. 


Feb. 9-11—Union Association of Lumber & Sash & 
Door Salesmen, Deshler-Wallick Hotel, Colum- 
bus, Ohio. Annual. 


Feb. 9-11—Ohio Association of Retail Lumber Deal- 
yy a Hotel, Columbus, Ohio. 
nnual, 


Feb. 10-12—Ontario Retail Lumber Dealers’ Asso- 
— Royal York Hotel, Toronto, Ont. An- 
nual. 

12—Tennessee Lumber, Millwork & Supply 
Dealers’ Association, Nashville, Tenn. Annual, 


Feb. 14-15—West Virginia Lumber & Builders & 


Supply Dealers’ Association, Huntington, W. 
Va. Annual. 


15-17—Wisconsin Retail Lumbermen’s Asso- 
ciation, Milwaukee. Annual, 


Feb. 16-17—Southwestern Iowa Retail 
men’s Association, Chieftain Hotel, 
Bluffs, Iowa. 

Feb. 16-17—Western Retail Lumber Dealers’ As- 

sociation, Spokane, Wash. Annual. 

17-18—Kentucky Lumber & Supply Associa- 
tion, Lafayette Hotel, Lexington, Ky. Annual. 


22-23—North Dakota Retail Lumbermen’s 
Association, Fargo, N. D. Annual. 


Feb. 24-25—Virginia Building Material Association, 
John Mershall Hotel, Richmond, Va. Annual. 


March 8-9—South Dakota Retail Lumbermen’s As- 
sociation, Sioux Falls, S. D. Annual. 

March 24—New Jersey Lumbermen’'s Association, 
Robert Treat Hotel, Newark. Annual. 

April 28—Indiana Hardwood Lumbermen’s Associa- 
tion, Indianapolis, Ind. Annual. 


Feb. 


Feb. 


Lumber- 
Council 


Feb. 


Feb. 





Convention Date Changed 


Huntincton, W. Va., Dec. 13.—A change 
in the date of the annual convention of the 
West Virginia Lumber & Builders’ Supply 
Dealers’ Association has been announced by 
C. H. Herwig, secretary. The convention will 
be Feb. 14 and 15 in Huntington instead of 





Convene Feb. 9-11 


Totepo, Oxn1o, Dec. 13—John P. Bartelle, 
secretary-treasurer Union Association of Lum- 
ber & Sash & Door Salesmen, has announced 
that the annual convention of the organization 
will be held in the Deshler-Wallick Hotel at 
Columbus, Feb. 9-11. Following the usual 
custom of this association, it will occur at 
the same time and place as the convention of 
the Ohio Association of Retail Lumber Deal- 
ers. The sessions will include the election of 
officers and two members to the Board of 
Directors. The association was founded in 
1901, and Mr. Bartelle has served thirty-one 
years as its secretary. 


Hardwood Wholesalers to Hold 
Annual Meet, Jan. 4 


Plans for the annual convention of the Na- 
tional Association of Hardwood Wholesalers 
have been completed, according to G. 
Vangsness, secretary. The meeting will be in 
the East Room Mezzanine of the LaSalle Hotel, 
Chicago, Jan. 4, anid be followed by a banquet 
in the evening. Wives of the members are 
invited to attend the program of talks in the 
morning and will be guests at the banquet. 

The convention will start with registration 
at ten o’clock. Russell H. Downey, president, 
will speak briefly at 10.30, and be followed on 
the program by Gen. J. V. Clinnin, president 
of the National Minutemen. Paul P. Pullen, 
vice president of the Chicago Title & Trust 
Co., will be a second speaker discussing “Con- 








ditions in the Building Field.” The business 
meeting consisting of reports by the secretary, 
treasurer, and standing committees, and the 
election of officers and directors will conclude 
the session. 





Northeasterners Will Stress Housing 
at Convention 


RocHEstTer, N. Y., Dec. 13.—The forty-fourth 
annual convention of the Northeastern Retail 
Lumbermens Association will be held at Hotel 
Pennsylvania, New York City, Jan. 25-27, Paul 
S. Collier, secretary-manager, announces. J. 
G. Venter, of New Haven, Conn., vice presi- 
dent, is chairman of the convention committee 
and has ‘arranged a program which it is felt 
will assist in helping members find the solu- 
tion of current problems. Since the emphasis 
today is on housing, it is planned to make the 
convention a stepping stone to better business 
in 1938. 


Exhibitors’ Show to Be Feature at 
Meet of Carolinians 


Cuarotte, N. C., Dec. 13.—The exhibitors’ 
show at the fifteenth annual convention of the 
Carolina Retail Lumber & Building Supply 
Dealers’ Association at the Jefferson Hotel in 
Columbia, S. C., Jan. 5-7, should be an impetus 
to the housing program and industrial expan- 
sion, says E. M. Garner, secretary, who is busy 
preparing for the annual gathering. Mr. Garner 
has spent a lot of time in the field recently con- 
tacting dealers, and reports that prospects are 
for the finest convention that the Carolinas have 
ever had. He reported that trade was opti- © 
mistic, and that the convention ought to give 
momentum for the new year. 

The convention will begin the evening of 
Jan. 5, when the annual directors’ meeting will 
be held. A breakfast for association officers 
and past presidents is scheduled for the follow- 
ing morning. President B. B. Smith will call 
the group to order at ten o’clock. Convention 
speakers announced by. Secretary Garner in- | 
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Do you find it difficult to make your lumber 
items come out even? hat we mean is— 
aren't there times when you have plenty of 
ceiling, but are short of flooring? When you 
are low on cypress siding, but have a good 
stock of 2x 4's? You need pine and you need 
cypress, but you don’t require a solid car of 
either. 


When this happens, Brooks-Scanlon's “buy 
what you need” mixed-car service will permit 
you to balance your stocks of both Long Leaf 
Yellow Pine and Tidewater Red Cypress with 
a single car. 


This service enables you to make more money 
on your lumber sales. A clean, well-balanced 
stock invites new business and assures satis- 
fied customers. Reduced inventory invest- 
ment and increased turnover mean greater 
profits for you. 


Brooks-Scanlon’s mixed-car service is con- 
venient, dependable and economical. It 
brings you properly seasoned, carefully man- 
ufactured, trade and grade-marked lumber 
when you need it. 


Whatever your requirements are in Long Leaf 
Yellow Pine, Tidewater Red Cypress or Wol- 
manized lumber, you can obtain them in a 
mixed-car from Brooks-Scanlon. 


\WBROOKS- SCANLON’ 


NEW YORK OFFICE: 2709 GRAND CENTRAL TERMINAL 
PHILADELPHIA OFFICE: 5515 WISSAHICKON AVE PHONE VICTOR 1800 


LONG LEAF YELLOW PINE © “WOLMANIZED LUMBER ¢ TIDEWATER RED CYPRESS 
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LONG LEAF 
YELLOW PINE 
Siding 
Flooring and Ceiling 
Partition 
Moulding 
Dimension and Timbers 

Boards and Strips 
_ Casing, Base and Jambs 
Finish 

Lath 

END-MATCHED ITEMS 
Flooring, Ceiling and 
Partition 
INDUSTRIAL ITEMS 
Plank 
Ship Decking 

| Stringers and Caps 
Silo, Tank and Vat Stock: 
Sheet Piling 


CAR MATERIALS 
Sills: 

Lining and Siding 
Roofing and Decking 
Framing 
e 


WOLMANIZED 
LUMBER 


All of the above Long 
Leaf Yellow Pine items 
can be furnished 
““WOLMANIZED”’ 


TIDEWATER 
RED CYPRESS 


Finish and Paneling 
Moulding 
Siding 
Flooring and Ceiling 
Framing and Sheathing 
Lath 
Boat Stock 
Tank 
Heart Timbers - . 

Peck Timbers 
Lawn Lumber 







































- Factory and Box Grades : 
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clude: Charles Hill, general sales manager for 
Southern Pine Sales Co., New York; W. D. 
Sawler, trade promotion manager of Morgan 
Co., Oshkosh, Wis.; C. L. Kresler, general 
credit manager for Certainteed Products Corp., 
Philadelphia; Spencer D. Baldwin, past presi- 
dent National Retail Lumber Dealers Associa- 
tion, Jersey City, N. J.; Bruce A. Wilson, 


director of the FHA division of education; - 


T. J. Wright, Jr., Southern Pine Association, 
Suffolk, Va., and Max Critchfield of the Lum- 
ber Products-Better Paint Campaign. 

A number of Carolina dealers have been asked 
to participate in convention discussions on their 
problems. Those invited and who have ac- 
cepted are: Louis Fischer of Charleston, S. C.; 
H. H. Baxter, Charlotte, N. C.; J. C. Cauthen, 
Rock Hill, S. C.; R. S. Kirby, Charlotte, N. C.; 
R. L. McNally, Union, S. C.; W. T. Spencer, 
Gastonia, N. C., and H. J. Munnerlyn of Ben- 
nettsville, S. C. 


44-Hour Law Explained to Meeting 
of Pennsylvania Dealers 


York, Pa., Dec. 13.—The quarterly meeting 
of the York-Adams County Lumber Dealers 
Association was held here, Dec. 3. Ellis Wam- 
baugh, president, was in charge of the meeting. 

A feature of the session was a talk by Paul 
Murphy, of York, who is in the State Depart- 
ment of Labor and Industry. Mr. Murphy ex- 
plained the 44-hour law and cited rules and 
regulations of the board. This talk was fol- 
lowed by one on the “Building Outlook for 
1938” by J. O. Boyland, manager of Johns- 
Manville Sales Corporation’s office in Phila- 
delphia. 





Producers Group to Expand 


New York City, N. Y., Dec. 14.—The adop- 
tion of a program of expanded activities by 
The Producers’ Council (Inc.), an organiza- 
tion in the building industry representing the 
producing group, was announced today by Mar- 
shall Adams, newly elected managing director. 
The council now includes fifty-five of the lead- 
ing manufacturers of building materials and 
equipment, and associations. It is affiliated with 
the American Institute of Architects. 

Mr. Adams stated that the expanded activi- 
ties will include the organization of additional 
Council Clubs in principal cities of the country 
in addition to those in Boston, Chicago, Cincin- 
nati, Cleveland, Detroit, New York, San Fran- 
cisco, Philadelphia, Pittsburgh, St. Louis, Los 
Angeles, Washington, D. C., and Milwaukee. 
These clubs are composed of the local repre- 
sentatives of national members and enjoy the 
co-operation of local chapters of the American 
Institute of Architects as well as contact with 
engineers, builders, Chambers of Commerce, 
realtors and civic bodies. 





Michigan Association's Winter Tour 
Is Attractive 


LANSING, MicH., Dec. 13—The Michigan 
Retail Lumber Dealers Association business 
and vacation tour will leave Chicago Feb. 18 
and return March 9. Hunter M. Gaines, secre- 
tary of the association and tour director, re- 
ports that inquiries concerning the trip to the 
Pacific Northwest, Redwood Empire, Grand 
Canyon and many other points have come from 
Michigan, Missouri, Wisconsin, Illinois, Ne- 
braska, Pennsylvania and Indiana. 

The members of the party will be entertained 
by lumber associations and lumber companies 
at many of the cities along the route. A few 
of the interesting stops charted at present in- 
clude: Lewiston, Ida., guests of the Weyer- 
haeuser Sales Co.; Seattle, Wash., guests of the 
Seattle Lumbermen’s Club, Red Cedar Shingle 
Bureau and the West Coast Lumbermen’s As- 
sociation; Tacoma, Wash., guests of the Ta- 
coma Lumbermen’s Club, Douglas Fir Plywood 
Association, and the St. Paul & Tacoma Lum- 
ber Co.; Longview, Wash., guests of the Long- 
Bell Lumber Co> and the Weyerhaeuser Sales 
Co.; Portland, Ore., Western Pine Association’s 
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guests, and Eureka, Calif., guests of the Cali- 
fornia Redwood Association and the Redwood 
Empire Association. 

Tour folders may be obtained by writing to 
Mr. Gaines, 804 Capitol Savings & Loan Build- 
ing, Lansing. 


Roofer Men Say Wage-Hour Bill 
Means Higher Prices 


Cotumsus, Ga., Dec. 14.—Plans for the an- 
nual meeting of the Roofer Manufacturers’ 
Association, to be held here on Jan. 25, were 
made at the last meeting of the association for 
this year, held at the Ralston Hotel today. De- 
tails of the plans will be in charge of Secretary 
W. R. Melton, of Cuthbert, and T. M. Teal, of 
Columbus, 

In the absence of Allen M. Daughtry, of 
Allentown, Ga., president; Andrew J. Jones, of 
Donaldsonville, former president, presided at 
the session here today, and in the absence of 
Mr. Melton, who is confined at his home at 
Cuthbert by illness, Mr. Teal served as secre- 
tary. 

Slim attendance at today’s session was attrib- 
uted to the fact that mills of this section are 
operating only part time to meet current poor 
demand, and to the fact that until wages-and- 
hours and other legislation pending in Congress 
has been disposed of, nobody knows what the 
future may hold. Manufacturers at the session 
expressed themselves as hopeful for a pick-up 
early in the new year, if efforts to stimulate 
building are effective. 

After a brief discussion of the pending wages- 
and-hours legislation, it was agreed that if Con- 
gress passes a wage-hour bill such as has been 
under discussion, a general readjustment of 
prices will be necessary. Some believe that 
manufacturing costs will be about trebled. 

Only a brief business session was held, and 
the meeting was concluded with the usual lunch- 
eon at the hotel at 1 o’clock, which was at- 
tended by members and several visiting railroad 
and mill supply men. 








Southwest Hardwood Men Refuse 


to Pay Higher Ocean Rates 


Monroe, La., Dec. 13.—Opposition to in- 
creases. in ocean freight rates, amounting to 
10 cents per 100 pounds to United Kingdom, 
and 15 cents to Continental ports, as also to a 
proposal for the elimination of the 30-day can- 
cellation clause in Conference line contracts, 
was expressed in a resolution adopted here 
today by the Southwestern Hardwood Manu- 
facturers’ Club. The members recommended 
that no contracts should be signed until the 
manufacturer or exporter contact the traffic 
committee of the National Lumber Exporters’ 
Association, and suggested for Conference con- 
sideration an extension, not to exceed four 
months, of the present contract covering both 
rates and conditions. 

This action of the manufacturers followed a 
thorough discussion of the ocean rate situa- 
tion by C. C. Dickenson, chairman of the Na- 
tional Exporters’ traffic committee, who told 
of efforts on the part of his organization to 
induce the Conference steamship lines not to 
increase rates. The Exporters, Mr. Dickenson 
asserted, had refuted the report that shippers 
favored an increase in ocean rates, the steam- 
ship lines being unable to produce any shipper 
holding that view. : 

Charter rates, the lines had been told, were 
dropping, and at present were at the same level 
as in the autumn of 1936. In addition, Cana- 
dian and Baltic lines had reduced charges, a 
matter of concern to producers who must meet 
competition of other woods. Steamship costs 
also were declining, Mr. Dickenson said. 

The club instructed that its recommendations 
in respect to the contracts and rates be called 
to the attention of the West Side Club, the 
Southeastern Hardwood Manufacturers’ Club, 
the Memphis Lumbermen’s Club, and Southern 
Hardwood Producers (Inc.). 

General discussion in the meeting, over which 
Grover H. Harrison presided in the absence 
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of President J. Leroy Glaze, showed that cur- 
tailment of production is general among the 
hardwood operations. A great many mills have 
closed down entirely or will close down shortly. 
Those mills operating are on curtailed sched- 
ules, mostly to keep crews intact with some- 
thing to live on. In multiple operations, one 
mill is operating with others down. Many 
mills plan to close down when logs banked 
ahead are cut. It was indicated that produc- 
tion will be more sharply curtailed unless mar- 
ket conditions soon improve materially. More 
active inquiry has been noted during the past 
two weeks, buyers evidently expecting either 
stiffening prices or higher rail rates. 


Wooden Box Group to Gather 


San Francisco, Cauir., Dec. 11.—The first 
tri-annual meeting of the National Wooden 
Box Association, Pacific division, will convene 
in the Clift Hotel here, Jan. 12, according to 
announcement by G. Carlberg, Jr., secretary. 

J. H. Dobbin, president of the Wooden Box 
Institute, announced that the annual meeting of 
that organization will take place in conjunction 
with the association meet. Directors of the 
Institute will be elected. 


Many Attend Sales Club Meet 


BAttrmoreE, Mp., Dec. 13.—The Baltimore 
and Washington Lumber Sales Club which is 
composed of representatives in this territory 
of the big mills on the West Coast and other 
sections of the country, held its monthly meet- 
ing in the Southern Hotel the evening of Dec. 
6. R. B. Riley, Jr., of Johnson & Wimsatt 
(Inc.), Washington, D. C., presided. There 
was a good attendance with Philadelphia and 
Washington well represented. Several impor- 
tant matters are scheduled for consideration at 
next month’s meeting. 

—_—— 








Exchange Inspections Increase 


Ba.timorE, Mp., Dec. 13.—The only change 
in the slate put up by the nominating com- 
mittee at the annual meeting of the Baltimore 
Lumber Exchange, held last Monday at the 
Merchants’ Club, involved the substitution of 
the name of D. Carlyle MacLea for that of his 
father, Daniel MacLea, of the MacLea Lum- 
ber Co., on the managing committee. The 
senior felt that younger members of the trade 
should take over more and more of the re- 
sponsibilities. Carlyle MacLea has been taking 
an increasingly active part in the business of 
his company. He is president of the National 
Wholesale Lumber Yard Distributors’ Associa- 
tion. The inspection committee reported an in- 
crease of 2,500,000 feet in the volume of lum- 
ber which passed through the hands of exchange 
inspectors, which information was received 
with acclaim. An excellent dinner promoted 
sociability. There were no set speeches, beyond 
some brief remarks by Jackson Waters, the 
new president. 


Box Exchange Gets Report on D.C. 
Business Tax 


Battimore, Mp., Dec. 13.—The Wooden Box 
Exchange, at its monthly meeting held on last 
Friday, heard Henry D. Dreyer, Jr., of H. D. 
Dreyer & Co. (Inc.) read a letter from an at- 
torney in Washington, who had been requested 
to advise the members of the exchange as to 
the status of the special tax imposed upon 
merchants outside of the District of Columbia 
who do business in Washington, informing him 
that those lumbermen who deal in carload lots, 
who make shipments in hired trucks, and who 
transact deals by mail are not required to pay 
the fee. Various other matters were discussed 
at the session, which was held in the office of 
the Lumber Exchange, in the Candler Building. 
Robert Snyder, of the Forest Products Co., 
presided. Georg Tuerk, of the Acme Box Co., 
is treasurer of the exchange, and L. H. Gwalt- 
ney is secretary. The factories were reported 
to have enough business on hand to carry them 
over into the new year. 
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MASSACHUSETTS DEALERS-- 


Favor Grade Marking; Urge Extension of Housing 
Pledge Co-operation on Low-Cost Home Plan 


Act; 





EDMUND A. ROY, 
Chicopee; 
Elected President 





FRANK W. WHITTY, 
Boston; 
2nd Vice President 





G. B. FULLER, 
Brighton; 
Elected Treasurer 





Boston, Mass., Dec. 6.—The annual meeting 
of the Massachusetts Retail Lumber Dealers’ 
Association, sheld at the Boston Statler on Sat- 
urday, Dec. 4, climaxed a series of State 
annuals that had been held in the other five 
New England States during the preceding ten 
days. Officials and leading speakers at these 
other State gatherings converged on Boston 
to take part in this event, at which expression 
was given as to the attitude of the New Eng- 
land dealers toward merchandising and con- 
struction problems as they are now developing. 

The morning business session was preceded 
bya screen picture presented by the Western 
Pine Association, tracing the assembly and 
fabrication of all types of trim and interior 
woodwork, 


Reviews Sharp Up and Down of '37 Market 


President Henry L. Stone, of Haverhill, 
opened his annual review of trade trends 
through 1937 with this statement, which 
epitomizes briefly the drift of lumber distribu- 
tion in New England: 

This has been an unusual year for those of 
us who try to make a living in the retail 
lumber business. Early in the year we were 
unable to get western lumber by water, due 
to the transportation tie-up on the West 
Coast. Prices for those woods went skyrock- 
eting. Owing to the scarcity of these items, 
there was an unusually heavy demand tor 
southern pine and eastern spruce, resulting 
in a sharp increase in costs of those species. 
Some of us were forced to purchase No. 2 
common rail standard framing at high cost. 
Demand was good, and, for the first five 
months, dealers reported sales running from 
25 to 60 percent above the 1936 volume. 
Then the marine strike ended. Shipments by 
water began to arrive. Transit prices reached 
their peak, but held for only a short time. 
Old orders placed at pre-strike prices began 
to come in also. Then the deluge of transits 
hit the docks, resulting in chaos in so far as 
prices were concerned. Now some items are 
selling at the mills at prices almost as low 
as in ’32 and ’33. In my thirty years’ experi- 
ence I do not recall any such sharp rise and 
fall in prices in any twelve months period, 
although we did have a similar condition in 
1920 and 1921. 


Secretary Norman P. Mason, of North 
Chelmsford, in the course of his annual report 
announced the addition of nine new members 
within the year, and Treasurer W. L. (Bill) 
Smith, of the Lexington Lumber Co., reported 
the best Dec. 1 balance of his long service in 
that office, from which he retired at this meet- 
ing. 

Advises, Start Booming Housing Projects 


The speakers at the morning session included 
Secretary Paul S. Collier, of the Northeastern 
Retail Lumbermen’s Association; W. W. 
Woodbridge, of Seattle, manager of the Red 
Cedar Shingle Bureau; Vernon Hawkins, of 
Boston; Spencer Baldwin, of Newark, N. J., 
a former president of the National Retail Lum- 
ber Dealers’ Association, and Samuel Silver- 
man, a Boston attorney. Secretary Collier re- 
viewed the housing problem in its latest form 
as outlined by President Roosevelt and officials 
of the Federal Housing Administration. Ver- 
non Hawkins, a former president of the North- 
eastern association, stressed the point that the 
lumber industry is “on the spot,” and is charged 
with the job of getting lumber and building 
material prices down. “The thing to do,” said 
he, “is to stop banging and start booming these 
housing projects.” 

Spencer Baldwin favored continuing Title I 
of the Housing Act, and the proposed increase 
from 80 to 90 percent of the maximum mort- 


gage loan on a projected home. Mr. Baldwin 
was concentrating, nowever, upon a drive to 
support in all States the compulsory use ot 
graae-marked lumber. it is required on ail 
rederal fousing jobs, and the New Jersey 
association has made grade-marked lumber 
standard tor ail yards. When tnis rule was 
adopted, twenty member firms protested and 
promptly resigned, but all have since been rein- 
stateu. “We are educating our public to this 
new standard,” said he, “and we wul soon have 
1u0 percent of our yards stocked with grade- 
marked lumber. There is no more promising 
pian tor driving the chiseling dealer out ot the 
picture. ‘Lhe public wants this guaranty of 
quality, and will deal with the yard that sup- 
plies it.” 


The proposal that Massachusetts dealers sup- 
port the pian to standardize grade marking in 
this State was submitted to a ballot vote which 
resulted 89 in favor and one opposed. 


Urges Use of Fair Pricing Contracts 


Attorney Silverman was introduced as coun- 
sel for the Massachusetts Pharmaceutical Asso- 
ciation. His orgamization had been successful 
in applying the ‘lydings-Millar Fair Trade Law 
to produce price stabilization. It had been 
adopted as a guide in 42 States, including 
Massachusetts. ‘he process could not be classed 
as price fixing. “This Fair Trade Law,” said 
he, “will prove to be the salvation of the retail 
distributors of the country. Under it you are 
permitted to establish a minimum price for any 
standard article, by setting up one contract at 
that figure. This minimum price is then broad- 
cast to the dealers, and there is a penalty for 
selling below that figure, though the sky is the 
limit if you wish to price the article at a higher 
level.” Mr. Silverman urged the lumber deal- 
ers to make full use of this Fair Trade Law 
in their merchandising program. 


Officers for the ensuing year were chosen as 
follows: 

President—Edmund A. Roy, J. G. Roy Lum- 
ber Co., Chicopee. 

First vice president—Joshua A. Nickerson, 
Nickerson Lumber Co., Chatham. 

Second vice president—Frank W. Whitty, 
Blacker & Shepard Co., Boston. 

Third vice president—John W. Oliver, Jr., 
Hampden Lumber Co., Springfield. 

Secretary—Norman P. Mason, Wm. P. Proc- 
tor Co., North Chelmsford. 

Treasurer—Granville B. Fuller, 
& Son Lumber Co., Brighton. 


Directors—Joseph B. Miskell, Wood Lum- 
ber Co., Falmouth; Chester Pope, of J. F. 
Pope & Son, Beverly; Russell L. Fish, Welch 
Co. (Inc.), Scituate; Hubert A. Hawkins, W. 
H. Sawyer Lumber Co., Worcester; John 
Lamprey, Lawrence Lumber Co., Lawrence; 
Hugh Elder, C. R. Elder & Co., Amherst. 


New President Made Histor 
cut River Floo 


Of the six members of the board, the first 
four hold over from last year, and the latter 
two are new members. The new president, 
Mr. Roy, made history at the time of the great 
Connecticut River flood, in March, 1936, when 
he hastily summoned an emergency crew to 
throw across the river end of his big yard a 
log boom that successfully held the mass of 
floating lumber and kept the loss by the lumber 
company to a minimum. Mr. Oliver is a new 
comer to the list of officers. Granville Fuller, 
a former president, takes over the job as treas- 
urer, succeeding W. L. Smith, who had held 
the office many years. Mr. Fuller is a great 
grandson of Granville Fuller, who founded the 


G. Fuller 


in Connecti- 
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H. L. STONE, 
Haverhill; 
Retiring President 


NORMAN P. MASON, 
North Chelmsford; 
Secretary 





WwW. L. SMITH, 
Lexington; 
Retiring Treasurer 
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business of G. Fuller & Son Lumber Co., in 
Brighton, in 1847. 


Resolutions on Shingles, Housing and Rail 
Rates 

Joshua Nickerson, of Chatham, as chairman 
of the committee on resolutions, presented a 
long list for -consideration and action. One 
gave the unqualified endorsement of the asso- 
ciation to the Certigrade label of the Red 
Cedar Shingle Bureau, declared it to be the 
official trade and grade mark of the red cedar 
shingle industry, and urged the Federal Gov- 
ernment and the Housing Administration to 
specify its use in ordering this class of product. 
Another counseled renewal of Title I of the 
National Housing Act, and urged that Title Il 
of the Act be extended to insure loans up to 
the amount of $50,000 on commercial and indus- 
trial building projects, now being retarded be- 
cause of a complete lack of financing facilities 
for this type of building. A second resolution 
dealing with housing endorsed the objectives 
visualized by the President in his message to 
Congress on Nov. 29, and pledged the co- 
operation of the Massachusetts dealers with 
the national lumber organizations in their 
broad plans for the encouragement of construc- 
tion of low-cost houses in all sections of the 
country. In the matter of the proposed increase 
in railroad freight rates, a resolution was 
adopted opposing the application of higher rates 
on lumber, as they would be sure to increase 
the cost of homes and farm buildings. It is 


Tacomans, Present 
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a long haul commodity, it is not perishable, 
does not damage in transit and is easily loaded 
and unloaded, and for these reasons it is felt 
that lumber has always carried and now carries 
more than its just share of transportation 
charges. 


Goodfellowship Prevails at Dinner 


Following the noon recess, members and 
guests to the number of 385 reassembled for 
dinner in the Imperial ballroom, where retiring 
President Henry L. Stone served as toastmas- 
ter. The guest speakers included Oliver Veling, 
of Buffalo, president of Northeastern Retail 
Lumbermen’s Association; Adam Wilkinson, 
commissioner of labor with the American Writ- 
ing Paper Co., Holyoke, and M. J. Lacey, of 
St. Paul, sales counselor of the Weyerhaeuser 
company. Midway of the dinner, “Jim” Kim- 
ball, of Hingham, Mass., lumberman-humorist, 
contributed a few choice stories, and Granville 
Fuller came forward to present, for the officers 
and directors, to retiring Treasurer : 
Smith a unique desk set of ostrich leather. 
There was also a gift for Secretary Paul Col- 
lier, of the Northeastern. It was explained that 
in his constant travels over the country he had 
frequently reported the loss of watches, bill- 
folds etc., and, to guard against repetition, he 
was presented with a set of draft chains with 
padlocks attached, for safeguarding his valu- 
ables. The equipment weighed 15 pounds and 
was affectionately placed about the shoulders of 
this popular official. 


and Former, Flock 


to Goodfellowship Banquet 


Tacoma, WasH., Dec. 11.—The eighteenth 
annual banquet of the Tacoma Lumbermen’s 
Club, held here last night, proved just as great 
a magnet as ever for lumbermen scattered 
throughout the Pacific Northwest. The Tacoma 
Lumtermen’s Club, embracing as it does all 
branches of the industry, has been the outstand- 
ing Organization of its kind in the Pacific 
Northwest. Many lumbermen in the various 
branches of the industry often come long 
distances to attend this classic dinner, where 
they meet friends and fellow lumbermen whom 
they do not contact at any other time through- 
out the year. 

The big Crystal Ballroom of the Winthrop 
Hotel was crowded to overflowing, as usual. 
The great crowd, which came early to enjoy 
the informal meeting of new friends and old 
acquaintances before the dinner, stayed almost 
to a man until the program was entirely com- 
pleted. 

Under the leadership of Ernest Rice, retiring 
president of the club, this year’s affair took on 
a little more dignity than some meetings in the 
past, but in every way it was up to par, and as 
enjoyable an occasion as any of its predecessors. 
Once again the Tacoma Lumbermen’s Club 
has lived up to its reputation as the outstanding 
goodwill organization of the industry. 

It has never been the practice of the club 
to carry through at its annual banquet a serious 
or formal program. It has, however, been the 
custom for many years for the club to recog- 
nize the labors of its retiring officers, and 
Past presidents have been presented with hand- 
some watches. 

At the beginning of the program, President 
Rice installed Roy Sharp, former Tacoma lum- 
berman and long active in Tacoma Lumber- 
men’s Club, as the toastmaster. Mr. Sharp’s 
first act was to introduce Ernest Dolge, promi- 
nent Tacoma lumber manufacturer, to make a 
special announcement. Yale Henry, another 
Tacoma lumber manufacturer, was president of 
the club at its beginning, eighteen years ago. 
Mr. Henry was confined to his home as a 
result of a serious automobile accident a few 
months ago, and was not able to attend this 
year’s banquet. Mr. Dolge said: 


When Yale Henry was drafted and elected 
eighteen years ago to administer the Tacoma 
Lumbermen’s Club, there were no _ cere- 


monies, either at the beginning or at the end 
of his term. His bubbling, contagious energy 
created a voice that speaks for Tacoma’s 
greatest industry. A new idea was born 
which resulted in a solidarity of the industry 
here. During these nineteen years since, 
each president of the Club in turn has done 
his best to be a worthy successor to Yale 
Henry. 

In more recent years, the club has recog- 
nized the labors of these successors, but 
there are many of us who have felt that we 
owed Yale Henry a tribute, and therefore, 
it had been planned to surprise him tonight 
with a presentation of this tribute. We had 
looked forward to having him here, but his 
recovery has not been such that it could be 
possible. Therefore the presentation will be 
made to his partner, John Buchanan. 

In the meantime, the telephone company 
has connected up the microphone so that our 
friend Yale can hear these proceedings from 
his bedside. 

John, take this watch to Yale and tell him 
we all know him and love him. 

Mr. Buchanan acknowledged the gift saying 
“Yale is here in spirit, and I thank you for 
him.” 

After a varied program of entertainment, 
interspersed by brief and pithy remarks by 
guest speakers, the retiring secretary of the 
club, Paul Billings, was presented with a pair 
of fine binoculars by President Ernest Rice. 

James Dempsey, newly elected president of 
the club, presented the past president’s watch 
to retiring President Ernest Rice. He intro- 
duced the other new officers of the club, Vice 
President Paul Billings and Secretary Cecil 
Cavanaugh. 

Among those who graced the head of the 
table and added their bit to the program were 
Gen. Carlos Pennington, representing Clarence 
Martin, Washington State governor, who was 
unable to atend; Mayor Smeadley, of Tacoma; 
Walter Nettleton, ex-president of the National 
Lumber Manufacturers’ Association; Walter 
Ryan, president of the Pacific Logging Con- 
gress; Jim Stevens, Paul Bunyan story writer, 
West Coast Lumberman’s Association; Lloyd 
Spencer, Seattle newspaper man and _ story 
teller; Ben Bowman, Seattle insurance man and 
magician extraordinary; and Reno Odlin, Ta- 
coma banker and businessman, orator and poli- 
tician, who always has something worthwhile 
to say and who closed the program. 
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Northwest Hardwood Protests-- 


MINNEAPOLIS, MINN., Dec. 13.—The annual 
convention of the Northwestern Hardwood 
Lumbermen’s Association, held here Dec. 8, was 
of more than ordinary interest, since resolutions 
were adopted calling upon the Federal Govern- 
ment to “desist from further Government inva- 
sion of the field of private enterprise,” and 
“abandon all effort to enact legislation which 
will benefit one class of citizens at the expense 
of others.” 


New Officers Are Elected 


The convention was the forty-ninth annual 
session of the oldest organization of hardwood 
lumbermen in the United States. It was held 
at the Hotel Radisson. T. T. Jones, of the 
T. T. Jones Lumber Co., Minneapolis, was 
elected president to succeed F, K. Ware. Other 
officers elected include: 

Vice president—H. B. Sutton. 

Treasurer—D. F. O’Leary. 

Secretary—J. F. Hayden. 

Board of arbitration—F. K. Ware, chair- 


man; H. M. Kramer, R. S. Clark, L. S. Tut- 
tle and T. E. Youngblood. 


The nominating committee consisted of Mr. 
O’Leary, N. C. Bennett and H. E. Cornelius. 

It was while the nominating committee was 
preparing its report that Mr. Jones suggested 
a resolution “which will express the sentiment 
of this association with respect to existing con- 
ditions.”. A committee consisting of T. E. 
Youngblood, H. B. Sutton and N. C. Bennett 
took the matter under advisement and reported 
the following resolutions, which were unani- 
mously adopted: 


Against Government Interference 


WHEREAS, During the past few years, busi- 
ness and industry have been constantly har- 
assed by unwise legislation, unnecessary in- 
vestigation, burdensome taxation and un- 
warranted persecution; and 


WHEREAS, There are now before Congress 
various measures which are being hastily 
considered without due regard or under- 
standing of what their effects will be; and 


WHEREAS, Government competition, and 
threat of further competition, in the field of 
private enterprise have contributed to the 
slowing down of progress toward full recov- 
ery; and 

WHEREAS, The encouragement given by 
Government to organized labor without im- 
posing upon it the same responsibilities de- 
manded of employers of labor, has created 
and fomented strife and loss; therefore, be 
it 

Resolved, By the Northwestern Hardwood 
Lumbermen’s Association, that we urge the 
Administration and Congress to——— 


1—Abandon all effort to enact legislation 
which will benefit one class of citizens at 
the expense of others. 


2—Either amend the undistributed profits 
tax, and the capital gains tax laws, so as to 
make it possible for business and industry 
to carry on proper activities looking to ex- 
pansion and increased employment, or to re- 
peal these laws altogether. 


3—Defer the enactment of a wage-and- 
hour bill until time has been given for care- 
ful consideration. 

4—-Desist from further Government in- 
vasion of the field of private enterprise, and 
provide, instead, measures for proper control 
which will not hamper legitimate activities. 

5—Take action which will prohibit | sit- 
down strikes, which are illegal; make labor 
equally responsible with employers, and 
force observance of labor-employer con- 
tracts; oblige labor organizations to make 
the same disclosure of receipts and expendi- 
tures which is required of industry, and 
give business and industry a respite from 
suspicion and persecution so that they may 
function normally, expand legitimately and 
increase employment. 


“There is little to be said relative to the 
somewhat unsatisfactory conditions in business 
during the past year,” President Ware said in 


his address to the convention. “Generally 
speaking, it is probable that troubles in the field 
of labor have done more than anything else 
to slow down, and keep down, the character 
of progress that would have contributed most 
to our advantage. Strikes, which have pre- 
vented full industrial activity, have done much 
to restrict our markets. Higher wages in our 
own business, and shorter hours of work, have 
increased operating costs to a point where we 
are lucky if the balance figures at the end of 
<4 year will not have to be written in red 
in 

“If any satisfaction is to be gathered from 
conditions as they have been, and the situation 
in which we now find ourselves, it is that we 
have a whole lot of good company, and the 
kind of company we prefer to associate with. 
But I do not want to paint too drab a picture. 
We have come through the year without major 
disaster, and we are still solvent. For those 
things we can be thankful. * * * Business will 
be better next year—IF—and there are many 
‘ifs.’ If Congress will get down to work and 
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try to help business, there will be improvement. 
Present trends in the national capital give some 
hope in that direction. If the national Admin- 
istration is sincere in its recent apparent change 
of heart, and will listen to the voice of expe- 
rience, and clean house of the dreamers, and 
hypnotists, there is hope. Both of these ‘ifs’ 
cover a lot of territory, and include about 
everything that can be done, except this—lf 
we all will endeavor to cultivate optimism and 
cheerfulness, and will translate them into effort, 
we will probably make progress; and, if we 
fail to reach the goals we have set, we can 
at least know that we have tried.” 

Harry H. Maynall, field representative of the 
United States Department of Labor, spoke 
briefly, outlining assistance offered by his de- 
partment in finding men for jobs and jobs for 
men. Treasurer O’Leary and Secretary Hay- 
den presented brief reports. Mr. Cornelius 
reported two new members, the Webster Lum- 
ber Co, and the Cedar River Lumber Co. 

A. F. Wellsley, chairman of the traffic com- 
mittee, reviewed the rate situation, and Chair- 
man Youngblood, of the forestry committee, 
cited the increased interest being taken in con- 
servation by both the State and Federal gov- 
ernments. Mr. Jones reported for the statisti- 
cal commitee. 


Among the Lumbermen’s Clubs 


Buffalo Lumber Group Hears 
Housing Discussion 


Burra.o, N. Y., Dec. 13.—The local Cham- 
ber of Commerce had an interesting meeting 
Dec. 10 at Hotel Statler in the interest ot low- 
cost housing. It was attended, also, by about 
thirty members of the Buffalo Lumber Ex- 
change, the latter organization having given up 
its weekly meeting to allow the men to be 
present. 

Walter R. McCormack, Cleveland, director 
of the American Society of Architects, spoke. 
He said that building codes ought to be 
changed, bad practices in the building industry 
eliminated, and a cheaper method of construc- 
tion adopted in order to solve the problem of 
low-cost housing. 


Memphis Club Blues Contest With 
Reds; Protest Higher Ocean Rates 


MempHis, TENN., Dec. 13.—Members of the 
Lumbermen’s Club of Memphis will vote on 
Saturday night, Dec. 18, at a dinner meeting 
at the Peabody Hotel here, on their favorites 
for office for the coming year. Two tickets 
are in the field, the Blues, headed by Staley 
Williford, of the Bellgrade Lumber Co., for 
the presidency, and the Reds, with Cecil A. 
New, of the Southern Hardwood Traffic As- 
sociation, seeking top honors. Other candi- 
dates with Mr. Williford are Ralph E. Hill, 
secretary of the National Oak Flooring Manu- 
facturers’ Association, for first vice president; 
W. C. Hanafee, Jackson, Tenn., for second 
vice president, and Allen Lecour, Nelson 
Chambers and Mote Christy, for directors. 
With Mr. New are H. J. M. Jorgensen, Jr., 
for first vice president, Roy Coldren, Parkin, 
Ark., for second vice president, and S. M. 
Nickey, Jr., E. R. Linn and L. T. Wilbur, for 
directors. Ray H. Goodspeed is the choice of 
both tickets for re-election to the post that he 
now holds— secretary-treasurer. The candi- 
dates were annouced at a meeting Thursday. 
The club is closing a good year in spite of the 
general downward trend of the hardwood busi- 
ness. Keith M. Spurrier, general manager of 
the Fisher Body Corp. plant here, is the re- 
tiring president. 

The club at its meeting heard a plea from 
Douglas Heuer, secretary of the National Lum- 
ber Exporters Association, that members agree 
not to sign contracts for shipping during 1938 
at the proposed increase of 30 percent asked by 
the Gulf-United Kingdom Conference. Mr. 
Heuer said that, as the result of a campaign 


by his association, more than fifty export ship- 
pers had advised him that they would not sign 
the 1938 contracts carrying the increase. The 
Exporters association has protested against the 
increase in ocean rates at a time that values 
of hardwoods have declined by 30 percent, he 
said. As a result of Mr. Heuer’s plea, the 
club voted unanimously to register its protest 
against the proposed increase in rates. 


Fir Is Studied by Hoo-Hoo "Class" 


Wasuincton, D. C., Dec. 13—At the 
“school” of the Hoo-Hoo Club the number of 
students is steadily increasing and reached a 
total of fifty-two last Wednesday. Phillips A. 
Hayward, chief of the Forest Products Divi- 
sion of the Department of Commerce, was again 
the lecturer, and he chose as his subject Ameri- 
can Douglas fir. The three general types of 
the grain of fir and their uses were elucidated. 
Structural lumber usually has a medium grain; 
dimension, squares and “cuttings,” a coarse 
grain; and flooring, clears, etc., a fine grain. 
The fact that 50 percent of the annual cut goes 
into boards and dimension, 20 percent is used 
for finish, flooring, panels, etc., and 15 percent 
for Japanese squares, cuttings, etc., was pointed 
out. Physical and mechanical properties of 
Douglas fir were discussed. Home building 
takes 42 percent of the production, railroads 
16 percent, farm utility buildings absorb 15 
percent, and exports each 15 percent. 

Douglas fir plywood, it was pointed out, has 
experienced phenomenal growth in the past few 
years. Logging and mill practices were de- 
scribed. Bulietins supplied by the West Coast 
Lumbermen’s Association were distributed. 
Herbert Galliher presided at the session, which 
was held in the Continental Hotel, as usual, and 
the study period was preceded by an excellent 
repast. * 


Redwood Group Holds Annual, Re- 
elects Officers 


Santa Rosa, Carir., Dec. 11.—The annual 
meeting of the Redwood Empire Lumbermen’s 
Club was held at the Gallo Cafe, here, Nov. 9. 
Mead Clark, of Santa Rosa, was re-elected 
president for the seventh consecutive year. R. 
B. Stevens, of Healdsburg, and Henry Laws, 
of Santa Rosa, were re-elected vice president 
and treasurer, respectively. Fred Sayre, of 
Oakland, was elected to the board of directors. 

The thirty-five members present heard ad- 
dresses by President Clark, and I. E. Brink of 
the Diamond Match Co. in Chico. 
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CONGRESS STRUGGLES WIT 


(Continued from Page 39) 

wide resumption of home building. A move- 
ment by public authority on the one hand in 
the direction of a general increase in build- 
ing costs is, we think, scarcely compatible 
with the movement on the other hand to en- 
courage more building at the very time when, 
in the national interest, it ought to be stimu- 
lated. 
Must Avoid Higher Costs on Reduced Volume 

The President has just addressed Congress 
in terms of an annual building of 600,000 to 
800,000 units. In 1936 were built about 
160,000 units, and in 1937 evidently a few 
more, perhaps 200,000. But in this matter the 
real problem for the building industries and 
for the country is the great expansion of 
home building volume. So far as building 
materials are concerned, and especially lum- 
ber, the principal material for the small home, 
the real problem is—and I should think it is 
for the railroads as well—not to collect 
higher rates on a shrinking volume, but to 
convert the present 200,000 units of housing 
into the potential 600,000. 

Lumber Can Furnish Bigger, Permanent 

Revenue 

The railroads have, we think, concluded Dr. 
Compton, been generally inclined to regard 
their lumber traffic as though the lumber in- 
dustry was only a temporary industry, its 
timber resources limited and approaching ex- 
haustion, and its products available only in 
declining volume. Lumber rates based on 
such a conception seem to us to have fallen 
far short of fostering a dependable, perma- 
nent lumber traffic. At least, it will not be 
unless we make it so. The national timber 
supply is adequate to sustain permanently a 
volume of lumber traffic more than fifty per- 
cent greater than it is today. There is no 
lack of producing capacity, and in the long 
run there is no lack of markets for lumber 
if we can reach them. 


STUDY MEANS OF PROVIDING 
GOOD HOMES AT LOW COST 


WasuincTon, D. C., Dec. 14.—“There is no 
method by which we can measure the quality 
of a house, and a study of the elements of a 
home, such as the walls, floors and ceilings, 
will give us data relative to its quality.” 

This statement was made by Dr. Hugh L. 
Dryden, chief of the division of mechanics and 
sound, Bureau of Standards, in the course of a 
discussion of low-cost housing which featured 
a meeting of the research program committee 
on building materials and structures, represent- 
ing the Central Housing Committee, held at 
the Bureau of Standards on Dec. 8. 

Dr. Dryden outlined the activities of his di- 
vision, stating that his staff had carried on 
fundamental research in building problems for 
years and would continue the application to 
these problems of knowledge gained. 

He indicated that the problem of obtaining 
satisfactory housing at a cost within the reach 
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of low-income groups is one that has no ready- 
made solution. Solutions applicable to one sec- 
tion of the country may not be satisfactory to 
another section. Dr. Dryden said the solution 
will not come from any single agency. He 
added that the Bureau of Standards believes it 
will come most quickly from encouragement of 
large numbers of groups within the building 
industry to attack the engineering problems, 
and by working with them to improve their 
products at a cost within the limits set. 

L. J. Markwardt, of the Forest Products 
Laboratory, discussed “The Place of Wood 
and Its Structural Behavior in Low-Cost Hous- 
ing.” Mr. Markwardt was introduced by 
George W. Trayer, chief of the division of 
forest products, U. S. Forest Service. 

Mr. Markwardt told the committee that the 
Forest- Products Laboratory is trying to do 
three things: Reduce the cost of forest products 
to the consumer, reduce waste, and increase the 
products and uses of wood. Emphasizing that 
wood is a self-replacing building material, he 
stated that 75 percent or more of all homes 
were built of frame, and 60 percent or more of 
lumber output went into building and construc- 
tion. 

Discussing the unique qualities of plywood— 
its lightness, strength and durability—Mr. 
Markwardt, with the aid of lantern slides and 
motion pictures, described the construction of 
an all-plywood home created at a total cost of 
about $3,600. He illustrated the ease of build- 
ing a home of this type by showing how the 
panels, flooring, roofing, walls and ceiling were 
constructed. 


WasHrncton, D. C., Dec. 13.— Contracts 
awarded under the provisions of the Walsh- 
Healey Act during the week ending Dec. 9 in- 
cluded under the caption “Lumber, Sawmills & 
Planing Mills” the following: 

Republic Creosoting Co., New York, Pro- 
curement Division, Treasury Department for 
WPA, creosoted lumber, $25,024.57. 

Baltimore Lumber Co., Baltimore, Md., Pro- 
curement Division, Treasury Department, 
wood doors, $45,410. 


RETAILERS WANT TITLE 1; 
CONGRESS MAY EXTEND IT 
TO FARMS 


Wasurnocton, D. C., Dec. 13.—The proposed 
amendments to the National Housing Act, 
recommended by President Roosevelt with a 
view to stimulating home building on a large 
scale throughout the nation by private capital 
backed by a Federal Government guaranty, will 
include the revival of Title I, under which a 
large volume of lumber and other building ma- 
terials moved into modernizing, repair and re- 
habilitation projects, and even into the con- 
struction of small new homes within the old 
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limitation of $2,000 in some sections of the 
country. 

The National Retail Lumber Dealers’ As- 
sociation and retailers and manufacturers are 
making a strong plea for revival of Title I, 
and, at this writing, restoration of this open- 
ing for building materials seems definitely as- 
sured, even on an expanded basis. It is pro- 
posed to increase the $2,000 limit to $2,500, 
which would make possible a larger volume of 
construction of new homes of the modest low- 
cost type in sections not generally troubled 
with very severe weather. A strong movement 
also is under way to include rural as well as 
urban homes in the new program. 

The following telegram addressed to Frank 
Carnahan, secretary of the National retailers, 
by Carl Blackstock, Blackstock Lumber Co., 
Seattle, Wash., is an example of the interest 
taken by both retailers and manufacturers: 

Have obtained from representative dealers 
information to the effect that during adminis- 
tration of original Title I over 700 new houses 
were constructed in western Washington. 
Dealers in Oregon and Washington will guar- 
antee construction of 3- and 4-room lumber 
homes to the extent of 5,000 in 1938 if per- 
mitted to do so under Title I. Have con- 
tacted Greeley, of the West Coast association, 
who concurs in this statement, and is wiring 
Compton to that effect, and requesting that 
he contact you. 

Mr. Blackstock is a vice president of the 
National retailers. 

From all sections of the country Mr. Carna- 
han has received letters from retailers relating 
their experience under Title I, expressing re- 
gret that it was permitted to expire last April, 
and urging that it be revived. Many dealers 
state that they have not a few projects in mind 
that could not qualify under Title IT, but could 
and would gladly go ahead under Title I. 

K. M. Padgett, president of the Padgett Lum- 
ber Co., Batesville, Ark., for example, writes 
that when Title I first started, business was at 
a standstill, building stagnant, with the car- 
penters, painters and brick masons on the relief 
rolls. As soon as the Act became effective, 
the company made a survey of needed work on 
homes, and in a short time had jobs going all 
over town, and there was not an idle carpenter 
or other building tradesman in the community. 

Similar reports have come from other Ar- 
kansas dealers and dealers in other States. 

While some objections have been advanced 
to including “rural” projects in the amended 
law, partly because the FHA has handled urban 
jobs exclusively, strong sentiment has developed 
in the committee on banking and currency in 
favor of making the mortgage guaranty avail- 
able to rural residents as well as city folk. In 
view of the fact that frame construction has 
always dominated the farm building field, the 
lumber industry is keenly interested in this de- 
velopment and giving it active support. 
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Still Another Coincidence in 
Car Loading 


H. C. Allen, leading lumber inspector for the 
Norfolk & Western Railway, located at East- 
man, Ga., in a letter to the AMERICAN LUMBER- 
MAN mentions an interesting and unusual co- 
incidence in loading the same car with the same 
kind of material, at the same source, for the 
same destination. In his letter, Mr. Allen says: 

“T just noticed the item ‘Another Coincidence 
in Carloading’ in the Dec. 4 issue of the AMERI- 
CAN LUMBERMAN, and an experience of mine 
may be interesting. I inspected and loaded lum- 
ber applying on Norfolk & Westerf Railway 
Co. order 591-L in car: S&A 7011 at Altman, 
Ga., on Oct. 2, 1937, consigned to the company’s 
creosote plant at East Radford, Va. On Oct. 
23, 1937, the same car was loaded with same 
kind of order to same destination. Again on 
Nov. 19, 1937, this same car was loaded with 
order 353-L for same destination. Each load 
was from the same mill at Altman, Ga. The 
coincidence in order number, car number, con- 
signee etc., and the short lapse of time seem 
unusual, this mill having quite a volume of 
other orders for Norfolk & Western at the 
time.” 

This is rather an unusual coincidence, and 
sets up quite a mark for others to shoot at. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
the revenue freight for the two weeks ended 
Dec. 4, 1937, totaled 1,181,964 cars, as follows: 
Forest products, 53,138 cars (a decrease of 
1,174 cars below the amount for the two weeks 
ended Nov. 20); grain, 70,700 cars; livestock, 


27,536 cars; coal, 247,173 cars; coke, 13,006 
cars; ore, 19,876 cars; merchandise, 289,687 
cars, and miscellaneous, 460,848 cars. The 


total loadings for the two weeks ended Dec. 4 
show a decrease of 154,901 cars below the 
amount for the two weeks ended Nov. 20. 





Wants 300-Ring Log Sections 


for Sunspot Research 


Bow.inc Green, OnI0, Dec. 13.—Prof. Ed- 
win L. Moseley, curator of the museum at 
Bowling Green State University, has exam- 
ined the annual rings on large logs in many 
mill yards, and on hundreds of stumps. He 
finds on many of them single rings, or groups 
of rings, which are outstanding for their width, 
indicating that the trees were getting more 
moisture at the time these rings of wood 
were formed. One such period began in 1846, 
another 90 years earlier, 1756. At several 
places in Ohio, precipitation records were 
made as early as 1846; they show heavy rain- 
fall 1846-1852. The same is true of one or 
more places in Kentucky, Wisconsin, Iowa, 
Missouri, Kansas, Texas, Louisiana, and 
Mississippi. _At Cincinnati in 1847. was..the 
greatest rainfall in the entire record of over 
a hundred years, 65.18 inches. This was 90 
years prior to the present wet year. In the 
seven years beginning with 1846 there were six 
floods recorded at Pittsburgh, which is as many 
as the record shows for more than half a cen- 
tury prior to that. All of the eight floods 
recorded there, 1762-1840, were followed by 
floods approximately ninety years later. 

The reason for the 90 year precipitation cycle 
is believed to be the sun’s influence on climate. 
Ninety is a simple multiple of the sun-spot 
period. Moseley finds evidence of it not only 
in tree rings, river floods, and precipitation 
records, but also in Great Lake levels. He 
has used it as a basis for predicting heavy 
rains in the next few years. 

In order that he may continue this study and 
have tangible evidence that will convince other 
scientists, Bowling Green State University 
would like to obtain sections from large logs 
or stumps of any species if they show plainly 
as many as 300 rings. The section may go 
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entirely across or only to the center. It need 
be only thick enough to hold together. In 
squaring the butt end of a log, enough could 
be saved without lessening the number of board 
feet it will make. 

Specimens should be marked Sample, Collect, 
and sent by express to the University Museum, 
Bowling Green, Ohio. 

It is hoped that lumbermen will be sufficiently 
interested to assist Prof. Moseley in securing 
the log sections desired, 





Study Unification of California 
Mill Practices 


OroviLLe, Cattr., Dec. 11.—For the purpose 
of unifying grading and manufacturing prac- 
tices between various California pine mills, 
Vern Johnson, chief inspector for the Western 
Pine Association, conducted a two-day meeting 
here recently with representatives of the pine 
mills, comparing lumber grading practices. Mr. 
Johnson was assisted by his associates, A. E. 
Johnson and Reed Pierce. 

Lumber company representatives attending 
the meeting included James Walsh and Harold 
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Rail Rate Increase Opposed By 
Southern Hardwood 


MEMPHIS, TENN., Dec. 14.—Determined to 
oppose to the limit the proposed increase of 15 
percent in freight rates, the Southern Hardwood 
Traffic Association is preparing to send a large 
delegation to the regional meeting of the Inter- 
state Commerce Commission, which will prob- 
ably be held at New Orleans on Jan. 10. The 
Commission has set the date for the final meet- 
ing at Washington as Jan. 17. Five representa- 
tives of the association will go to New Orleans 
for the meeting. They are Kerry L. Emmons, 
president, and president of the Mississippi Val- 
ley Hardwood Co., Memphis; Cecil A. New, 
secretary-manager of the association; J. V. 
Norman, Louisville, general counsel for the 
association; B. E. Jacobs, Milwaukee, presi- 
dent of the Associated Cooperage Industries of 
America, and C. W. Kraft, St. Louis, of the 
Millshoals Cooperage Corp. 

Mr. New and Mr. Norman attended the 
initial meetings of the Commission at Wash- 
ington, starting on Nov. 29. Upon their re- 
turn Mr. New said: “We are fortunate in that 
all associations representing shippers of lumber 
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The exterior of this home was paneled with a new structural insulation which was pre-finished with a hard, 


durable; firé-resisting asbestos cement that required no painting. The joints were then covered, and an 
English half-timbered effect secured. The inner core of this wall unit is cane fiber, rot and termite- 
proofed, and of well-established insulation value. Made in large boards, four feet wide and up to twelve 
feet long, it is known as Cemesto, a product of the Celotex Corp. This wall unit, which is furnished with 
an asbestos cement coating on one side or both sides, is a light gray stone color, and is available in 


thickness from '/2 inch to 2 inches. 


It offers excellent possibilities in home and industrial construction 





Dames, Setzer Box Co., Greenville; Hal Yoder, 
Merit Lumber Co., Massack; Pat Herrin, 
H. R. and H. C. Holm, West Side Lumber Co., 
Tuolumne; Ed McCray and Henry Jensen, 
Globe Lumber Co., Nubieber; Claude Parker, 
superintendent, Carl Johnson, Earl Gater and 
Jay Norton, Red River Lumber Co., West- 
wood; John Riley, Walter Anderson and 
Arthur Anderson, Lassen Lumber & Box Co., 
Susanville; Frank Lamb and Archie McNie, 
Michigan & California Lumber Co., Camino, 
and Charles Schleef, Walter Kennon, Elmer 
Wolfe and Ben Zeigler, Swayne Lumber Co., 
Oroville. 


are united in opposing the proposed increase in 
freight rates. Other industries, including com- 
petitors of hardwood, are participating in the 
pending hearings to look after their interests, 
and the attention of shippers is again directed 
to the fact that the increase, if allowed, would 
vitally affect the hardwood industry. We are 
hopeful that the increase, as far as lumber is 
concerned, may be minimized if not eliminated 
entirely.” Mr. New said that the revision of 
freight rates on lumber and related articles in 
Official Territory had been postponed until 
March 3. They were to have been in effect 
on Dec. 15. 
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Points to Factors Making for 
Revival of Lumber Demand 


In a letter addressed to the sales repre- 
sentatives of the Peavy-Moore Lumber 
Co., Shreveport, La., O. N. Cloud, assis- 
tant to the president, expresses his views 
as to the outlook for business, and be- 
lieves that, even in the present depressed 
condition of business generally and the 
lumber business particularly, there are 
hopeful signs that indicate an early re- 
vival. In his letter, Mr. Cloud says: 


Having worked on the road as a salesman, 
and knowing .something of the influences that 
are brought to bear, particularly in dull sea- 
sons, I have from time to time sought to lend 
encouragement and, if possible, help not only 
our own sales representatives but others, 
through observations that may have appeared 
characteristically optimistic. 

In placing before you our ideas upon the 
business situation, we had a two-fold purpose. 
First, that we might convey to you everything 
that could honestly be stated that would afford 
encouragement; secondly, to perhaps augment 
the information you might have received from 
other sources, all of which might be used to 
brighten the dark side of the picture of which 
salesmen in daily contact with customers hear 
so much. 


Homes Needed and Can Be Financed 


“Believe it or not,” there are some stars to 
which we may chain our “Chariots of Hope.” 
The first of these is the presence of a recog- 
nized demand, both current and accumulated. 
Although there is difference of opinion as to 
its extent, there is no difference of opinion as 
to the general proposition that it represents a 
tremendous volume. 

In the second place, there is abundance of 
money with which to activate this demand. 
Lending institutions are seeking opportunity for 
the employment of excess money at reasonable 
rates of interest, wherever safe loans are obtain- 
able. 

In the third place, and as a supplement to 
established institutions engaged in financing 
construction, the Government proposes as one 
of its major contributions to the return of 
prosperity, encouragement of increased con- 
struction, particularly residential, upon a more 
attractive basis of financing from the stand- 
point of carrying charges and amortization on 
the investment. 


Measures Improving Business Sentiment 


These three factors unite in their influence to 
produce an urge to business expansion in the 
construction industry that defies calculation 
with any degree of accuracy. This enormous 
potentiality for business improvement in all 
lines seems to depend almost altogether upon 
correction of a situation that may be properly 
termed psychological rather than organic. Ad- 
mittedly a rather difficult thing to doctor, but 
one from which we recover quickly. 

A mental depression may be serious, but it 
responds quickly to proper treatment. Happily 
this is being applied, and is having its effect, 
though not yet to a degree definitely discern- 
ible. There is a change of sentiment on the 
part of those to a greater or lesser degree 
responsible for the condition that is engaging 
the interest of business in all of its ramifica- 
tions. 


Expects Speedy Recovery in Business 


The next most important thought on this 
point is that business and industry not only can 
do, but are ready and willing to do, everything 
possible to bring about a business improvement. 
Once convinced that they may proceed with 
reasonable exemption from criticism and the 


restraint of fear, business volume in all lines, 
construction in particular, will increase by leaps 
and bounds. 

Referring specifically to lumber, the volume 
has been light, and markets have been unduly 
depressed, but stocks of few items in the hands 
of producers are in excess of what they were 
a year ago. Stock assortments, but principally 
of staple items, are broken. The excess of 
supply as related to demand exists in those 
things that move in volume under anything 
approximating normal conditions, These state- 
ments are based upon mathematical compilation 
and must not be construed as a generality. 

On the basis of these things, we look for- 
ward with hope, and, so convinced are we that 
the situation justified this viewpoint, that there 
is no hesitation in stepping to the front with 
this forecast. 





Tells of Optimistic Reports from 
All Sections 


ABERDEEN, WASH., Dec. 11.—Gathering a 
cross-section of opinion from customers and 
sales organizations throughout the country, Sam 
Anderson, Jr., president of the Twin Harbors 
Lumber Co. and general manager of the Bay 
City Lumber Co. of this city, voices a note of 
optimism regarding the lumber outlook. 

In California, he said, dealers are looking 
forward to an “abnormal” sales year. Although 
stocks on coast wharves are at about normal 
level, the “line yards” or small dealers in 
California have let their stocks run very low, 
and as a consequence will be demanding lumber 
shortly after the first of the year. California 
dealers are more than optimistic over the out- 
look, Mr. Anderson said. They are looking 
forward to a boom year. No indication has 
been given as to when the upturn will start, 
he said, but inquiries are already being re- 
ceived by Grays Harbor manufacturers, and 
many local plants look for a “slow” period only 
during the winter. Mr. Anderson believes indi- 
cations point to a market revival sometime in 
February, possibly sooner. 

Many mills are looking forward to a big 
rail business to. the middle West; heavier than 
in the past several years. East Coast yards are 
still fairly well stocked, and will not start buy- 
ing as soon as the California yards, but even 
the Atlantic seaboard is showing promise. 

Mr. Anderson said the offshore trade, espe- 
cially that to China and Japan is an unknown 
quantity. Nothing much is expected until the 
Sino-Japanese war is ended. However, lumber- 
men look for a virtual boom in the Oriental 
trade as Soon as peace returns to China, he said. 

Mr. Anderson said most of his information 
has come through routine correspondence with 
buyers and dealers in many sections of the 
country, most all of whom are extremely opti- 
mistic. 

—_—_—_— 


(Continued from Page 26) 
tials to recovery, to then publicly de- 
clare that the cost is too high! 

“I think it might be quite appro- 
priate if someone with a lot of pep 
and enthusiasm could persuade your 
dealers to get this ‘high cost’ phobia 
out of their minds, and go out en- 
thusiastically to really sell the public 
on the idea that they probably will 
not be able to build on any lower cost 
basis for a number of years.” 

This should be a fruitful subject for 


discussion in round table sessions at 
the approaching conventions. 





Wie COLFAX, LOUISIANA. 









CREOSOTED &~- 
UNTREATED - ITEMS 


Mr. Lumber Dealer: Start @D —N 
now and handle Diamond @ 
“C'' Blackpine Creosoted 
Posts. They’re immune to 
decay and termite attack. 
Do your customer a service 
by inducing him to use 
Diamond “C’ Posts and 
thus do away with fence 
trouble. They pay for them- 
selves in longer life and 
lower upkeep cost. 


Lots of good profitable busi- 
ness waiting for you. Order 
in Mixed Car, with other 
Creosoted Lumber—Timber, 
Posts, Piling—and Untreated 
Yard and Shed Stock, Mould- 
ings, etc. 


Write TODAY for full infor- 
mation about Colfax Lum- 
ii ber Products—and this un- 
Ht usual Mixed Car Service. 


[OLFAX|UMBER &|REOSOTING|0. 


SLSOd daLlLOSodu 
quidyoelg ..0,, puoweig |i 


Mrted, 








2x4’s--- Straight Cars 


Old Growth Fir, 
Western Hemlock, 
White Fir 


TRIO LUMBER CO. 


far ak eee 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TIMBERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, P'NE 
26th YEAR 








LEMIEUX BROS.,INC. 


FORESTERS — TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 





410-11 Maritime Bidg. NEW ORLEANS, LA. 








Fred C. Knapp, Portland, Or. 
BUYS AND SELLS 


Western Timber Lands 
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National Production, Shipments and Orders 


Wasuincrton, D. C., Dec. 11.—Following is the National Lumber Manu facturers Association’s report for two weeks ended Dec. 4, and for forty- 
eight weeks ended that date, covering mills whose statistics for both 1937 and 1936 are available, and percentage comparison with statistics of 
identical mills for the corresponding period of 1936: 


TWO WEEKS: Av. No. Production Percent Shipments Percent Orders Percent 
Softwoods: Mills 1937 of 1936 1937 of 1936 1937 of 1936 
A er er ne 122 57,051,000 85 48,207,000 67 49,281,000 58 
SR ie lS aca cin or gh n'ai keg. 0d ware es 171 116,610,000 83 119,727,000 98 131,896,000 60 
I en edi as akan s KOO K 6.040 n ewe ees 120 89,792,000 71 87,964,000 62 82,803,000 48 
Ce ON ok vue tence vecnes cance es 13 13,237,000 84 13,125,000 91 10,557,000 65 
PCD oc cvs 6bcesc ees nkeeee een awhe 8 4,635,000 77 3 ,000 56 2,510,000 36 
EE PEST TPT eT TT Te ee eT — |0Cttsti‘(i‘ eC eke se on 2,811,000 75 2,234,000 48 
pS EI OE OE 19 2,539,000 70 1,949,000 70 1,423,000 43 
RE, 5 os ic ieccavubapeweteeets 463 283,864,000 79 277,063,000 76 280,704,000 “SS 
s 
Hardwoods: 
Se PRR... ccc ccessddeeswwendens 817 13,311,000 * 11,345,000 * 8,045,000 * 
ee NE io ciscwan wonnencesec¥ewaen 19 7,522,000 120 2,475,000 47 1,757,000 24 
Total Hardwoods ...........sseee- veces ae 20,833,000 13,820,000 9,802,000 a: 
TT ns Ce eciag co Wiad ewe eee 544 304,697,000 290,883,000 290,506,000 ; 
FORTY-EIGHT WEEKS: 
t od 
pms *Pine nied lactcgln wie aterarGalwa Wikies o eaeeeas 131 1,747,705,000 98 1,700,746,000 91 1,631,170,000 88 
ON RRS re eer re 171 4,840,179,000 100 5,000,082,000 106 4,487,671,000 92 
PN ts nia s a ne eRe Mee Chemo 122 3,557,195,000 109 3,372,040,000 104 3,150,209,000 95 
Ns ee neues ne aeaameee 13 441,093,000 105 425,075,000 107 385,301,000 96 
on coe ctagengeven tesa eaenae 9 132,757,000 101 128,444,000 101 114,628,000 100 
I, ng gees oh ieee erereneeoaaeees 10 156,448,000 122 125,930,000 108 116,526,000 106 
ES PRO Se eee ore 18 117,866,000 113 88,565,000 125 80,581,000 115 
ne GONE oo 6 6 0 6 oc dedddeveecawenecio’ 474 10,993,243,000 103 10,840,882,000 103 9,966,086,000 “93 
oe Hardwoods ee ee 67t 352,590,000 99 316,880,000 90 293,126,000 80 
ey IED 5... o ecules ee sedaweees os 18 142,174,000 117 115,101,000 105 99,775,000 94 
Biase atid igh Mele te 85 494,764,000 104 431,981,000 392,901,000 “83 
eee ee 541 11,488;007,000 108 11,272'863,000 108 10,358,987,000 92 


fUnits of production. 


*No report for last 


year. 





West Coast Review 


[Special radiogram to AMERICAN LUMBERMAN] 
SeaTTLeE, Wasu., Dec. 15—The 177 West 

Coast Lumbermen’s Association mills, giving 

production, shipments and orders during the 

two weeks ended Dec. 11, reported: 

Production 124,057,000 

Shipments 129,760,000 4.60% over production 

Orders 149,376,000 20.41% over production 
A group of 171 mills, whose production re- 

ports for 1937 to date are complete, reported 

as follows: 

Average weekly cut for forty-nine weeks: 
SE w6ritenaewn wa Cabelen kh alee eee 100,659,000 
EN .24:d:cka ana ae ceaakecee wate 100,073,000 

veeVens Ub sadnaceseeeceese 61,924,000 
A group of 177 mills, whose production for 

the two weeks ended Dec. 11 was 124,057,000 

feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
ee rs aw oe 50,168,000 56,956,000 82,018,000 
Domestic 
cargo.... 46,097,000 66,669,000 123,707,000 
Export .... 17,493,000 9,749,000 51,356,000 
Local - 16,002,000 PS Oe 
129,760,000 149,376,000 257,081,000 


A group of 171 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1936 and 1937 to date, reported as 


follows : Aver. for 2 P 
wks. ended Aver. for 49 wks. ended 
Dec. 11, Dec. 11, Dec. 12, 
1937 1937 195 
Production 61,924,000 100,073,000 100,659,000 
Shipments 64,554,000 103,407,000 97,864,000 


Orders 74,413,000 93,051,000 102,572,000 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 
New Orteans, La., Dec. 15.—Following is a 
summary of reports from southern pine mills 
for the two weeks ended Dec. 11: 
Average weekly number of mills, 112; 


Unitst, 95 
Total for 
Two Weeks 
Three-year average production*.. 52,361,000 
BOCHEE BPEOGUCCION 2c cccccccceccos ,809,000 
aca ecles ob ula hn abigail 40,792,000 
NE «a oc an ccacesucdacs 42,636,000 


Number of mills, 109; Unitst, 93 


On Dec. 11, 1937 
Unfilled orders 30,000 
Unsold stocks 


Vebudet ve eeewewe 51,530 
eR EOE: 427,146,000 
*October, 1933, to October, 1936. 
TUnit is 275,000 feet of “3-year average” 
production. 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., Dec. 11.—Following is statement for eight groups of identical mills and 
two groups of hardwood flooring: plants, of unfilled orders and gross stock footage on Dec. 4: 





No. of Unfilled Orders Gross Stocks 

Softwoods— Mills 1937 1936 1937 193 
re 107 49,021,000 93,476,000 470,806,000 384,523,000 
ce ae eke oc e ee dee 171 247,217,000 628,057,000 1,047,322,000 1,134,305,000 
TE, bc tiacedccccacoewdus 118 118,599,000 277,078,000 1,832,355,000 1,594,290,000 
California Redwood .......ccees 13 23,753,000 43,959,000 301,818,000 287,198,000 
oo aaa 8 3,765,000 7,668,000 159,957,000 158,550,000 
EE ccneeevencccsteves 10 3,561,000 7,978,000 164,889,000 147,433,000 
Northern Hemlock® ........cccb. 14 5,829,000 7,851,000 116,109,000 107,451,000 

eUeee OIMOED 6 oc ccwctscee 441 451,745,000 1,066,067,000 4,093,256,000 3,813,750,000 
Hardwoods— 
Northern Hardwoods® ........... 19 15,635,000 20,785,000 121,899,000 116,142,000 
Flooring— 
oe eee 75 25,331,000 66,866,000 84,233,000 68,007,000 
Maple, Beech & Birch Fig....... 16 6,755,000 8,916,000 17,865,000 15,679,000 


*Unfilled orders reported by 14 and 19 mills respectively; stocks by 20 mills. 





Establishes Planing Mill 


Jutrette, GA., Dec. 13.—A planing mill has 
been established here by the Yates Lumber Co. 
of Macon and several carloads of dressed lum- 
ber are being shipped from here daily. The 
Yates company has recently bought thousands 
of dollars’ worth of lumber in this section, and 
is operating several big sawmills here. 





Nailing Data Given in New 
Bulletin 


San Francisco, Cautr., Dec. 11. — Nailing, 
the result of man’s progress in constructing an 
abode for himself, is the subject of the seventh 
in a series of lumber information letters pre- 
pared by the California Redwood Association’s 
technical staff. 

It is hard to conceive that the first wire nail 
manufactured in the United States was made 
less than a century ago, in 1851, just a year be- 
fore the first power sawmill was constructed in 
the redwood lumber region of Humboldt 
County. From a crude beginning, great prog- 
ress has been made in the science of fasten- 
ings. 

The new information letter treats fully 
this all important phase of the use of redwood 
lumber. It contains a detailed table of the kinds 
and quantities of nails required, the holding 
power of nails, tells how to nail siding, and 
how best to prevent splitting. Special advice is 
also submitted on the kind of nails to use to 


prevent corrosion, how to lesson discoloration 
around nails, and on the use of putty, both be- 
fore painting and in natural finishes. 

Copies of this letter may be secured by writ- 
ing the California Redwood Association, 405 
Montgomery Street, San Francisco. The full 
series, beginning with “The Physiology of 
Trees,” is also available. “Nailing” will be sent 
to all who have already requested that they be 
continued on the mailing list for information 
letters. 





Western Pine Summary 


PorTLAND, Ore., Dec. 11.—The Western Pine 
Association reports as follows on operations of 
identical Inland Empire and California mills 
during the two weeks ended Dec. 4: 


Reports of an average of 120 mills: 
Total for 2 Weeks Ended 


Dec. 11, 1937 Dec. 10. 1936 

Production ...... 89,792,000 126.674,000 

Shipments ....... 87,964,000 142,320,000 

Orders received... 82,803,000 172,228,000 
Reports of 118 identical mills: 

Dec. 4, 1937 Dec. 3. 1936 

Unfilled orders... 118,599,000 277,078,000 


Gross stocks ....1,832,355,000 


Reports of 118 identical mills: 
c——-Year to Date—— 
1937 1936 
$,202,642,000 
3,168,859,000 
$,244,782,000 


1,594,290,000 


weiseein 3,486,195,000 
dewen es 3,300,293,000 


Production 
Shipments 


OUD cc cccccceed 3,082,737,000 
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Recent Rulings on Social Security Taxes 


By J. S. SEIDMAN, C. P. A.* 


- Union rules and conditions prescribed with 
reference to hours, wages, lay-offs etc. do not 
alter the status of the help as employees for 
Federal social security tax purposes, even 
though employers may be considerably limited 
in the control over their help by reason of the 
union regulations. Where, however, there is a 
complete absence of control and direction over 
the men, they then come in the class of inde- 
pendent contractors rather than employees, and 
their compensation is not taxable. 

This principle is given another workout in 
a ruling on manufacturers’ agents. In the par- 
ticular case giving rise to the ruling, a manu- 
facturer engaged agents on a commission basis 
for definite territories. The agents handled 
other lines as well. In the contract with the 
manufacturers, they were specifically referred 
to as independent contractors. Nevertheless, 
it was held that they were employees of the 
manufacturer, since the manufacturer had the 


*Member Committee on Federal Taxation, Amer- 
ican Institute of Accountants. 


Modern Skyscraper 


right to control and direct their services to the 
extent necessary for the manufacturer’s busi- 
ness. 

Honorary officials in an organization may 
have their advantages, but they can also have 
serious tax drawbacks. It has been ruled that 
no matter how “stuffed-shirt” they may be, 
functioning only nominally and without com- 
pensation, they are nevertheless employees to 
be counted in determining whether an organi- 
zation has eight or more employees, and hence 
subject to unemployment insurance tax. As a 
result, a trade association with five paid em- 
ployees, one of whom was its president, and five 
honorary vice presidents, was declared taxable, 
whereas without the honorary vice presidents 
or with no more than two under the circum- 
stances, there would have been no tax. 

Where a company is going through the 
“wringer” by way of bankruptcy reorganiza- 
tion under Section. 77(B), and in the process 
the business is operated by a trustee, the com- 
pany status is regarded as continuing, rather 
than the formation of a new trust entity. Ac- 
cordingly, the tax is to be computed and the 
company’s returns filed just as if no reorgani- 
zation petition had intervened. 


Greenhouse Defies 


Hail; Admits More Winter Sunlight 


Greenhouses generally are flat and low. But 
the City of St. Louis has set a fashion by com- 
pleting recently a greenhouse that has some of 
the characteristics of a metropolitan skyscraper. 
The official name of the new building is the 
“Floral Conservatory,” but it is usually re- 
ferred to as the “Jewel Box.” 


This ultra-modern greenhouse is 186 feet 





Beauty is achieved, as well as practical efficiency, 
in this revolutionary type of skyscraper greenhouse 
built in St. Louis 


long, 55 feet high, and has a total glass area 
of 16,600 square feet. Furthermore, the new 
building reverses the usual procedure—the glass 
is vertical, while the solid roofs are flat and 
no light passes through them. Forming the 
sides of the building are 4,000 panes of glass. 
There are a series of four setbacks so arranged 
that, while the greenhouse is 55 feet at its wid- 
est point, the roof of the fifth plane (that is, the 
top of the building) is only 24% feet wide. 
Such a departure from accepted methods 
was not decided upon without elaborate inves- 
tigation and planning. For example, the ques- 
tion as to whether the plants and flowers would 
receive the necessary amount of light had to 
be definitely answered. Proper ventilation had 
to be provided. Many tests were made with 
models before actual construction was begun. 
Designs and specifications for this project 
were drawn by Wm. C. E. Becker. Specifica- 
tions required that -all of the lumber in the 
building be genuine Tidewater Red Cypress, 
100 percent heart, original growth, and logged 





within 100 miles of the Gulf of Mexico. This 
cypress was furnished by the Florida Louisiana 
Red Cypress Co. There are no columns in the 
building ; triple galvanized, curved steel arches 
are used for the frame. The “Jewel Box” is 
designed to resist a wind pressure of 100 miles 
an hour. 

Some of the reasons for the method of con- 
struction used in this greenhouse are as fol- 
lows: 

First, during the winter, when it is desirable 
to allow as much light as possible to enter a 
greenhouse, the sun is low in altitude, and the 
glass sides permit a greater passage of light. 

Second, the menace of breakage of glass by 
hail is lessened; perhaps eliminated. It has 
been found that often in St. Louis hail falls 
straight down. 


Third, the cost and labor of whitewashing 
the glass in summer is done away with. Shades 
will be used. 


Fourth, the building is in step with the mod- 
ern trend of architecture. 


The illustrations accompanying this article 
show how revolutionary is the design of the 
“Jewel Box” as compared with that of the 
average greenhouse. But they emphasize, too, 
the beauty, charm and practicability of this 
type of construction. 

This building was a PWA project, and cost 
$108,000. 





In winter, when the sun is at low altitudes, light 
is admitted through walls, while solid roof protects 
against hail 
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Holiday Greetings 


To our customers, old and new, 
we send this word of thanks and 
appreciation for the support and 
patronage given us during 1937. 
All members of the Foreman- 
Blades organization wish you a 
Merry Christmas and a most 
Happy and Prosperous New Year. 


Foreman - Blades 
Lumber Company 


Elizabeth City, N. C. 


Kiln-dried North Carolina Pine—Floor- 
ing, Ceiling, Finish, Mouldings and all 
Yard Stock. Straight or mixed cars 
of Pine. Mixed cars of Pine, Cypress 
and Hardwoods. Shipments by water 
to Baltimore, Philadelphia and New 
York. 


Distributing Yards: Baltimore—Brown’s 
Wharf, foot of Broadway; Elizabeth, 
N. J.—11 S. Front St.: Brooklyn—First 
St. and Gowanus Canal; Philadelphia 
—1121 N. Delaware Ave. 


; 
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HERE 
COMES 


Dixie Flooring 


Our new model plant, devoted exclusively to the 
manufacture of DIXIE BRAND OAK FLOORING, is 
now in operation. The last word in quality flooring 
production! Modern up-to-date equipment... dry 
kilns of newest construction . . electrically-driven 
machines of latest design. DIXIE BRAND FLOOR- 
ING, cut from choice Arkansas Oak, is beautiful in 
grain and finish, uniformly fine 
in texture. Superfine flooring. 
with all the extra quality that 
advanced manufacturing meth- 
ods can givel Write for Free 
Samples, prices and full infor- 
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COCRTIFICO 


W. R. WRAPE STAVE CO., iNC. 
Office, Plant, 2200 E. 7th St, LITTLE ROCK, ARK. 


M. A. BATES, Special Sales Representative ‘ 
P. O. Box 395 DERMOTT, ARE. 





Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 











To Employees of 


LUMBER DEALERS 


This Free Trial Lesson, “‘How to 
Read Blue Prints,”’ and a set of 
blue print plans—to show you how 
this 34 year old School for Builders 
trains lumber yard employees to list material, 
estimate costs, etc. 

LEARN IN SPARE TIME AT HOME 

Men with this training are needed now to 
| handle expanding business in lumber yards. 
Lumber yard officials urge employees to get 
this training. For Free Trial Lesson address: 


CHICAGO TECHNICAL COLLEGE 
R 421 Tech Bidg., 118 E. 26th St., Chicago, Ill. 












Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 











NORTHERN WOODS | 


ALL NORTHERN 


HARD and SOFT WOODS 


Birch, Maple, Rock and Soft Elm, Basswood, 
Ash, Oak, air or kiln dried. 
Dimension stock, crating lumber, hardwood 
flooring. Planing mill. 
White cedar posts, poles, shingles. 

MIXED CARS 


Maislein-Dawson Lumber Co., Sheboygan, Wis. 












































SUPERIOR BRAND 
MFMA 


MAPLE FLOORING 
Michigan Hard Maple 


BROWN DIMENSION CO. 


MANISTIQUE, MICHIGAN 
5 | 
YO U R REQUIREMENTS FOR 
4/4” 6/4" 8/4” 


ONE,COMMON AND 
BETTER NORTHERN 


HARD MAPLE 


CAN BE PROMPTLY FILLED 
FROM OUR LARGE WELL 


17 AIR DRIED STOCKS 


VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 























Have You a 


Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? ‘‘Logging’’ will tell 
you how. An invaluable 
reference book for logging 


LOGGING 


By Ralph C. Bryant 


superintendents, timber 


owners, etc. 
* Cloth, Postpaid $4.50. 


. 431 S. Dearborn 
American Lumberman *73,5- 222° 
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Here’s What’s New-- 


Announce New Direct-Drive 
Spindle Shaper 


Walker-Turner Co., Inc., Plainfield, N. J., has 
added a direct-drive spindle shaper to its line of 
power tools. Tests 
on the new shaper 
with direct drive 
reveal that a mo- 
tor rated at 
MY%-hp, develops 
nearly 2 hp. The 
spindle is turned 
at a rate of 7600 
r.p.m. by  preci- 
sion gears built 
into the motor as 
an integral part. 
Both motor and 
gear shafts are 
mounted on ball 
bearings. Motor 
and arbor unit is 
movable both up : 
and down on a seamless steel column 2% inches 
in diameter for a distance of six inches. Move- 
ment is controlled by a screw and bevel gear 
mechanism with micromatic adjustment to 0.025 
inch indicated on a dial. Motor control switch, 
and guard and guide control wheels and locks 
are conyeniently located. 





Interiors of Northern Hemlock and 
Hardwood in New Booklet 


“Home Interiors of Charm and Beauty” is 
the name of a new file-size booklet with 24 
pages and cover, just issued for dealers by 
Northern Hemlock and Hardwood Manufac- 
turers’ Assn., Oshkosh, Wis. Numerous natural 
color and black and white illustrations of resi- 
dence interiors showing wood wall paneling, 
doors, trim and furniture are included. Mar- 
gins of the pages are imprinted with full-length 
strips two and one-half inches wide, showing 
natural color and grain of birch, maple, elm 
and ash paneling. The cover background is a 
re-production of birch in natural color. Sev- 
eral pictures of modern residence exteriors 
appear on the back cover and in the closing 
pages. The book is designed to aid prospec- 
tive home owners in the selection of materials 
for interior trim and finish, and to show the 
use of birch and other northern hardwoods in 
the selection of furniture and decorations. 


Announces New One-Ton Truck in 
Several Body Types 


Ford Motor Co. announces the “one-tonner,” 
a new unit available in several body types. 
New treatment of the radiator grille gives the 
front end a more massive appearance, height- 
ened by long louvres extending horizontally 
along the sides of the hood. The need, _ 

e 


hinged at the cowl, and lifts at the front. 





locking device serves as a modernistic radiator 
ornament. New style headlamps have brackets 
faired into one-piece front fenders. Fenders 
have rolled edges underneath, and are supported 
with heavier braces. Straight-line running 
boards are lower. 

Instruments have been re-styled and re- 
grouped, and an ash tray is standard equipment.. 
The dispatch box has a new type door which 
permits the installation of clock and lock. 
Hardware is the same type used on standard 
passenger cars. Headlight beam is controlled 
by a foot-operated switch, with an indicator 
light on the panel. The wheelbase is 122 
inches. Load length of the platform body is 
933% inches, and width is 7714 inches. Loadl 
length of the stake body is 90 inches, and width, 
72 inches. Steering has been improved by use 
of a new worm and roller type gear, and a 
larger wheel. 

The 112-inch stake, illustrated here, has plat- 
form frame rails of steel, and hardwood plank 
floor. Load length is 80 inches and width 62 
inches. 


New Style Drums Part of Package 
Re-Styling Program 


Aluminum Company of America, Pittsburgh, 
Penna., announces a complete package re-styl- 
ing program, part of which includes new style 
aluminum paint drums, illustrated herewith. 


: 





The drums are for Alcoa Albron paste and 
powder. The new ball and bar design was 
adopted to obtain increased sales appeal. Fig- 
ures on the drums indicate their capacities, and 
paste and powder are easily distinguishable by 
the use of red and blue colors, respectively. 


Western Pine Issues Third Folder 
in Series of Dealer Helps 


The third folder in a series of dealer sales- 
aid leaflets designed for use as direct mail 
advertising pieces or for counter distributfog 
has just been made available to retail lumber 
dealers by the Western Pine Association, Yeon 
Building, Portland, Ore. The title is “When 
You Build, Use Western Pine Siding,” and 
the reference number is 304. Photographs of 
a number of homes sided with Western Pine 
are included, and the piece, in folder form, 3% 
by 6% inches, can be used as an envelope 
stuffer. Complimentary copies will be sent to 
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dealers who request them. A nominal charge 
is made for large lots imprinted with the deal- 
er’s address. Copies of folders previously 
issued are also available. 


Announces Reversible Hand Guard 
for Handling Materials 


A reversible hand guard, No. 12226, which 
can be worn on either hand, has just been 
placed on the market by the Industrial Gloves 
Co., 705 Garfield Blvd., 
Danville, Ill. The guard 
is 7%4 inches long, and 
is made of chrome 
leather, steel-stitched to 
prevent ripping. The 
illustration shows the 
guard over a_work- 
man’s bare hand, but it 
can be used over a 
glove. Where gloves 
are not used, it is 
recommended that the 
detachable thumb in- 
cluded in the picture of 
the guard, be used. The manufacturer will fur- 
nish descriptive literature upon request. 





Booklet Describes Combination 
Logging-Farming Operations 
Combination logging and farming operations 
that offer profits throughout the year are illus- 
trated and described in Form 4184, new booklet 
issued by the Caterpillar Tractor Co., Peoria, 
Ill. The booklet shows how Caterpillar track- 
type tractors and Diesel engines provide the 
heavy-duty, economical power necessary for 
such combined operations. Specific examples 
are mentioned and illustrated. Copies of the 
booklet will be sent free upon request to the 

company. 





THE CHITTENDEN Nursery on the Manistee 
Forest is now growing more seedlings than any 
other Federal nursery, according to the For- 
estry News Digest. It is planned to supply 
stock to the Resettlement Administration and 
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Paint Conditioner Business 


Changes Hands 


Landon P. Smith, Inc., manufacturer of Red 
Devil glass cutters, wood scrapers, glaziers’ 
and painters’ tools and other equipment, an- 
nounces the purchase 
ofthe Roan paint con- 
ditioner and Roan 
portable paint mixer 
business from the 
Roan Mfg. Co., Ra- 


cine, Wis. All future 
inquiries and orders 
for this equipment 


should be sent direct 
to Landon P. Smith, 
Inc., Irvington, N. J. 
All manufacturing and 
shipping will be done 
from that point. 

The former Roan 
paint conditioner, il- 
lustrated, will here- 
after be known as Red 
Devil paint conditioner No. 30, while the port- 
able paint mixer, shown in the smaller photo- 
graph, will be known as Red Devil portable 





RED DEVIL No. 30 





paint mixer No. 31. Conditioner No. 30 is spe- 
cially adaptable to use in the paint departments 
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J. A. Bentley 
Lumber Co.% 


Zimmerman, Louisiana 


Again we send you Holi- 
day Greetings from all 
the officers, employes and 
representatives of the 
Bentley organization. 


We thank you for your 
confidence and good will 
as indicated by your use 
of our service during 1937 
ond through the years. 


We wish you every Christ- 
mas joy and hope the 
coming year will be a 
prosperous one for you. 


















the Agricultural Conservation Program. 


of retail dealers. 
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“Sequoia” is what the Eng- 
lish market reporters call it— 
plain redwood seems to be too 
easy for them. They are un- 
doubtedly making a stagger at 
the correct botanical name of 
the wood, but they stagger out 
of plumb. “Sequoia” might 
mean redwood, big tree, or a 
spruce that grows in Alaska. It 
is a surname, as it were. Not 
one half the users of redwood 
in America know whether “se- 
quoia” is a kind of wood, a 
fowl, fish or beast. 

- «a ae 

A. G. Van Schaick has fig- 
ured considerably as a prophet. 
Last year he predicted that 
never again, in one year, would 
receipts of lumber in Chicago 
equal in amount receipts dur- 
ing 1886. The total that year 
was 1,639,558,000 feet. Already 
this year the total has reached 
1,735,511,000 feet, and the ag- 
gregate is likely to be swelled 
before Jan. 1 sufficiently to 
round out 1,800,000,000 feet. 
This increase of receipts has 
been accomplished in spite of 





the fact that Mr. Van Schaick 
has transferred a portion of his 
car load trade from this city 
to Menominee. 
se 8 © 

A writer from Seattle, W. T., 
tells us about a Tacoma saw- 
mill: “I was astonished to see 
them slashing up the finest and 
largest timber that I ever 
looked at with a five gage saw, 
which was mowing out a half- 
inch kerf. In conversation with 
a man who said he was fore- 
man, filer and sawyer, I was 
told the fir timber on Puget 
Sound is so hard that thin saws 
could not be made to run in it, 
and on being asked why even 
a five- should be swaged 
to cut a half-inch kerf, he was 
unable to explain, merely as- 
serting that it required it in 
this timber. On visiting the 
other mills in Tacoma an 
where on the Sound I found 
the same state of affairs; t 
are turning out nearly as mu 
sawdust as lumber. * * * A 
good live Michigan mill man 
could make a fortune in a short 
time out of what one of these 


else-| claims 





large mills wastes in sawdust. 
It would make an eastern mill 
man’s eyes water to stand in 
one of these mills and see the 
greenbacks going out on the 
conveyors.” 

ee @ @ 

John Torrent’s “nigger” has 
again come to the front. Read- 
ers of the Lumberman will re- 
member that for the last two 
years and over there has been 
considerable litigation in Penn- 
sylvania, Michigan, Wisconsin 
and Minnesota with reference 
to what is known as the Tor- 
rent log turner patent, assumed 
to cover tooth bar log turners 
now in common use in sawmills. 
An association was formed of 
about 20 different infringers re- 
siding: in Pennsylvania and 
against whom suits have been 
brought, to resist Mr. Torrent’s 
case of Torrent against the Du- 
luth Lumber Co., it was claimed 
that one James McGee was the 
first inventor of the device, but 
the jury found that this was 
not true, and gave Mr. Torrent 
a verdict for Semen claimed. 


SOUTHWEST 
LUMBER CO. 
Alamogordo, New Mexico 


Manufacturers of 


DOUGLAS FIR 
PONDEROSA PINE 
WHITE FIR 


Lumber, Box Shook, Crating 


High altitude—Close grained FIR lasts 
longer. 

Owners finest Summer Resort at Cloud- 
croft, New Mexico, with 18 hole Golf 
Course, 9,000 feet high. 
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Portland, Ore. 


WEST COAST WOODS—Aside from the 
Portland sawmill situation, which remains in 
the throes of an inter-union fight, the lumber 
market in the Columbia River district can 
be more optimistically reported than for 
many weeks. This, however, does not mean 
that business volume or prices are satisfac- 
tory, but it does mean that prices are firmer 
and orders more acceptable. It also is én- 
couraging to note that in the Douglas fir belt 
orders were 18 percent above production, and 
in the pine belt, only 4 percent below pro- 
duction. 

INTERCOASTAL—Firm inquiries are being 
received by Columbia River manyfacturers, 
who are now offering some resistance to low 
prices and are obtaining business at slightly 
better levels. Volume of inquiries from both 
Atlantic seaboard and mid-West yards has 
improved locally, with most business closed 
for January shipment, and some done for 
February. Space appears in about normal 
supply for at least 90 days ahead. 


CALIFORNIA—Number of inquiries from 
California remains limited but prices quoted 
on both immediate and forward loading con- 
tracts are firmer. Space is ample for all 
nearby needs. 

EXPORT—Orders from both the east and 
west coasts of South America are freer at 
current price levels, and a fair volume of 
business is reported done. This market has 
been dull for an extended period. Other 
export markets are slow, with freights alto- 
gether too high to United Kingdom or Con- 
tinent, and the Sino-Japanese war practically 
stopping trans-Pacific business. 

LOCAL, NBARBY AND RAII-—Local busi- 
ness is moderate, partly due to the sawmill 
shutdown. Construction for December is 
notably off in the metropolitan area of Port- 
land. Nearby and rail business is of small 
volume and covers mixed cars. 


Seattle, Wash. 


WEST COAST WOODS.—The local industry 
is more cheerful than for several months, 
due to receipt of more inquiry, and the fact 
that orders have exceeded production for 
two consecutive weeks. Bad weather has 
tended to keep log production down, and also 
hindered somewhat the operation of the 
mills, though disastrous floods have been 
avoided. Most manufacturers feel that the 
bottom has been reached in prices, and that 
all conditions point toward advances. 


RAIL—Competition in this market is close. 
Rail prices continue weak, with some items 
slightly lower than previously reported. Dry 
dimension is getting scarce. It is hard to 
buy hemlock 2x4’s at low price, and low 
grade uppers, especially D grades, are none 
too plentiful. The mills are strongly resist- 
ing lower prices and, with stocks none too 
large, are in a fair position to do so. In- 
aquiry has increased. One wholesaler com- 
mented that buyers show interest in placing 
business to be shipped as late as March. 
Mills are strongly disinclined to handle this 
sort of business; they want orders they can 
ship immediately. 


INTERCOASTAL—More inquiry is coming 
into this market. Space continues easy. 
Prices are stiffening, and are about 50 cents 
above the bottom, reached a month ago. 
Eastern stocks have been declining. Despite 
the slow business of the past month, mill 
inventories have been kept close to normal. 
One large shipper reports No. 3 planks hard 
to buy. These are made from low grade 
logs, and there are not enough of these 
available. Mills are not inclined to shave 
prices now, and there is very little distress 
lumber offering. 


CALIFORNIA—A good volume of lumber 
is moving to California. It is being bought 
at $14@14.50. East coast bids run around 
$14.50 with the mills seeking $15. California 
buyers, who have purchased a lot of lumber 
at distress prices, are taking what lumber 
they can get at about $1 below Atlantic 
coast figures. Ship space is easy to Califor- 
nia on a rate of $5. 

EXPORT—Only a limited quantity of lum- 
ber is moving to the Orient. Freight rates 
to the United Kingdom and Continent have 
been reduced to 80 shillings. There are few 
sales to Europe; buyers are looking for still 
lower rates. There is plenty of space avail- 
able. Italy has purchased some spruce and 
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Market News from Aner 


heavy clear fir flitches. Some lumber is 
moving to Germany. South Africa is buying 
a little. In South America, lumber prices are 
going down. 

SHINGLES—AIl kinds of No. 3 shingles are 
scarce, but stocks in general show an in- 
crease. Practically all British Columbia 
mills are down. One estimate is that the 
red cedar industry is operating at about fifty 
percent of normal, but another informant 
declared it is as low as twenty-five percent. 
Stocks are not accumulating to such an ex- 
tent that they have to be dumped on the 
market. Prices of No. 3 Royals and Perfec- 
tions are up 5 to 10 cents; other grades 
remain the same. 


LOGS—Extremely rainy weather during 
November and early December has resulted 
in many large logging camps closing, and 
during the holidays the camps are always 
inactive. Log production is about twenty- 
five percent of normal. Stocks of logs in 
the water are declining. Recently no logs 
were to be had at Everett, all in the water 
having been purchased by mills. There is 
a shortage of better grade logs, and also of 
small logs. Peewie logs are not salable. 
No. 3 fir logs are stronger; none can be had 
at $11. Peewies are priced at $12.50. No. 1 
peelers bring $33; No. 2’s, $27. Other prices 
are the same, 


San Francisco, Calif. 


LUMBER CHARTERS—tThere was uncer- 
tainty in the Pacific Coast freight and char- 
ter market during November, due in part to 
the sudden falling off in demand experienced 
during the last sixty days, according to cur- 
rent report of General Steamship Corp. What 
small amount of chartering was accom- 
plished was done at reduced rates. Owners, 
in general, have modified their ideas on 
time charter considerably, but charterers ap- 
pear to be adopting a hold-off policy until 
conditions become more settled. During No- 
vember, twenty-six vessels were fixed for 
lumber cargo, compared with thirty-two in 
October and eight in November, 1936, when 
strike conditions prevailed. Nineteen of the 
November fixtures were from British Co- 
lumbia ports, three from North Pacific ports, 
two from Pacific Coast designations, one 
from Puget Sound, and one from Coos Bay, 
Columbia River. Twenty of the total lum- 
ber fixtures were reported completed with 
wheat and/or general cargo. Destinations 
were United Kingdom, Continent, Australia, 
Japan, South Seas, South Africa, China and 
Philippine Islands. A small amount of busi- 
ness was reported as consummated for China 
during the latter part of November. There 
was very little offering in the direction of 
Japan. Conference Lines are said to be 
quoting $14 on squares and $18 on logs for 
nearby shipments. No straight lumber car- 
goes were reported as fixed for the United 
Kingdon and Continent, although several 
vessels were fixed on f. i. 0. basis that will 
make lumber a part of their cargo. Parcel 
rates are said to be in the neighborhood of 
80 shillings to 90 shillings, depending upon 
ports of discharge. Two or three vessels 
were reported fixed to Australia on lumpsum 
basis, but further business does not seem to 
be available. Berth freight rates might be 
said to be in the neighborhood of $16/$18. 
One vessel was reported chartered for South 
Africa during November at an undisclosed 
rate. Berth lines out of British Columbia 
were reported to be quoting $19 per thou- 
sand feet up to the first of the year. The 
intercoastal market is reported to be at quite 
alow ebb. Owners are having difficulty in 
keeping their vessels full and in operation. 


LUMBER RECEIPTS—Lumber receipts at 
San Francisco from interior points totaled 
9,007,335 feet for November, compared with 
6,810,300 feet in October. Lumber receipts 
at the port of Oakland during October 
amounted to 21,201,500 board feet, compared 
with 11,909,580 feet in the same month last 
year, and 16,345,860 feet in September this 
year. The total footage of lumber handled 
in the ten-month period of the current year 
was 202,721,390, compared with 209,326,960 in 
the corresponding period last year. 
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PHILIPPINE CONFERENCE RATES—Et- 
fective Feb. 1, 1938, the Associated Steam- 
ship Lines of the Philippines announced, hard- 
wood lumber rates from the Philippines will] 
be advanced $1.50 to the Pacific Coast, and 
$2.50 to the North Atlantic. The new Pacific 
Coast rate will be $17.50, while the North 
Atlantic rate will be $26.50. The Pacific 
Coast-West Coast of South America Con- 
ference has advanced its lumber rate 50 cents 
a ton, with rates on lumber now ranging 
between $18 and $21, depending on ports of 
discharge. 

REDWOOD — While business continues 
more than seasonally depressed, prices are 
firm. Mills are curtailing operations a little 
more than is usual for the winter season. 
Certain items of upper grades in dry lumber 
are still oversold. 


DOUGLAS FIR—Prevalent opinion that fir 
prices are about as low as they can go re- 
ceives support from the fact that mills are 
refusing to quote any lower. There is some 
expectation of an upturn around the first of 
the new year. 


CALIFORNIA PINES — Ponderosa and 
sugar pines continue in the doldrums, with 
considerable price cutting, below cost of 
production, reported among smaller mills in 
respect to Ponderosa. Buying is hand to 
mouth, with inquires at a low ebb. 


Minneapolis, Minn. 


NORTHERN PINE—Production has prac- 
tically ceased until next spring. Output for 
the active season was 22.5 percent greater 
than for 1936. An increase in sales prevented 
appreciable accumulation of stocks, and 
practically every item is in short supply. 
Unfilled orders have been reduced. Demand 
comes largely from retail yards, which are 
making no effort to lay in excess stocks. 
Prices are holding firm. 

NORTHERN WHITE CEDAR—Some cedar 
operations are under way in the north woods 
but, with the height of the production season 
past, both posts and poles are in short sup- 
ply. The principal cut at present is of 
spruce for pulpwood; northern white cedar 
men are more interested in pulp than in post 
and pole production. 

MILLWORK—A volume of storm sash and 
other storm goods that exceeds that for some 
seasons past is reported moving. Most of 
the material is being used for replacements. 
Some small residential building continues in 
the Twin Cities, although low temperatures 
have slowed it down. Considerable material 
still is going into the rural sections for re- 
pair work. Prices remain firm at levels 
established some time ago. 


Kansas City, Mo. 


SOUTHWEST MARKET—The movement of 
lumber virtually is at a standstill, and, the 
industry as a whole is operating at its lowest 
level in years. Orders on hand generally rep- 
resent less than one-third of inventory, com- 
pared with the 150 percent sold position of 
earlier in the year. Decreased production is 
causing stocks to become broken, but one 
mill or the other is in a position to supply 
any item. A number of mills have voluntarily 
shut down until after the first of the year. 
The weather has been unfavorable in the 
southern part of the district. Small mills 
can not operate at a profit, since prices have 
dropped too fast and it costs more to get 
the logs to the mills. Logging operations 
have been restricted, and stocks of dry lum- 
ber are dwindling, operators of small mills 
report. The larger mills, however, have 
more than ample stocks. The year-end tak- 
ing of yard inventories has practically stopped 
all shipments to them. In most instances no 
shipments were accepted until after Dec. 20 
on orders previously placed. 

SOUTHERN PINE—Distributors and pro- 
ducers generally feel that prices are at their 
low point. It is difficult to locate new busi- 
ness. Small mills are practically out of 
operation, due to inclement weather and 
Quotations 


inability to operate at a profit. 
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ricas Lumber Centers 


on identical items vary considerably, and in 
some instances as much as $1. 


WESTERN PINDES—Finish grades are 
holding firm, but common lumber prices have 
eased slightly. 


OAK FLOORING—Volume continues low, 
although there has been a slight improve- 
ment in the last two weeks. Plants are 
down, as there is no incentive to pile up 
stocks, since assortments are ample. 


HARDWOODS—A wide variation in prices 
of hardwoods was noted here. Business is 
at the low point of the year, with prospects 
for the next few months rather poor. The 
furniture industry has not been in the mar- 
ket for several months, and buying from this 
source has been nil. Railroads have done a 
little buying. There has been some crating 
business. Export shipments to Great Britain 
on old orders are practically completed. With 
the new 10-cent rate increase in effect after 
the first of the year there is expected to be 
little lumber moving to England. 


SHINGLES—Demand for shingles was 
light. Prices on Nos. 1 and 2 grades dropped 
5 cents a square this week. A scarcity of 
No. 3’s resulted in that grade holding steady. 


Tacoma, Wash. 


WEST COAST WOODS—The market con- 
tinues quiet. Shipments are still going ahead 
fairly steadily, but for the most part they 
represent a clearing up of ‘accumulated 
orders. There is a decided scarcity of new 
business, although some inquiries are com- 
ing in. Operators report still further cur- 
tailment in production. In many instances, 
mills are taking advantage of reduced pro- 
duction to carry out repairs and general over- 


hauling. 
Norfolk, Va. 


NORTH CAROLINA PINE—The shortleaf 
market is about as dull as it has been in 
some years past, for buyers, regardless of 
price, do not want any more lumber now, 
most of them reducing their inventories to 
avoid Federal taxation, and being inclined to 
see what is going to happen in Washington 
before they take a chance on anything. Their 
inventories generally are too low for safety 
and comfort. Mill offerings are small. Some 
plants are closing up day by day because of 
lack of funds, and many others will be forced 
down because of bad weather. Some mills 
have lumber on hand that they can not dress 
and sell at today’s prices without facing a 
rather heavy loss. Even large mills are run- 
ning only part time, because they have all 
the stock they care to carry until early 
spring. There has been very little change in 
prices of low grade lumber, but upper grades 
from large mills have weakened further. So 
little of the better grades is available from 
small mills with kilns that they can main- 
tain quotations. Users of box lumber, rough 
or dressed, have been buying little, but very 
little talk has been heard of lower prices. 
The roofer market has been very quiet. 
Rumors of lower prices have not been con- 
firmed by sales reports. Air-dried roofers 
sell mostly at $13 for 6-, 8- and 10-inch, f. o. b. 
cars, Georgia Main Line rate. Carolina mills 
have been selling their roofer stock on the 
same basis, plus the rate differential. 


Memphis, Tenn. 


HARDWOODS.—wWhile the market has not 
been active, a better tone is prevalent. Buy- 
ing has been scattered, and covers a wide 
range of items for many uses. Furniture 
Plants have perhaps taken the largest quan- 
tities. Prices have declined steadily, until 
practically all the gains of the earlier 
months have been lost. FAS inch plain white 
oak is selling at $52@55, inch common at 
around $30—and some manufacturers are 
believed to have shaded these prices slightly. 
Inch FAS red oak is selling at around $50, 
with No. 1 common inch around $20. FAS 


Sap gum is holding fairly well at about $34, “ 


with No. 1 at $24. FAS inch plain red gum 
is selling at $60@65. Overseas buying has 
been somewhat stronger than in the preced- 
ing half month—probably because of the 
forthcoming increase in ocean freight rates. 
Woods mostly in demand from overseas are 
poplar and oak. 


HARDWOOD FLOORING—Sales of oak 
flooring have jumped from a low of 20 per- 
cent of productive capacity to 28 percent. It 
is notable that when sales of oak flooring 
were at 20 percent of capacity, production 
was at 52 percent. At present, with sales 
at 28 percent, production is down to 29 percent, 
and hardwod manufacturers say that stocks 
on hand are not excessive. In fact stocks 
are believed to be around 83,000,000 feet, 
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which is just 20,000,000 feet above the abso- 
lute minimum required. Prices of hardwood 
flooring have declined from the high of this 
year by 14 percent. 


Warren, Ark. 


ARKANSAS SOFT PINE—Demand has con- 
tinued dull, new business being insufficient to 
keep planing mills operating at more than 
50 to 60 percent capacity, and sawmill opera- 
tions also have been greatly curtailed. There 
-is little change in the price situation. Most 
owners realize that present prices are several 
dollars under production costs and doubt 
being able to replace present stocks except 
on a higher cost basis. Some smaller opera- 
tors have reduced wages 10 to 15 percent dur- 
ing the past six weeks. As present market 
prices represent a loss to mills more of them 
are expected to shut down. 


SOUTHERN HARDWOODS—Demand is dis- 
appointingly small, although there has been 
considerable increase in inquiries, mostly for 
shipments during the first quarter of next 
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Let us show you Quality and Service that will merit your | 
repeat orders for kiln dried or air dried Dowicide-treated 


Dipped, Eased Edge Dimension, No. 1 and No. 2 Common, 
Flooring, Ceiling, Siding, Finish, Boards, Railroad and Car 
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Address all Correspondence to Montgomery, Ala. 
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Do You 


ov Hardwoods? 
Write Adams-Edgar 


Our mills are headquarters for choice 
Hardwoods. We have modern equipment 
and complete facilities for kiln-drying, 
surfacing and resawing. 


Let us quote on your needs. Put us on 
your list of mills to which you send in- 
quiries. Let us quote. 
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year. Nos. 1 and 2 4/4 sap gum continue in 
large supply, and can be sold only at low 
prices. Both large and small mills owning 
rough oak flooring stock are holding for bet- 
ter prices. Many flooring units are either 
shut down or are operating at only 20 to 30 
percent capacity. Few mills in this district 
report a normal supply of logs, and, with 
river and creek bottoms too wet to permit 
operations, there is little indication of pro- 
duction being able to approach normal for 
the next six months. A small increase in 
demand would greatly strengthen the price 
structure. 


Birmingham, Ala. 


SOUTHERN PINE—Winter weather has 
slowed down production, and deliveries from 
mills. Buyers have begun picking up such 
items as needed for fillers, and price ad- 
vances ranging from 50 cents to $1, on lower 
grades especially, are noted. All items of 
No. 3 common, except ceiling, moved back to 
$12 and up, with No. 2 common, except 1x4- 
inch strips, adding $1 to the low. Industrials 
are again buying regularly, and all Govern- 
mental agencies, including State and county 
school authorities, show a tendency to in- 
crease their purchases. Retailers in larger 
towns recently revised their price schedules, 
are optimistic about the new FHA proposal, 
and expect to find plenty of business. Many 
plans are being drawn by architects, while 
contractors are busy figuring. 

RED CEDAR SHINGLES—Advances were 
noted of 5 cents on No. 2, and 10 cents on 


No. 1. 
Houston, Tex. 


SOUTHERN PINE—There has been a con- 
stant dwindling in orders. Yards are taking 
only such material as they have to have, de- 
siring low stocks at inventory, and being re- 
luctant to buy on a weak market. There has 
been considerable price reduction on lower 
grades, 1x8-inch No. 2 shiplap selling for 
$17@17.50, mill, with 1x8-inch No. 3 shiplap 
$12.50@13, mill. Buyers seek reductions on 
No. 1 and better grades, but so far unsuccess- 
fully except in a few instances, as mill stocks 
of these grades are low. Export trade is 
dull, but most mills still have some orders 
on file. There have been some Island inquiries, 
as well as orders, for Nos. 2 and 3 boards. 
Planers are running only part time. There 
has been heavy curtailment at most sawmills. 

SOUTHERN HARDWOODS—Prices are firm, 
but few sales are being made. Orders are 
expected to develop after the furniture shows 
in January. Flooring has been holding firm, 
but sales have been light. 


SHINGLES AND LATH—tThe shingle mar- 
ket has shown weakness, as a large number 
of yards placed orders before the Canadian 
quota was filled and are not now in need of 
shingles. There has been some buying for 
shipment after Jan. 1, but orders are taken 
at rather low prices. No. 1 Perfections sell 
from $4.09@4.44, delivered 72-cent rate. Lath 
hold firm, with demand normal and stocks 


i Buffalo, N. Y. 


Building operations in Buffalo and subur- 
ban towns have been greatly curtailed lately 
by some of the stormiest December weather 
on record. In the northern part of this city 
and in Kenmore adjoining, streets and roads 
were rendered impassable for several days 
by snow which isolated residents and 
brought about a shortage of food and fuel. 
Delivery of lumber in these sections was 
very difficult, and in some cases impossible. 
The usual lull in lumber buying is noticeable 
as the holidays and inventory taking draw 
near. Orders in most cases are for small 
amounts for immediate use. Lumber prices 
are holding steady and some items are ad- 
vancing, due to curtailed mill operations. 


HARDWOODS.—Buying is on a small 
scale, though some yards have had a fair 
amount of business lately in furnishing stock 
that was immediately needed. Woodworking 
plants in most cases are running at a lower 
rate than they were a short time ago. 
Prices on the majority of items are not 
showing much change. 

WESTERN PINES.—The market shows 
firmness, owing to lighter production. Local 
retailers are not inclined to add to their 
present stocks until after they have com- 
pleted their year-end inventories. 


NORTHERN PINE.—Demand is slow, as is 





usual at this time of year. Severe weather 
has brought about a curtailment of building 
operations, and industrial plants are running 
on reduced schedules as compared with a few 
weeks ago. Prices are holding about steady. 


Montreal, Que. 


Uncertainty clouds the horizon of the lum- 
ber industry in Canada’s maritime Provinces. 
Doubt exists as to getting the product over- 
seas, as bottoms are scarce, due to demand 
for them for war purposes, and rates are 
very much higher. Unless there is promise 
of early relief, there will be a diminution 
of 25 to 40 percent in the cut of lumber in 
New Brunswick and Nova Scotia. The large 
ocean rate increase places Canadian lumber 
operators in an unfavorable position in com- 
parison with competitors in Baltic ports, 
some of whom, working on unexpired con- 
tracts, are able to ship at the old rates to 
Great Britain. For the first seven months 
of the current year, however, lumber exports 
from Canada—British Columbia and the East 
—to Britain were much in excess of those 
for the corresponding period of last year. 
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Recently the New Brunswick lumber opera- 
tors asked the Provincial minister of lands 
and mines for a reduction in the stumpage 
rate, instancing the high ocean tariffs, in- 
creased cost of supplies and higher wages, 
etc. The minister, however, stated that he 
thought the stumpage rates were not un- 
reasonable in comparison with other costs. 
Value of sawn lumber f. o. b. ship at eastern 
Canadian ports is $3 to $4 per thousand feet 
less than it was three months previously, 
increased ocean rates having more than taken 
up any increase in landed values in England. 


Jacksonville, Fla. 


SOUTHEAST TRADE—Despite the seasonal 
lull, leading lumbermen are more optimistic, 
and expect some upturn in business after the 
first of the year. 


SOUTHERN PINE—Shortleaf mills are 
having their troubles in finding business. 
There has been no appreciable weakening of 
prices, and the general opinion is that mills 
will have to shut down rather than accept 
lower returns. Longleaf still holds its rela- 


New Kilns Handle Round Loads of 
Treated Lumber 


Weep, Cauir., Dec. 11.—An interesting fea- 
ture of the kilns just installed by the Long-Bell 
Lumber Co. at its new creosoting and Wolman 
Salts treating plant in connection with its lum- 
ber operations here, is that they are designed 
so that they can take care of drying lumber 
in cylindrical loads piled 9 feet in diameter, 
such as are employed in this treating process. 
The kilns are employed for drying lumber both 
before and after being treated with Wolman 
Salts. They are also adaptable for drying 
white or sugar pine in conventional dry kiln 
loads stacked 8 feet wide and 10 feet high. 
The Long-Bell Lumber Co. for many years has 
operated creosoting and lumber treating plants 
in the East. 

Two modern Moore reversible cross-circula- 
tion kilns have been installed in connection with 
the Wolmanizing operations. They are 104 
feet long, of the longitudinal shaft design, and 
have the fans and mechanical equipment in- 
stalled overhead, above the loads of lumber. 
These new kilns are of wood construction, em- 
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ploying 6-inch laminated wood walls and roof. 
The buildings were constructed by Jack Gil- 
more, contractor, who has made a specialty 
of erecting kiln buildings in northern Cali- 
fornia. 

The dry kilns are of Moore’s latest type 
and employ fin pipe radiating units which are 
welded in place in the kilns. The air-circulat- 
ing system consists of large capacity disc fans 
which circulate a large volume of air across 
the loads from one side to the other. This air 
circulation is reversed in direction periodically, 
and the stock is scientifically and uniformly 
dried to a final desired moisture content. The 
drying elements of heat, humidity and circu- 
lation are under close automatic control. The 
kilns are equipped with both steam and water 
sprays to give prompt and effective final con- 
ditioning of the lumber. 

J. M. White is manager of the Long-Bell 
Lumber Co. operations at Weed, and George 
E. Taylor is in charge of the new treating 
plant: Frank Rosetto is dry kiln superintendent. 





Above—Snow covered Mt. Shasta is the background for the new Moore cross-circulation kilns at the 
Wolmanizing plant of the Long-Bell Lumber Co., Weed, Calif. Below—Lumber stacked on the round 
load just coming from the treating plant, before entering kiln 
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tively strong position; some orders are being 
pooked, and most mills are operating on 
fairly near normal schedules. 

SOUTHERN CYPRESS—A seasonal slacken- 
ing-off in bookings has been noted, as yards 
prepare for taking of inventories, yet substan- 
tial orders are being placed for shipment the 
latter part of December and early in the new 
year. Some of the big mills are to shut down 
soon for their annual overhauling, and will 
not be able to handle special orders until 
after the first of the year. 

HARDWoOODS—Winter reduction in furni- 
ture sales has cut the volume of lumber re- 
quired by factories, and hardwood business 
continues dull. 

CYPRESS SHINGLES, LATH—Demand is 
good for most items of shingles. Mills have 
somewhat better inventories than of late, par- 
ticularly of 5-inch bests. The 4-inch bests 
and primes are still in short supply. Lath 
stocks are reasonably good. 


To Study Tapioca Stems As 


Insulating Material 


Ames, Iowa, Dec. 13.—That there may be a 
distinct relation between tapioca pudding and 
insulating boards, is indicated in some experi- 
ments that have been undertaken at Iowa State 
College. An English syndicate has sent three 
bales of cassava, or tapioca stems, halfway 
round the world to the chemical engineer- 
ing laboratory of the engineering experiment 
station at the college. These stems were 
shipped from the port of Batavia, on the Island 
of Java in the Dutch East Indies, and during 
the journey were twice fumigated to remove 
any harmful insects. The English syndicate is 
interested in utilizing these waste stalks in the 
manufacture of insulating and pressed board. 
The stems now have no commercial value, 
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although produced in great quantities. Dr. 
L. K. Arnold, associate chemical engineer of 
Ames, will have the job of converting these 
stems into insulating board. The roots of this 
plant are the source of starch marketed as Bra- 
zilian arrowroot and as tapioca. 





Spokane Firm Reorganized 


SPOKANE, WASH., Dec. 11.—The reorganiza- 
tion plan for the White Pine Sash Co. was 
approved in the United States district court in 
Spokane, Dec. 4. Henry G. Klopp, principal 
stockholder and general manager; J. P. Mc- 
Goldrick and Frank C. Paine, were approved 
as a bondholders’ protective committee during 
the life of the debentures. It is expected that 
the company will be operating under the new 
plan by the first of the year. 

The bondholders will immediately receive 
more than $60,000, 25 percent of the face value 
of bonds, in cash, and debentures for 85 per- 
cent of the value of their bonds. Outstanding 
bonds total $226,000. The 10-year debentures 
bear interest at 3 percent. General creditors, 
whose claims amount to $224,621, will be given 
debentures for 110 percent of the face value 
of their claims. 

_—_——_—_—SSS—_—_—— SS 


Gets Big Redwood Tie Contract 


South San Francisco, Cauir., Dec. 11.— 
The South City Lumber & Supply Co. here has 
been awarded the contract for sawing the 50,000 
redwood ties for the San Francisco-Oakland 
Bay Bridge railway system, according to I. E. 
Horton, manager. The firm was one of the 
few in this district equipped to do the work. 
Each tie must be sawed to specifications for its 
proper place on the bridge. 


Forest Service Transfer Opposed by 
Former Chiefs 


WasuincTon, D. C., Dec. 13.—The creation 
of a Department of Conservation, and accom- 
panying legislation empowering the President 
to make appointments to all “policy determining 
positions” in the several executive departments, 
as included in the Government’s proposed reor- 
ganization bill (Byrnes—S. 2970), is vigorously 
opposed by three former chief foresters of the 
United States, according to statements from 
them released by the Washington headquarters 
of the American Forestry Association. Passage 
of this bill is one of the five legislative objec- 
tives for which President Roosevelt called the 
special session of Congress. 

Referring to the provisions of the bill which 
would create a Department of Conservation by 
bestowing that name upon the old Interior De- 
partment, and by giving the President power 
to transfer thereto any conservation agency of 
the Government, Henry S. Graves, former chief 
forester and now dean of the Yale Forest 
School, said: 

The proposed transfer of the Forest Service 
violates sound principles of administration, 
because forestry is an essential feature in 
soil conservation and use, and intimately re- 
lated to other scientific and economic fields 
in the Department of Agriculture. There is 
no necessity, no sound logic, and no public 
demand for the proposed changes which affect 
forestry activities. 


In full agreement with his fellow conserva- 
tionist on this feature of the Federal reorgani- 
zation plan, former Chief Forester Col. William 
B. Greeley strikes more specifically at Section 
203 of the proposed bill. This section would 
also give the President power to appoint, irre- 
spective of Civil Service, the “head of any 
bureau, division, service, or other similar 
agency,” which in his judgment is “policy deter- 
mining in character,” thus opening the door 
to political patronage. Col. Greeley said: 


The feature would substitute Presidential 
appointment to the more responsible posi- 
tions, for promotion through Civil Service. It 


would take the heart out of the technical and 
professional services of the Government. I 
can readily picture the blight that will fall 
upon these thousands of trained Government 
workers once it is decreed that any advance- 
ment to positions of executive responsibility 
of determination of policy will depend upon 
political preferment. It will wreck the morale 
of the Civil Service. I hold it to be the most 
destructive proposal that has been before 
Congress in many years. 

Gifford Pinchot, first chief forester of the 
Forest Service, bases his criticism: on long 
— with Government activities. He 
said: 

It is bad judgment because it would dis- 
organize the Forest Service to no good end. 
It is bad administration, because it would 
divide and separate work that is now to- 
gether and should be kept so. Forestry is 
tree farming. Forestry is a part of agri- 
culture and belongs with plant and animal 
industry, erosion control, and the rest of 


farming. 
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Eastern Texas Reforestation 
Program Started 


NacocpocHEs, TeEx., Dec. 13.—Reforesting of 
a large area of cut-over lands in the Angelina 
national forest of eastern Texas, the only 
United States Government forest reserve in 
this State, was started Dec. 1. The project in- 
volves the planting of fifteen million pine trees, 
under the direction of the Forest Service. The 
huge program, launched last season, when 
6,969,000 trees were planted, will extend over 
15,000 acres of cut-over timberland in Na- 
cogdoches, Angelina, Jasper and San Augustine 
counties. Three hundred CCC enrollees and 
forest rangers will plant the trees. Seedlings 
will be obtained from the United States Forest 
Nursery at Alexandria, La., and will be mainly 
longleaf and slash pines. The CCC turpentine 
camp 24 miles west of Jasper will serve as 
headquarters for operations. 











Sends to everybody in the 

lumber trade Best Wishes 

for a Merry Christmas and 
a Happy New Year 


Se a ea 


We hope that 1938 will be a banner 
year of success and prosperity for 
you. 


We want all our customers to know 
that we greatly appreciate their 
patronage and their confidence in 
our organization and in our prod- 
ucts. We shall strive to merit a 
continuation of this patronage and 
good will. 


As in the past, you can depend on 
us to give prompt and careful atten- 
tion to your orders—and to supply 
you with certified values in 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish . Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., Dec. 13.—The latter half of 
the current year is going into the records of 
both the wholesale and retail branches of the 
lumber industry in this section as extremely 
disappointing in the volume of business booked, 
and the margin of profit over costs, that will 
largely offset the earnings of the earlier months 
of the year, when balances are struck on Jan. 1. 
Absence of buying for restocking the yards is 
prompted by caution, as dealers aim to maintain 
a liquid economic position. 


Lack Confidence in Federal Housing 
Program 


Interviews with scores of lumber distributors 
at the trade conventions and in their business 
offices have failed to uncover a single dealer 
who had been encouraged by the latest Admin- 
istration plans for speeding up home construc- 
tion. They insist that the plan is neither logical 
or economically sound, and point to the state- 
ment by the head of the Co-operative Bank 
League that loaning funds for a home up to 90 
percent of the cost would be financial suicide, 
whether the loans are made by banks or by the 
Government. One dealer points to the state- 
ment made by Administrator Nathan Straus, 
as recently as Dec. 8, that his department was 
prepared to write off $134,000,000 from the cost 
of its low-rental housing in order to keep rents 
down to a point where slum dwellers could 
afford to occupy them. A Cambridge dealer 
tells of recent instructions from Washington to 
its representative in charge of renting the 294 
family units recently completed in that city. 
They have been idle two months. The city 
insists that normal taxas must be paid into the 
city treasury, as the section must have full city 
services. Washington objects, and the housing 
chief instructs that in fixing rentals to tenants 
the element of cost may be ignored, and that 
the rent charge may be based upon the ability 
of the tenant to pay. A composite view of the 
building material dealers as it has come to the 
writer, emphasizes lack of confidence in the 
general business outlook rather than the high 
cost of building material and of building labor 
as the primary cause of the current inactive 
construction program. It is pointed out that 
funds for private investment housing will be 
available in full volume when business confi- 
dence is restored, and when the investor is not 
brought into competition with housing as it 
has thus far been handled by the Government. 

All of the State associations of retail dealers 
in New England have held their annual con- 
ventions during the past two weeks, paving the 
way to the annual conclave of the Northeastern 
Retail Lumbermen’s Association at the Hotel 
Pennsylvania in New York during the week 
of Jan. 24-28. A unique and important dealer 
event is scheduled for the Boston Statler on 
Wednesday, Dec. 22, when Johns-Manville holds 
a session of its Sales Training Schools for 
building material dealers during the day, cul- 
minating with a dinner in the evening to its 
guests. 

A move of much more than casual interest 
and importance in Boston lumber circles is the 
announcement that the Curtis & Pope Lumber 
Co. on Jan. 1 is to abandon its waterfront 
location on South Bay by moving inland a half 
mile to a new site on the south side of Massa- 
chusetts Avenue, a half mile east of Albany 
Street. The new location had been used as a 
baseball park, and its 100,000 feet of area is 
surrounded by a 12-foot fence. The old office 
building will be moved to the new site and set 
up at the street line. Following the rear wall 
of this building, an ornamental false front will 
be run the entire width of the 160-foot frontage, 
with two entrances to the 54x250 foot lumber 
shed directly in the rear. The area in front of 
this shed will be landscaped and developed as 


a parking space for the use of callers at the 
office. The move is from a location never seen 
by the motoring public, to a spot on famous 
Massachusetts Avenue—22 miles in length— 
which runs from Dorchester, through Boston, 
Cambridge, Arlington and Lexington to Concord. 
It is a main artery of travel for motorists 
moving in or out of Boston from either direc- 
tion. The business was started by Maj. George 
Curtis—a carpenter—about ninety years ago. 
He was joined by the late Benjamin Pope, and 
in 1893 the business was incorporated as Curtis 
& Pope Lumber Co. Messrs. Pope and Edgar 
Cottle withdrew from the business in 1923, 
when George Cobb and Daniel Lucy took over 
the enterprise. Their large yard at Massa- 
chusetts Avenue and Albany Street was taken 
by the city in 1932 for the erection of a hos- 
pital unit, when the office was moved to its 
present wharf location on South Bay Avenue. 


WEST COAST FIR AND HEMLOCK—Sur- 
plus holdings at the Boston terminals have 
been substantially reduced during the past 
sixty days, as receipts by water have been 
light, and dealers have drawn steadily upon 
these local stocks in keeping their yard as- 
sortments complete, and to avoid placing 
round-lot orders for direct mill shipment 
until after the turn of the year. Cargo re- 
ceipts at Boston in November totaled 6,794,- 
340 feet, and compare with an average 
monthly total in the preceding four months 
of 16,065,782 feet. Light deliveries are con- 
tinuing in December, and for the first thir- 
teen days have hardly reached a round mil- 
lion feet. Sales of dimension from storage at 
the terminals show a discount from page 16 
of the West Coast differential list ranging 
from $10.50 to $11.50, and it is within this 
discount range that most mill orders are being 
placed with the manufacturers. From local 
storage to dealers many large blocks have 
changed hands at the higher discount, but for 
small lots most sales are at the narrower dis- 
count of $10.50. At the distribution yards, most 
sales to dealers take the $5 discount. There 
is no over-supply of boards, with most sales 
of 10-inch No. 2 at $29.75@30.25, and the 
No. 3 at $26.75@27. There is ample vessel 
space offering, and the intercoastal rate con- 
tinues at $14, 


EASTERN SPRUCE—New business being 
placed with the mills is virtually at a stand- 
still. Most of the smaller mills are down 
for the winter period, and the larger winter 
mills have fairly full order files to absorb 
their product until the spring demand gets 
under way through January and February. 
For any ordinary run of small dimension, 
2x3- and 4-inch, delivered at Boston points, 
most sales are $33@34, with the 6-inch at 
$34@35; 8-inch, $36@38; 10-inch, $40, and 12- 
inch, $41. For the smaller sizes of scantling 
there are large mills quoting as high as $35, 
but sales at this figure are said to be limited. 
Dry and dressed boards are fairly active and 
firm at $35@37 for the 6- and 7-inch, with 
the 4- and 5-inch at $32@34. Bundled fur- 
ring, 2-inch, is offered as low as $30 and as 
high as $33, with most sales at $32; the 3-inch 
is $1 higher. 


EASTERN HARDWOODS—With the holi- 
day rush at the woodworking plants over, 
the call for lumber has settled to a mid- 
winter basis, with actual sales held to the 
low limit of current requirements. The mills 
are holding to the old price level, and as the 
buyers are in the dark as to their probable 
outlet for manufactured goods in the new 
season, they are not getting together on 
season contracts for hardwood supplies. This 
applies also to the maple heel trade, which 
today is practically at a standstill, as the 
heel shops make ready for the next season’s 
run, 


LATH AND SHINGLES—For full carloads 
of 1%-inch slab lath delivered at Boston 
points most shippers quote $4@4.25, with 
smaller lots to be shipped with lumber at 
$4.50. Most sales of 1%-inch are at 
$4.25@4.50, with small lots held as high as 
$5. Sales are light. For eastern white cedar 
shingles the market is fairly active and firm 
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at $4.35@4.50 per square for extra’s; $4 for 
clears; $3.50 for 2nd clears, and $3.10 for 
clear walls. West Coast red cedars from 
local storage are offered freely to dealers at 
$4.85@4.95 per square for the 18-inch Perfec- 
tion; $4.40@4.50 for 16-inch XXXXX No. 1; 
$3.80@3.90 for No. 2, and $2.95 for No. 3. For 
all-rail delivery to New England yards the 
Washington mills have sold freely at $4.68 
for 18-inch Perfections; $4.25 for XXXxXX 
No. 1; $3.75 for No. 2, and $2.80 for No. 3. 
With the British Columbia mills out of the 
market until the new quota period starts on 
Jan. 1, no bookings at local offices have been 
reported for shipment from B. C. mills. 


PINE BOXBOARDS—Demand is seasonally 
slow, but the price position is steady, par- 
ticulerly for good dry square edge boards, 
which are offered at $27@30 for the 6- to 
10-inch No. 4, and $33@35 for a good run of 
No. 3. Sales of round edge are limited, but 
supplies are normal, and the better lots of 
inch are held at $14, to as high as $16, on 
cars at the mill yards. There are poorer lots 
selling at slightly lower prices. 


NEW YORK, N. Y. 


A fairly close check of activity at retail lum- 
ber yards in this metropolitan area indicates 
the lowest level of lumber deliveries of any 
monthly period in recent years. Dealers do not 
look for a material improvement before early 
spring, but they have noted a widespread re- 
newal of interest by owners and promoters in 
getting prices and bids with a view to action 
later on. . 

Industrialists and students of economics are 
setting up some hard facts that are turning 
the commercial tide against the theorists. 
Dr. Karl T. Compton, head of the Massachu- 
setts Institute of Technology and a brother 
of Dr. Wilson Compton, manager of the Na- 
tional Lumber Manufacturers’ Association, 
told the Technology Club of New York, at its 
annual meeting here on Thursday night, that 
“Government is hampering human advance- 
ments. . Private industry is the only 
agency that can bring us a revival of activi- 
ties and a higher standard of living.” He 
offered a three point program (1) “Freedom 
from restrictions of legislation.” (2) “Clari- 
fication of government objectives by acquaint- 
ing the nation with what the rules of the 
game will be.” (3) “Active advancement and 
application of science to bring industry into 
new fields.” While asserting that industry 
held the key to advancement, he pointed out 
that its activities must be properly balanced 
with agriculture to bring nationwide pros- 
perity to all. He stated that a new depart- 
ment of labor relations has been organized 
at M. I. T. through donations made by Gerald 
Swope, head of General Electric, who served 
as toastmaster at this New York meeting. It 
was explained that the aim of this depart- 
ment is—through research and study—to find 
the proper or normal and fair relationship of 
industry and the wage earners. 

In local lumber circles the chief activity 
at the moment is by the various trade groups. 
On Nov. 30 the Johns-Manville Co., well 
known distributor of building specialties, 
held a sales clinic at a local hotel, which 
was largely attended by the trade. Question- 
naires have since been filled out by 88 repre- 
sentatives of building material firms located 
chiefly in metropolitan New York, and the 
results of this survey were made public on 
Thursday, Dec 9. They showed that 72 per- 
cent expect the sales trend through 1938 to 
be upward, although only 43 percent antici- 
pate a rise in either net or gross profits, 
while 43 percent expect a decline. Expan- 
sion in sales forces was indicated by 40 per- 
cent of the firms. Though the buyers’ strike 
in the latter half of the year laid a heavy 
hand upon home building, activity in the 
earlier months of the year enabled these 88 
dealers to show a 1937 sales volume increase 
over the previous year of 16 percent. 

The Wood Lath Bureau has been revived 
and reorganized at 75 West street, with 
Elmer E. Dey as executive secretary and 
treasurer. Frederick G. Weber is president, 
and W. Scott Blanchard, of Blanchard Lum- 
ber Co., is vice president. The aim is to 
check the downward spiral in the use of 
wood lath. Indicating the trend in this direc- 
tion it is noted that importations of wood 
lath from Canada in 1926 were valued at 
$9,470,796, and dropped steadily to $375,485 
in 1934. In the past two years there have 


been steady gains, with the value in 1936 
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reported as $930,885, and the current year 
promising to move well above the million 
dollar mark. Manufacturers and distributors 
are being rapidly enrolled, and an intensive 
promotional campaign from this New York 
office is now well advanced. 


Baltimore, Md. 


NORTH CAROLINA PINE.—The movement 
has declined. Demand from contractors and 
builders is appreciably smaller. Box makers 
keep fairly busy, with orders enough to carry 
them over into the new year, and fair busi- 
ness in sight, but have liberal stocks of lum- 


ber. There has been little accumulation on 
the wharves. Quotations are fairly well sus- 
tained. 


LONGLEAF PINE.— While demand has 


Amermecan fiumberman 


eased to an appreciable extent, it cannot be 
said that actual dullness prevails. Level of 
values is well sustained. 


CYPRESS.—Cypress continues 
for a variety of purposes. 
shown no signs of sagging. 


WESTERN WOODS.—The market for fir, 
spruce and other woods continues dull. Sell- 
ers report a good inquiry, but buyers are 
more hesitant to place orders in anticipatien 
of needs. 

HARDWOODS.—Demand is slow but no 
further marking down of the quotations has 
occurred. Furniture factories have not been 
very active in asking for bids, but total de- 
mand has kept up fairly well. The prospect 
of higher ocean freight rates has had little 
effect in stimulating export demand. 


in demand 
Quotations have 


From the Labor Front 


Labor Board Decides Against 
Washington Mill 


[Special telegram to AMERICAN LUMBERMAN] 

San Francisco, Cauir., Dec. 12.—The ninth 
U. S. Circuit Court of Appeals has granted 
the National Labor Relations Board an enforce- 
ment order against the Carlisle Lumber Co., of 
Onalaska, Wash. In a two-to-one decision, the 
court directed the immediate enforcement of a 
Labor Board order against the company, ex- 
cept the payment of $250,000 in back wages to 
strikers. The court allowed twenty days for 
either side to ask leave for presentation of 
additional evidence to the Labor Board on how 
much should be paid. The case grew out of 
a strike at the mill in May, 1935. Reinstate- 
ment and back wages are asked by more than 


220 workers. 
eaten enemas tne 


Drivers Sign with 7 Firms 


STEVENS Point, Wis., Dec. 13.—The Kellogg 
Bros. Lumber Co. is among the seven of the 
eight local lumber and fuel companies that have 
signed an agreement with members of the Gen- 
eral Drivers Local, who on Dec. 3 staged a 
short walkout for union recognition. The 
agreement provides for a closed shop, a wage 
scale of 48 cents an hour, and arbitration of 
future disputes. 


Employee Ordered Reinstated 


MARSHFIELD, Wis., Dec. 13.—Reinstatement 
of an employee of the Blum Bros. Box Co. 
here, has been ordered by the Wisconsin labor 
relations board, which held the company guilty 
of unfair labor practices on the grounds that 
it had discharged the workman for union or- 
ganization work. The employee was also 
granted his back pay. 





Coastwise Schooner Crew 
Strikes for Hot Meals in Port 


San Francisco, Cauir., Dec. 11.—A “hot 
meals” dispute threatened to tie up the Pacific 
Coast lumber schooner movement recently. The 
crew of the schooner James Griffiths, docked 
at San Pedro, walked off in protest when two 
cold meals were substituted. for hot food on days 
the ship’s cargo was not worked while in port. 
When the crew did not return to work as re- 
quested, Dec. 3, the Shipowners Association of 
the Pacific formally notified the Sailors Union 
of the Pacific of suspension of their agreement. 
_ The shipowners claimed a clause in the work- 
ing agreement called for the settlement of all 
disputes by arbitration, and further claimed 
there was no clause in the contract which speci- 
fied hot meals be served when the ship was tied 
over in port and when the majority of the crew 
were granted day leave. The crew of the 
Griffiths were assertedly served a hot breakfast 
and cold lunch and dinner. 

The ordered tie-up of steam schooners was 
called off Dec. 7, when the shipowners’ associa- 


tion and two sailor’s unions resumed agree- 
ments. The Griffiths sailed for San Francisco, 
where the hot meal dispute was to be submitted 
to the port committee. 


Agree But Not to Closed Shop 


Owen, Wis., Dec. 13.—The Owen Box & 
Crating Co. has signed an agreement with the 
United Brotherhood of Carpenters & Joiners, 
AFL, affecting forty-three employees. Included 
are seniority rights, wage increases, and a revi- 
sion of wages for skilled labor and common 
labor. A closed shop, part of the original de- 
mands, was not obtained. 





CIO Wins Portland Election 


PorTLAND, Ore., Dec. 11.—Portland sawmills 
continue in the grip of the inter-union dispute, 
with the C. I. O. this week winning the elec- 
tion, called by the governor, in the big Inman 
Poulsen mill. American Federation of Labor 
officials say they will continue the boycott of 
C. I. O. produced lumber. The governor called 
the election at the Inman Poulsen mill after 
the National Labor Relations Board, contend- 
ing representation of employees already had 
been determined, refused to hold another elec- 
tion or to sanction one. Whether the governor 
will call more such elections has not been re- 
ported. The Inman Poulsen mill was slated 
to reopen next week. 


Old Wisconsin Firm Dissolved 


MerriLL, Wis., Dec. 13.—Legal dissolution of 
the Stange Lumber Co., one of the pioneer lum- 
bering firms here, was completed recently. 
Incorporated in 1895 by A. H. Stange, W. D. 
Martin and John Elsen, the company carried 
on extensive lumbering operations in northern 
Wisconsin, and also on the West Coast, where 
it controlled the Mount Emily Lumber Co. 
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LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 


OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 








AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plyweod—Tropical Hardwoods 


28 Church Street, Buffalo, N. Y. 
Specializing in 


PLYWOOD of every description 








GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens 
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When you sell COOK’S OAK FLOORING, back it with 


your strongest recommendation. 


It's a top-quality 


product of precise manufacture, with a beauty and 


fine texture that wins the admiration of the builder 


and the home-owner. 
ing and Arkansas Pine. 


Today, order Cook's Oak Floor- 


Straight or Mixed Cars. Tell us your needs. 











Lindsey 8-Wheel Tractor Wagons are 
ideal for tractor logging. They are used 
singly or in trains. 


LINDSEY 8-Wheel Log 
Wagons 
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Nigy 4 fs02 |} 


continue to do | “2 Page 


the job cheaper 
and better for 
the practical log- 
ger. 








For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


Sole Manufacturers LAUREL, MISS. 
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The Ready Reference 
Inventory Book 


{1 “Shows up” scattered piles. Pre- 
vents Over-Buying. 

Y Assembles different classes of 
lumber on correct page. Saves 
Valuable Time. 

7 Each page has large index. 
to handle in cold weather. 

7 Plenty of space to list all 
carried in stock, 


POSTPAID PRICES 
1 Copy Ready Reference In- 
ventory Book $1 
4 Copies Ready Reference In- 
ventory Book 


10 Copies Ready Reference In- 
ventory Book 1 


Easy 


**ems 


TETECUGTea eagerergedy 


For Sale By 


AMERICAN LUMBERMAN 
431 So. Dearborn St. 
Chicago, Ill. 
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Newsy Notes of Persons and Places 


and OFFICE 








€.. F. Sullivan of the wholesale lumber com- 
pany in Buffalo bearing his name will leave 
for a vacation in Florida this month. 


R. T. Jones, president R. T. Jones Lumber 
Co., North Tonawanda, N. Y., is spending the 
gad at his southern home in Miami Beach, 

a. 


Walter C. Abendroth, secretary-treasurer of 
the Robbins Flooring Co., Rhinelander, Wis., 
was a business caller in Chicago, Dec. 10 and 
11. 


A month was spent recently by Louis K. 
Beach, of the Newton Lumber Co., Pueblo, 
Colo., in visiting Northwest mills and lumber- 
men in the San Francisco Bay district. 


Harry Aldrich and H. B. Cooper, of Ald- 
rich-Cooper Lumber Co., Portland, Ore., North- 
west representatives of Wendling-Nathan Co. 
of San Francisco, recently visited the latter 
city. 

Edward A. Horr has been appointed general 
sales manager for Pickering Lumber Co. at 
Standard, Calif. He takes to the new posi- 
tion a well rounded experience in the lumber 
industry. 


At a meeting of the board of directors of 
the Reynolds (Ind.) Lumber & Coal Co., John 
C. Bardonner was elected president and treas- 
urer. He was, also, appointed general manager 
of the company. 


C. C. Stibich, chairman of the committee 
on trade promotion of the Western Pine As- 
sociation, attended a meeting of the commit- 
tee in Portland, Ore., Dec. 3. Mr. Stibich is 
sales manager of the Tahoe Sugar Pine Co., 
San Francisco. 


M. L. Fleishel, president Putnam Lumber 
Co., Shamrock, Fla., and E. T. Lay, president 
and executive secretary, respectively, of the As- 
sociated Industries of Florida, attended the an- 
nual meeting of the National Industrial Coun- 
cil in New York last week. 


Roderic Olzendam, public relations counsel 
for the Weyerhaeuser Timber Co., in Tacoma, 
Wash., is the author of a treatise, “Timber Is 
a Crop,” which has been published in book 
form. It is described by those who have read 
it as “thorough and interesting.” 


The San Joaquin Lumber Co. of Stockton, 
Calif., observed its twenty-seventh anniversary 
Nov. 16. It was organized by the late Robert 
Inglis. Present officers of the company are: 
Dan Schroebel, president; Newton Rutherford, 
vice president, and Dewey Bowen, secretary. 


The members of the American Furniture 
Mart Press Club will hear P. B. Zimmerman, 
vice president in charge of sales for the Norge 
division, Borg- Warner Corp., speak at their 
semi-annual luncheon, Jan. 3. Mr. Zimmerman 
will discuss “The Future American Home.” 


G. E. Aldom of Geddes & Aldom (Inc.); 
wholesale lumber dealers of Denver, Colo., was 
in Seattle, Wash., the week of Nov. 21. He was 
visiting saw mill connections along the Pacific 
Coast, and planned to call at points in Wash- 
ington, Oregon and California before returning 
to Denver. 


Recent visitors to the Buffalo, N. Y., lumber 
offices included: W. A. Brushoff, vice president 
of Patrick Lumber Co. (Inc.), Portland, Ore.; 
Milton H. Taft, Lawrence & Klein Lumber Co., 
Fitchburg, Mass., and Charles J. Harris, New 
York representative of Winton Lumber Sales 
Co., Minneapolis. 

J. E. Crosby, general sales manager Putnam 
Lumber Co., Shamrock, Fla., visited Norman 
James and L. Alan Dill of the James Lumber 
Co., Baltimore, Dec. 9, having flown to the 


latter city from Bermuda. He reported that 
his company had enjoyed an excellent export 
business of late and manifested confidence. 


Various cities in New York and Long Island 
were contacted the week of Nov. 28 by Arthur 
V. Charshee, representative of the Twin Har- 
bors Lumber Co., Aberdeen, Wash., in the Bal- 
timore district. He did not find pessimism pre- 
vailing, and some of the retailers stated that 
they had experienced the biggest November 
business ever recorded. 


A thousand square feet of space has been 
added to the office quarters of the C. H. Wor- 
cester Co. located at 135 South LaSalle Street, 
Chicago. The company has needed more room 
for some time, and the extra space will relieve 
the congestion. The entire office layout on the 
twenty-fourth floor has been redecorated for 
the company which took occupancy Dec. 15. 


The New York show room and officers of 
Frankson Furniture Mfg. Corp. were moved, 
Dec. 15, from 160 Fifth Ave. to 470 Fourth 
Avenue, corner of 32nd Street. Frank & Son 
(Inc.) of New York City, exclusive distribu- 
tor, moved its offices and display rooms at the 
same time. The company makes and assembles 
a complete line of unpainted furniture, includ- 
ing kitchen, lawn and garden. 


Gordon Manary, logging superintendent of 
the Pacific Logging Co., Scotia, Calif., and vice 
president of the Pacific Logging Congress, has 
been named to the conservation committee of 
the North Coast Council, California State 
Chamber of Commerce, to represent the red- 
wood lumber industry. Mr. Manary is an au- 
thority on fire control, and an exponent of 
practical conservation and management of nat- 
ural resources. 


C. B. Hurley, sales manager of the Pacific 
National Lumber Co., National and Tacoma, 
Wash., returned to Tacoma recently after a six- 
weeks’ trip into the consuming Midwest terri- 
tory. E. W. Demarest, president of the com- 
pany, left Tacoma, Nov. 26, to go to Washing- 
ton, D. C. Mr. Demarest, who is a director of 
the U. S. Chamber of Commerce, went East to 
attend a directors’ meeting of that organization. 


A loving cup made from a piece of the orig- 
inal timber taken from the historic sugar mill 
constructed in the southeastern part of Salt 
Lake City and which gave that section the name 
of Sugar House, was presented this week to the 
district governor of the Rotary Club by Marvin 
O. Ashton, charter president of the Sugar 
House Club and one of Salt Lake City’s and 
the intermountain area’s best-known retail lum- 
bermen. The old mill was erected by Brigham 
Young in 1871. 

H. E. MacKinnon, president; J. P. Meyer, 
vice president; H. C. Laskey, credit manager, 
and nine other representatives of the Hixon- 
Peterson Lumber Co., Toledo, Ohio, attended 
the recent Johns-Manville Housing Guild clinic 
held in Detroit. Upon their return, President 
MacKinnon expressed the conviction that the 
present recession in business activity is only 
temporary, and that the building industry has 
an opportunity to increase its business and 
hasten recovery. 


COMINGS & GOINGS 


Mr. STERLING, Ou10.—An office position with 
the Hedges Lumber & Coal Co., here, has been 
accepted by A. R. Alkire. 


Swanton, Ont0.—H. J. Lockwood, who has 
been in the lumber and building supply busi- 
ness in Oak Harbor, Ohio, eighteen years, has 
become manager of the local yard of the Gor- 
don Lumber Co. Stanley Kline, former man- 
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ager, has taken a position with a lumber and 
milling company in Columbus. Julian Travis 
has been shifted from the Liberty Center office 
to Swanton to aid Mr. Lockwood. 


STILLWATER, OKLA.—Ralph W. Remy of 
Newkirk has moved to Stillwater to take charge 
of the appliance department of the Thompson- 
Parker Lumber Co. He formerly held a simi- 
lar position with the company in its Oklahoma 
City store. 


Canton, S. D.—Herbert I. Stearns, former 
manager of the branch of John W. Tuthill Lum- 
ber Co., in Worthing, S. D., has replaced D. T. 
Heath as manager of the company’s yard here. 
Mr. Heath has gone to San Antonio, Tex. 


SPOKANE, WasH.—M.°S. Taylor, who for 
fourteen years has been manager of the Pot- 
latch yards at St. John, Wash., has resigned. 
C. C. Boatman, of Seattle, has been appointed 
as his successor. _ 





Manufacturer Names Chicago Area 
Representative 


The Red River Lumber Co., Chicago, has 
been appointed by Specialty Converters (Inc.), 
manufacturers of Tufcote Waterproof papers, 
Cesco wallboard and Silvercote products, as 
direct factory representative in the Chicago 
territory. Jackson P. Rinn, manager of the 
Chicago wholesale yard, will be in charge of 
distribution for the Red River Lumber Co., 
which covers Illinois, lower Wisconsin and 
northern Indiana. Dealers will be given per- 
sonal sales and advertising assistance, conform- 
ing to the manufacturer’s policies and prices in 
every part of the country. 





Building in Chicago Area Steady 
Despite Business Slump 


Neither the business slump nor the seasonal 
decline had any great effect on the amount of 
the permits for new building issued in Chicago 
and the sixty-four towns and communities sur- 
rounding it during November. The city re- 
ported permits totaling $1,566,160 in the eleventh 
month, and the outlying areas, $2,985,546. The 
total sum for Chicago and its neighbors in 1937 
up to Dec. 1 was $61,654,374. 

Permits were issued in November in the 
suburban area for 152 homes costing $1,379,214, 
which represents an increase over the October 
issues for 135 residences costing $1,123,716. 


Recounts Early Visit to Montezuma 
Castle 


Fonp pu Lac, Wis., Dec. 13.—Perhaps few 
of the many friends of Fred G. Steenberg, of 
this city, who formerly was prominently identi- 
fied with the sash and door business as secre- 
tary and treasurer of the old O. C. Steenberg 
Co., know that he formerly was a ranch man 
in Arizona and in 1894 explored the Montezuma 
Castle in Arizona. Upon request of the United 
States Department of the Interior, Mr. Steen- 
berg recently wrote an account of his explora- 
tion, which was published in the November 
monthly report supplement of Southwestern 
Monuments, Coolidge, Ariz. Copies of these 
reports are sent to various scientific institu- 
tions and schools, and are widely read. 

Mr. Steenberg recently made a return visit 
to the castle at Camp Verde, and while there 
presented to the superintendent a number of 
photographs made on his earlier visit. These 
pictures, now on the wall of the museum, at- 
tract a great deal of attention from interested 
visitors, and because of this the superintend- 
ent asked that Mr. Steenberg write an ac- 
count of his early explorations. 

In his story, Mr. Steenberg tells of his early 
experience on an Arizona ranch. When pre- 
paring to leave there, he was induced by his 
good friend, the sheriff, to visit Montezuma’s 
Castle and other points of interest. Speaking 
of this, M. Steenberg said: 


I told him I had no horse or six shooter. 


American fiumberman 


He told me to go to the Corral livery stables 


and get a horse and to Sam Hill’s hardware 
store, wheré I was loaned a .45 Colt with 
five shells. As I was going out of the store, 
I. happened to think of my wad and gold 
watch, which I put in an envelope and Mr. 
Hill kindly stuck it in his safe for safe- 
keeping until I returned. No receipt was 
given or was necessary in those days. 


In the published account of his sightseeing 
journey, Mr. Steenberg gives a vivid descrip- 
tion of his exploration. 

—_—— 


Lumberman Sells Spokane Home 
to Another Lumberman 


SPOKANE, WasH., Dec. 11.—G. F. Jewett, 
president of Potlatch Yards (Inc.), will main- 
tain his headquarters in the main office here, 
after he and his family move to Spokane very 
soon. Mr. Jewett has just purchased the fine 
residence of T. J. Humbird, formerly president 
of the Weyerhaeuser Sales Co. and also in- 
terested in the Humbird Lumber Co. Since 
his wife’s recent death, Mr. Humbird has spent 
much of his time in California. He and Mr. 
Jewett have long been business friends. 


Mill Manager Takes Charge of 
Manufacturing Plant 


LoyaLton, Catir., Dec. 11—C. D. Terwil- 
liger, vice president and general manager of the 
Clover Valley Lumber Co., has announced that 
S. M. Bump, who has been resident manager 
of the company for some time, will leave on 
Jan. 1 to manage the Merit Lumber Co., Mas- 
sack, Calif., of which he is part owner. A. C. 
Ahrens has been appointed resident manager, 
and will succeed Mr. Bump. For some time 
Mr. Ahrens as sales manager has had charge 
of all sales for the company. 





Lumberman Organizes Promotion 
Agency 


R. Verle Johnson of the Yawkey-Bissell 
Lumber Co., White Lake, Wis., announces the 
organization of a lumber advertising agency to 
be known as R. Verle Johnson & Associates. 
The agency will specialize in the preparation 
of magazine and newspaper advertising for 
lumbermen, both manufacturers and retailers, 
and in trade promotion booklets and direct- 
mail circulars. The members will also act as 
consultants in merchandising of wood products. 
They will aid in the selection of suitable trade 
names, analyze present and potential markets, 
suggest changes in the product to more nearly 
fit the customers’ needs, and plan merchan- 
dising methods. 

Mr. Johnson recently made a special study 
of lumber merchandising and the psychology 
of advertising at Iowa State College, Ames, 
Iowa. He was formerly with several Iowa 
newspapers. He will continue his present af- 
filiation with the Yawkey-Bissell Lumber Co. 

Associated with Mr. Johnson are Hubert 
Artis, Ames, Iowa, and Theodor Swem, Cedar 
Rapids, Iowa. 





Home Building Center in Chicago 
’ to Aid Prospective Builders 


The Home Building Center in the building 
industries section of the Merchandise Mart, 
Chicago, is being rushed toward completion to 
permit its opening early in 1938, it is announced 
by H. H. Chadbourne, director of the ‘section 
which will be a permanent exhibit of products 
used in the home building industry. The devel- 
opment is expected to prove of great value to 
home builders in the Midwest as it will be open 
to the public and will provide a comprehensive 
display of materials, methods, equipment and 
services related to home building, with no refer- 
ence to sales or service fees. 

The project will occupy 12,000 square feet on 
the building’s seventh floor. Special displays 
will utilize the floors, walls and ceilings of the 
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rooms and central booths. Plans, models and 
designs of homes will be available for inspec- 
tion and specific information about the various 
products displayed may be obtained. A number 
of trade associations and groups including those 
representing the lumber, roofing, flooring, mill- 
work, glass, insulation board, paint, wall paper, 


shardware, weatherstripping, and sash will be 


represented by individual displays. 





Chicago Community Chest Teams 
Led by Lumber Group 


The leader of all the groups in the drive for 
the community chest: of Chicago was the lum- 
ber contingent, it was announced at the final 
meeting of the campaign organization. The 
lumber group was organized late in the annual 
drive for funds under the chairmanship of 
Charles W. Jacob, president of the John Bader 
Lumber Co., with an objective of -$8,500. 
Pledges obtained aggregated nearly $13,000. 


Box Promotion Planned 


SPOKANE, WaASH., Dec, 11.—The Yakima 
Valley Wooden Box Association recently an- 
nounced a six-point program, on which it will 
concentrate this coming year. The plan em- 
braces: A program to bring special features 
before the public; a continuation of general 
publicity ; co-operation in apple advertising; an 
effort to influence retailers to buy goods in 
wooden boxes; the introduction of a 50-pound 
wooden lug. for potatoes; and individual dis- 
plays of wooden box and lumber products. 

ee 


Forest Practices in Western 


Pine Regions 


PortLAND, OreE., Dec. 11.—An increased de- 
mand for specific information’ on forest con- 
servation and forest practice rules in the west- 
ern pine region has necessitated the republish- 
ing of the industry’s forest practice rules by 
the Western Pine Association, Yeon Building, 
Portland. The 1937 edition of “Forest Practice 
Rules,” applying to Idaho white pine, Pon- 
derosa pine, sugar pine and associated species, 
is now available to lumbermen, foresters and 
other interested individuals, This new 24-page 
illustrated booklet contains the rules which 
have been generally in effect and administered 
by the association’s district forest practice com- 
mittees since June, 1934. These rules, first pub- 
lished under the Lumber Code, were reaffirmed 
by the board of directors of the association in 
August of this year. The booklet includes also 
the national program of forest conservatio1. 
recommended at the Washington conference in 
April. Single copies may be obtained free from 
the association office. 





Hymeneal 


BRUSH-DAILEY—Miss Barbara Catherine 
Dailey, daughter of Mr. and Mrs. Roy . 
Dailey of Seattle, was married to Robert 
Platt Brush of Pasadena, Calif., Nov. 28, in 
the Church of the Assumption by the Rev. 
Father Gabriel O’Donahue. The bride’s father 
is the manager of the Pacific Coast depart- 
ment of the National-American Wholesale 
Lumber Association, and her grandfather was 
the late James McCormack, formerly 
president of the Canadian Western Lumber 
Co., Fraser Mills, B. C 


TOLERTON-INMAN—Robert I. Tolerton, 
vice president of Tolerton Co., Alliance, Ohio, 
was married to Miss Hazel Inman of Atlanta, 
Ga., Nov. 14, at Louisville, Ky. Mr. Tolerton 
flew a newly purchased airplane to Louisville 
from Alliance for the ceremony, and took his 
bride on an aerial honeymoon. 


DEBPDRING-GUYLES—Mr. and Mrs. George 
B. Guyles of Tacoma, Wash., are issuing in- 
vitations for the marriage, Dec. 22, of their 
daughter, Miss Marian Guyles, to Robert 
Evans Deering, son of William Deering, presi- 
dent of the John Dower Lumber Co. of 
Tacoma. The vows will be read in Raynor 
Chapel of Annie Wright Seminary, Tacoma, 
of which the bride-to-be is a graduate. Mr. 
Deering will be attended by his_ brother, 
Harold. He graduated last June from the 
University of Washington, and Miss Guyles 
was a student at Stanford University and the 
University of Washington. 
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HIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. 
on southern pine to the Southern Pine Lumber Exchange, 


New Orleans, La., 


b. mill sales prices 
for sales 


made in the period Dec. 1-6 but, where prices for this period were not available, prices 








for the month to date have been inserted and starred (*): 
West East West East West East West East 
Side Side Side Side Side Side Side Side 
Flooring, Standard No. 2 Fencing & CM |No. 1 Fencing, 10-20’ No. 2 Shortleaf 
me — Standard Lengths OS PE 42.05 48.04 = Dimension 
x3 rift— ee ea 60 °...;]186 ...... 43.35 43.58 
B&btr Sht. 57.10 58.00 12 & 14... 19.64 16.55 
No So. 9370028 vee 16.60 16.85 No. 2 Shiplap and 16 ....... 20 18.28 
oards, td. Leth. 
~~... Surfaced Finish, = | Shortl’f— ot 14... 15.86 17.85 
B&better.. 44.99 41.67 vegeedd 1x8 ...... 17.66 16.43]4¢ : 16.00 16.75 
No. 1 a 40.00 39.50 B&better a 17.96 16.71 -_ : 
No 2 (°°. 36:00 26:00] Inch thick— pepe: 25.37 18.99 =" ae ee 
1x4 rift— D cccvcces 54.03 52.00 No. 3 Fencing, - yes anes 
B&btr Sht. 65.25 58.50\$ °°"°'""° eee ba7zs|._ Standard Lengths |o010 0 
oe date os SEBS BRS lang 2250s Rag anaes & 216... gece re 
ain— i i+i+(.|JLXD ..eeee . Titer £20 $620 CO COEEe cocscece . . 
ane. 45.37 42.61|12 ------- 79.62 74.89 pas See Ba Ps 2x12 : ’ 
mine ee Boards, Standard |!2 & 14... 21.00 19.86 
4, 6, 8 62.68 65.50 1 8 ee oO 2 73 6 ee eeee 21.86 19.43 
5&10 84.50 75.42)1x8 ...... ‘ . 
Ceiling, Standard 

Lengths ‘alanine 9.00 86.25) 7e12 1111 1872 12:20 No. 3 Dimension, 
54 x4— _—_ Random Length 
B&better.. 36.94 35.80 puaatey Sate 
No. 1 .... 33.52 31.33}Inch thick— 3x14”, 4— Shortleaf— 

a 49.00 49.00 i gaa 4.63 4.37 Reg 13.72 12.20 
Drop Siding, Stand- |1*5&10 .. 53.50 53.00 _ Ns . pounce 3.99 Shortleaf & Longl’f— 
ard Lengths, 1x6 we gl 13.80 10.76 
No. 117— Rough Finish 2x4 Fo 13.63 13.25 
B&better.. 40.12 .... 10-20 12 & 14... 23.43 20,.34/2x10 ..... tees 
No. 1 .... 36.75 tieeteinn D: psun ats 20.19 21.00;2%12 ..... 15.44 . 
7 a : 2x6 
a Inch thick— 12 & 14... 20.96 18.87 
No. 1 .... 4249 ....16 ........ 52.00 lc. Se a ee 
Assorted patterns— 1&5x10 .. 58.00 2x8 = 
No. 1 42.67 16 .1*::: S80 Zogeland @ axe 29.74 25.88 
le e le (iia Ghee © - Se Oe ceevees . 8 x x e e 
Comte, Se, © Soe S236 4x6—8x8.. 20.36 25.33 
No. 1 Shiplap and 12 wees 34.22 30.12/3&4x10 ..- 30.67 31.50 
Boards, 10-20) Ireneticr J Jat eeeree: ¥ Y x10— 

a B&better, eae 33.43 31.18] 10x10 .. 31.47 .. 
te 43.43 42.56 1x4 ...... 64.00 62.00 2x12 3&4x12 |. 37.48 °. 
1x5&10 .. 46.88 50.41 1x6&8 64.25 61.94 12 & 14... 35.75 30.00/5x12-— 
1x12 ..... 60.67 63.19 1x5&10 65.00 67.00 16 ....... 36.11 31.00] 12x12 .. 32.00 








ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by Arkansas Soft Pine 
mills during the week ended Dec. 11: 
Flooring 
Edge grain— 38-inch 4inch 
init dh aah Giesnwinkce wae $63.00 $62.00 
NCEE Tae tk arabe alv-d-ee sxe Oa 53.00 53.00 
Ra ee iis aaa W kas be wine Mees 34.00 32.00 
Flat grain— 
PE iniowerecaeteeneyeee $46.00 $45.00 
No. nO celare t% . 41.00 40.00 
Se EF oils Viebots ed & ale ce ee 26.00 26.00 
Ceiling & Partition 
: B&Better No.1 
TOE cvsecccscecesceese $36.00 $33.00 
| SS eee. 45.00 41.00 
Boston Partition, 44x4.......... 42.00 39.00 
Drop Siding, 1x6 
No. 117 No. 116 
GOEL | Swaeweaaneeeebiecsdemad $40.00 $46.00 
Bride pen acldae exces oedaewo 36.50 42.00 
ee Be eee et 26.00 29.00 
Finish, surfaced, B&better 
4 8 10 12 
4/4 ...$57.00 $65.00 $58.00 $59.00 $67.00 $82.00 
5/4 ... 65.00 74.00 68.00 68.00 78.00 92.00 


Casing & pam, B&better 


6 Q 
OE scaekwne $61.00 $68.00 $63.00 $65.00 
pe are 60.00 68.00 61.00 63.00 

Mouldings 
Discount 
Listed at $3 and under..............- ---40% 
ONE ON di rdansdecddendabavessdecenaeek’d 35% 
Boards and Shiplap 

1x6 1x8 1x10 1x12 


Boards, S4S, No. 1..$42.00 $40.00 $46.00 $52.00 


or Shiplap No. 2.. 18.00 19.00 19.00 24.00 
No. 3.. 14.00 15.50 15.50 15.59 
Dimension, 848, 16-Foot 

No. 1 No. 2 
ane dacees a b> ou date ode eae baer $26.00 $21.00 
RN en aks costae: anki Baw Gtk cols ate tie 23.00 18.00 
No do5 | x2 a a1 othe ate eee Ear erie 24.00 20.00 
he SOS AE Ae ease pte: - 32.00 24.00 
MEME cha > thes ob oa deer ailie aie at 36.00 26.00 

Lath, %xl%, 4-Foot 
i Ml wivekeabekbere Eeoveceenvees tee od $4.25 
Pe wean ccovesweve ee v eG) cedtads kee tear 3.35 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made during the week 
ended Dec. 7 


eeeeee 


Ce ee | 


Flooring 
No. 1 No. 2 
Bé&btr. Co Com. 
eT et ee $43.80 $39.15 $23.25 
40.50 40.85 23.75 
Ceiling 

cadeaen RaeeanIe $24.45 $23.00 $15.30 

Finish, Dressed, B&btr. 
adves $46.60 BEIO  ccceccsconQeeee 
reer 46.45 CS a 
Laie of 47.95 G/4R10 onc cccge Se 
pbcarale 48.40 DPGMES ..2c-eee 

Boards, Dressed 

No. 1 No. 2 No. 3 
Com. Com. Com 
cceueeeweee en - - $40.25 $21.60 $17.35 
awl hn cole dae 41.8 19.95 onda 
sak dian adeeb as he ae 40.90 20.80 16.60 
ee cah oa Mahia ietae Bae 40.35 20.20 pee 
la av alta es 47.15 22.55 18.80 
ee ee 54.35 26.70 19.80 


Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 


eeeeee 


$18.85 
17.95 
8.95 


1x10 
1x12 


8to16 18 & 20 

$25.50 

18.60 22.90 

21.15 23.40 
80 eee 
23.80 eee 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
poring mill basis, during the week ended 


Dec. 11: 


coe eceveccscce $82.81 


First Second 


$73.37 


Third 
$53.02 





NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.8 


Brown Ash— FAS Sel Com Com Com 
a ee $60.00 $50.00 $40.00 $30.00 $21.00 
eer A 65.00 55.00 43.00 32.00 22.00 
aS 70.00 60.00 50.00 36.00 22.00 
2 Ee ee 75.00 65.00 53.00 38.00 23.00 

No.1 No.2 No.3 

Basswood— FAS Sel Com Com Com 
ee oiee ee: $78.00 $68.00 $52.00 $30.00 $22.00 
|, eee 83.00 73.00 56.00 32.00 24.00 
__. ee 86.00 76.00 56.00 32.00 24.00 
| BAe 93.00 83.00 66.00 34.00 24.00 
- aes 103.00 93.00 73.00 46.00 .... 
rr 108.00 98.00 78.00 51.00 
eee 70.00 60.00 41.00 25.60 


Key stock, 4/4, No. 1 and better, $78; or on 
grade, FAS, $88; No. 1, $68; 5/4, No. 1 and 
better, $83, or on grades, FAS, $93; No. 1, $73. 


No.1 No.2 No.3 





Hard Maple FAS Sel Com Com Com 
rete: $73.00 $58.00 $48.00 $36.00 $17.00 
en aawws nen 8.00 3.00 53.00 38.00 19.00 
Ee ic oh ates 83.00 68.00 56.09 38.00 19.00 
BO w.comeawe 88.00 73.00 61.00 38.00 20.06 
- aa 88.00 73.00 61.00 39.00 20.00 
. eer 98.00 83.00 66.00 40.00... 

BES ke nes ewe 8.00 83.00 69.00 40.00... 

Pa heswneen 118.00 103.00 81.00 43.00... 

, ear. 118.00 103.00 81.00 43.00... 

CT 158.00 143.00 121.00 .... ws 

No.1Com No. 2 No. 3 

Soft Elm— FA & Sel Com Com 
an “éeaceat $49.00 $39.00 $27.00 20.00 
7. eee 54.00 44.00 29.00 21.00 
NE otis i cacees 54.00 44.00 29.00 21.00 
ee 57.00 47.00 32.00 21.00 

er 60.00 50.00 34.00 jane 

oS eee 65.00 55.00 39.00 ae 
No. 1 No. 2 No.3 

Rock Elm— FAS Com Co Com 
|, Pees: 60.00 $38.00 $22.00 $19.00 
|, eae 65.00 43.00 24.00 20.00 
 , eS 70.00 48.00 24.00 20.00 
re wes eaens 75.00 63.00 29.00 22.00 

a 85.00 73.00 41.00 aabe 

ee 95.00 83.00 46.00 27.00 

No.1 No.2 No.3 

Birch— FAS Sel Com Com Com 
Bere $80.00 $70.00 $51.00 $33.00 $21.00 
|, eee 85.00 76.00 56.00 37.00 21.00 
|, See 90.00 80.00 61.00 42.00 21.00 
Sea 96.00 86.00 69.00 45.00 22.00 

., See, 103.00 88.00 77.00 45.00 ... 

ae 108.00 93.00 82.00 50.00 .. 

eee ee 156.00 146.00 122.00 .... mae 

Me ad kot ate 72.00 62.00 42.00 29.00... 

ee & 74.00 64.00 45.00 30.00... 
No.1 No.2 No.3 

Soft Maple FAS &Sel Com Com 
ee ea $65.00 $48.00 $31.00 $20.50 
Ee Ca 70.00 52.00 32.00 21.00 
a ES Perr A 80.00 57.00 37.00 21.00 
|, i ee ere e 85.00 62.00 37.00 22.00 

Seattle, Wash., Dee. 11.—Current quota- 


tions f. o. b. mill on Douglas fir items in 
mixed cars for rail shipments direct to the 
trade appear below: 


Vertical Grain Flooring 


B&Btr. Cc D 
BM. Siw we tskeeeer $40.00 $34.00 $21.00 
Flat Grain Flooring 
2, ey Ce pee $27.00 $25.00 $16.00 
PUG: ses Pithcwe'tgbe con 31.00 30.00 21.00 
Drop Siding 
1x6 Pat. No. 106....$30.00 $28.00 $20.00 
1x6 Pat. No. 116.... 31.00 30.00 21.00 
Ceiling 
TE ceceanmeekacwe eae $26.00 $24.00 $15.00 
Se - cn kwee een cence 26.00 24.00 15.00 
Common Boards and Shiplap 
1x6 1x8 1x10 1x12 
No. 1 $18.50 $19.00 $19.50 $21.00 
No. 2 15.50 16.00 16.50 16.50 
No. 3 10.50 11.00 11.00 11.00 
No. 1 Common Dimension 
12 14 16 18 20 
BS nc etuarta $19.50 $19.50 $21.00 $22.00 $21.00 
we. cedeects 18.50 18.50 19.00 20.00 20.00 
eee 18.50 19.00 19.50 20.50 20.50 
ot re 20.50 20.50 21.00 21.50 21.50 
oo ee 22.00 22.00 23.00 23.00 23.00 


No. 1 Common Rough and/or Surfaced 
Timbers 
4x10 planks 20 feet and shorter and 


SE are ee ere rs ere $19.00 
LZERE we to. BO 18. 6. vers cect cvoscdge 18.00 
pos ES OD errs eae ree ere 18.00 








Decembe 


Follov 
sales wé 
sociatior 
29 to I 
both di 
based o 
follow: 


SELECTS, 
Cc RL 
D RL 

SHop, S: 
5/4... 
6/4 .. 

CoMMON 
1x8 R 
1288 | 

No. 4, 4 


CoMMO! 


1x8 . 
1x12 
Utility 


SELECT! 
B&bt 
Cc RI 
D RI 


SHOP, | 
5/4 
6/4 
8/4 


Dimen 
Dimen: 
Boards 
Floori: 











0 
0 


0 
0 


ooo 
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WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period Nov. 
29 to Dec. 4, inclusive. Averages include 


both direct and wholesale sales, and are 

based on specified items only. Quotations 
follow: 

Ponderosa Pine 

5/4x8 6/4x8 

SELEcTs, S2 or 4S— 1x8 & war. & war 

a Ano 5945 when $63.64 $66.38 $74.25 

BE ee Rie Se 9 00 49.6 A haa 58.00 

SHop, S2S— No. 1 o. 2 

a Gehl @ wie la-d-o.scsistein Grae ee $41.62 $26.11 

OPE uhatics esa tara sdasaraeenn 42.47 26.35 

Coseqeaas, S2 or 4S— No. 2 No. 3 

| RR ES eee pes ee $26.14 $18.66 

intB paki ie tale. asia ang psa a 30.0 17.58 

"a PEE Eily. 0 a e.0lo dp bhibik es b0:4ido eee $15.42 

Idaho White Pine 

5-6/4 8 

SELEcTs, S2 or 4S— 1x8 & war 

oS ee ee $72.00 $90.25 

Quatre C20) Wise ccccecccscs 59.25 74.00 


Commons, S2 or 4S— 
Getontat asin Sagdaes 


I atic s saecaee $39.75 $32 &7 $27.60 

a ey 68.80 5.20 27.20 

Utility GO, 6) 4/6 TW MREa 6 kk cc ccccns $19.89 

Sugar Pine 

1x8 5/4x8 6/4x8 

SELEcTs, S2 or 4S— & war. & wadr. & war. 

peer. Eee 0 cack $77.25 $78.25 $88.25 

a aoe ld ak wie 79.00 78.00 77.00 

D BL eee Ree 65.00 65.50 64.50 

SHop, S2S— No. 1 No. 2 No. 3 

a RNAi oe obo ek $49.93 $34.91 $23.00 

FS re ene 48.69 31.85 29.44 

STS cevdcvaseeenns 61.17 34.44 24.41 
Larch—Douglas Fir 

Dimoneten, Dee. 1, Bec os ods ics vccsoccs $21.48 

Dimension, No. 1, 2x6&8..............4- 20.00 

BoarGs, Na. FS, BAGG BMS se cciicvicccscveve 21.25 

Flooring, vert. gr., C&Btr. 4 RL........ 36.00 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 11.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
oR Me 6.00.0 F's 60a wae odie non wlslees $4.25-4.40 
a re ees ee ae . 2.50-2.75 
ee ren, a a arenes 1.75-2.00 
Perfections: 
Sale Eh 6 594604000sEeereseaaenes $3.30-3.50 
S90 EE, 60. 0%e00nes esse ences seen 2.40-2.60 
SER" EN wi be cack cecsereedevacten 1.65-1.75 
xxx: 
bed Oe eeccnvee ieewese pkeanveniede $2.90-3.10 
BoE EE te eeuvuswetsenees Seetne Ree ee 2.25-2.40 
SRE” Ble. «ss wkatonesdcennawseawean - 1.40-1.50 





F.O.B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended Dec. 6: 


Qrtd. Red Gum Qrtd. White Oak 
No. 1 & Sel.— FAS— 
C/4 sctaton 34. Pee 90.00 
Plain Red Gum Plain Red Oak 
No. 1 & Sel.— FA 
74 sate 31.00 Hh Sees 5000p er.00 
ene a 4.00 
pe Se om | peepee 67.00 
2 Se 40.00 Be .cs 00s 82.00 
wise 44.50 Plain Poplar 
No. 1 & Sel.— Saps & Sel.— 
» oer 29. SIE. 6 vac ctw 
Si4 .caes 31.50 @34.50 No. 1 Com. 
Plain Sap Gum 4/4 ......28.50 
tay... . 82.50 = 
Perron , N Bea 
Oe caches 34.00 Ps hi Sele 
o/s. . sateen 38.00 eech 
No.1 el.— Log — 
Oe 2a 21. o> 75 Mee Sc kes 19.25 
tg eee. 27. 
4 . cane 39.00 ——— 
Qrtd. Black Gum Ce Sc ccus 26.25 
Cottonwood 
S .ceee 38.00 No. 2 Com.— 
No. 1 & Sel.— OE sucent 22.00 
4 veaes 25.00 Rates 20.75 
Plain Tupelo " Plain Sycamore 
(peor 35.00 oe 
cine OF iene 22.50 
aimatenied 25. Magnolia 
No Com.— FA 
eft 2 ee 14.00 + ag na ee 53.00 @63.00 
° m.— 
priain White Oak Selle ar 
4 csscea .00 Pecan 
We coc pS 25-—101.00 FAS— 
No. 1 Se scree 37.75 @39.50 
me Caan 33.5 50 @34.00 No. 1 & Sel.— 
WE camwen Wee -ksese 22.50 @ 24.50 














American fiumberman 


Lumber Market Review 


More encouraging reports are coming 
from all softwood markets. Though buy- 
ing is of small volume, even for this sea- 
son, the market is in much better balance 
because of a further curtailment of mill 
output. While all items wanted are ob- 
tainable, individual mills report broken 
assortments. More of the orders have 
to go to the larger producers, because 
bad weather has been a severe check on 
small-mill operations. Many mills are 
reporting a livelier inquiry, but buyers 
often wish to take advantage of present 
low prices and defer shipment, and they 
find the mills unwilling to book their or- 
ders on this basis. Buyers that seek 
price concessions are finding them harder 
to get. During the recent period of slack 
buying, stocks of retailers in practically 
all sections were reduced, and with good 
prospects for a spring revival in home 
building, they are taking more interest 
in forward needs. It is felt that as they 
seek deliveries prices will quickly recover 
from their present below-cost levels. 
There is very little export demand, and 
volume can not be expected until the 
Sino-Japanese war ends, but business 
with other than Oriental countries is 
being helped by a further decline in ocean 
rates, though these have not yet reached 
a level that encourages foreign buying for 
any beyond pressing needs. 

Business in hardwood continues dull, 
but the manufacturers are able to take a 
somewhat firmer stand on prices, as a re- 
sult of curtailment of southern output by 
winter weather. Many of them feel that 
there will be a brisker demand from the 
furniture plants after the spring shows, 
and that revival of housing will call for 
a lot of flooring and trim. Buying is 
largely to fill immediate needs and in 
small lots, and business is being done at 
about the same prices as have recently 
prevailed. The market undoubtedly has 
a better tone, however, as it is becoming 
evident that mill stocks are not likely to 
be any more than adequate for prospect- 
ive needs. Because of stiff advances in 
ocean rates, the outlook for foreign trade 
is not encouraging, but vigorous steps are 
being taken by the industry to resist the 
putting of these into effect. 
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WESTERN RED CEDAR 


Seattle, Wash., Dec. 11.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, are: 


Beveled Siding, %-inch 
Clear 


le. ii] ” ‘ ” 
eee ee oe $26.00 $23.00 $20.00 
NE. wisi a'e Saas pata oS 30.00 25.00 23.00 
aS Domne Cape 33.00 30.00 27.00 
Clear Bungalow Siding, %-inch 
BME, - nso lan aban poswhe kee hiodine sean $52.00 
PPE he canhecka cr bowebes>besaweekies 58.00 
pe err re Svan ecw as civeses Oae 
Finish, B&better, 82 or 48, 6-16’ 

828 or S48 

or Rough 
A OE CPE ee 
RT “cekuewevaws see esate we pao on ee) ee 
BEE 26a a Ss x ch ok 'h CE Raa aie bret bislacee b> 80.00 
A SEENON ine Seep ene est hp arrears 92.00 
SS. Pain 8 6 ON ar wee Oa ea es eee 97.00 
Re? 1 cc acetate 3% ook onbio le as Oe asd breil m ane ae 102.00 
I Sack 6h 5k ascend de nh Gee ee ae a 112.00 
EE | pos 549.050.0506 enw scene eon 111.00 

Ceiling or Flooring, B&better, 4-16’ 

SM oo wceeeeto <kge Corea ceonee eae teres ra $33.00 
Se. SeeeR Leese ewe ebs ew kal eae 38.00 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 
Re Pere er --55% 
Listing $4 and over......... “saeee bad 

Clear Lattice, 5/16”, 4 to 16’ 
100 lin. S. 


+ ON ORREOMAE COA DD AA T  IET 


tt 





WEST COAST LOGS 


Seattle, Wash., Dec. 11.—Average prices of 
ogy 5 4 as follows: 
No. 1, $24-23; No. 2, $18-16; No. 3, 
$12. Peelers, No. 1 $33, No. 2, $27. 


on Shingle logs, $10-14, lumber logs, 
Hemlock: No. 2&3, $12-13. 


OAK FLOORING 


Following are current quotations on oak 
flooring carlots, f.o.b. Memphis and Johnson 
City, Tenn., and Alexandria, La., as points 


of origin. 
428x244” H8x1%” %x2” %x1%” 








Clr. qtd. wht....$88.00 $70.00 $70.00 $60.00 
Cir. qtd. red.... 75.00 59.00 59.00 60.00 
Sel. qtd. wht.... 70.00 55.00 57.00 53.00 
Sel. qtd. red.... 66.00 55.00 53.00 53.00 
Cir. pln: wht.... 75.00 57.00 62.00 49.00 
Clr. pln. red.... 68.00 57.00 56.00 47.00 
Sel. pln. wht.... 66.00 54.00 50.00 45.00 
Sel. pln. red. 65.00 54.00 46.00 45.00 
No. 1 com. wht.. 55.00 46.00 43.00 34.00 
No. 1 com. red.. 54.00 46.00 39.00 34.00 
No. 2 common... 32.00 23.00 23.00 17.00 
%x2” %xil” $sx2” 
i a. | $78.00 $78.00 oes 
Sena 74.00 74.00 se 
ie ee ee 73.00 68.00 aie 
Se a eee 71.00 68.00 ae 
re! ee See, ee eae 70.00 69.00 $67.00 
oa ae 67.00 66.00 59.00 
ee a ee 66.00 64.00 59.00 
en; We, Ok 66 essiec es 65.00 63.00 56.00 
No. 1 com. wht......... 56.00 50.00 47.00 
eS eS 51.00 47.00 44.00 
No. 2 com...... icwekaaen 23.00 20.00 sana 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
}2-inch stock, $8; for %-inch, $4; for % and 
fs-inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For 
##-inch stock, $6; for %-inch, $3; for %- 
and -inch, $3.50 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, Dec. 11. 


Cleveland: 

Ash: 4/4 5/4 6/4 
(ae 80.00 85.00 90.00 
Com. & Sel.. 55.00 60.00 60.00 

Pin. White Oak: 

SS Peer 100.00 110.00 115.00 
WO: 2 Ces cane 70.00 75.00 

Pin. Red Oak 
FAS. re - - . 85.00 95.00 100.00 
No. 1 C.&S... 60.00 65.00 70.00 

Poplar: 

“FAS ake itn watt 94.00 104.00 110.00 
ao J C.&S8... 55.00 60.00 65.00 
eS 75.00 80.00 80.00 
No. *. A Com. 42.00 47.00 47.00 

Basswood: 

We easctves 80.00 85.00 85.00 
No. 1 C.&S... 57.00 62.00 62.00 
No. 2 Com... 37.00 42.00 45.00 


—Following are current prices on Appalachian hardwoods f. o. b. 


gs 10/4 12/4 16/4 
5.00 110.00 125.00 140.00 
70. 00 80.00 90.00 105.00 
30.00 145.00 165.00 180.00 
130-00 95.00 105.00 130.00 
00 135.00 145.00 165.00 
135.00 105.00 115.00 120.00 
130.00 145.00 160.00 
10-00 80.00 95.00 130.00 
90.00 Chestnut: 4/4 5/4 6/4 # 8/4 
50.00 was ......- 115.00 115.00 115.00 120.00 
No. 1 C@.&S.. 72.00 75.00 75.00 85.00 
No.1. & 
100.00 PP “WHND 43.00 46.00 50.00 53.00 
75.00 No.1C.&Btr. 
45.00  Snd. Wormy 38.00 40.00 42.00 48.00 
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American fiumberman 


Foreign Lumber News 


Final Figures for World Timber 
Trade in 1936 


VienN- Austria, Nov. 20.—The 1937 edi- 
tion of the Year-Book of the World’s Timber 
Trade issued by the ‘Comité International du 
Bois has just been published, with final figures 
for 1936. Wood ranked fifth in 1936 and fourth 
in 1935, among commodities traded jn interna- 
tionally. Value of wood exports increased 6.6 
per cent over 1935, but volume decreased by 0.8 
percent. Sawn softwood exports in 1936 repre- 
sented 52 percent of the volume, and 66.5 per- 
cent of the value of total world exports. The 
next most important categories, according to 
volume, were pulpwood, 17.5 percent, saw logs, 
10.5 percent, and pit props, 10 percent. Europe 


World Timbers Exports* 
Included in above totals are— 


I PEON so riled ees Jos dhe dbs neadeeves 


Pulpwood 


World Timber Imports? 
Included in above totals are— 


Ss CE on. bigb ctv esos tdin.cue 4% ee vamos 


Pulpwood 


Export of Plywood 
Import of Plywood 


tically no importance. 
he whole world (28 countries). 


accounted for 73 percent of the total volume of 
world timber exports in 1936, the rest com- 
ing from North America. 

The Year-Book contains four parts totaling 
132 pages. The first part embraces the trade 
in timber according to categories (sawngoods, 
pulpwood, pitprops, saw logs, sleepers etc.) It 
compares imports and exports of the leading 
countries in most important categories. The 
second part quotes full data on the sawn soft- 
woods trade arranged separately for each coun- 
try, the sections covering twenty-eight countries 
of destination (for the exporting countries) ; 
and eighteen countries of origin (for the im- 
porting countries). The third part deals with 
the trade in pulpwood of the most important ex- 
porting and importing countries. The fourth 
part quotes the figures for plywood exports and 
imports. There is furthermore a full summary 
and commentary on the figures. 





European Export Statistics 
for September 


Vienna, Austria, Nov. 20.—The Comité 
International du Bois reports that although the 
publication of the resolutions of the European 
Timber Exporters’ Convention to reduce the 
export quotas by 10 percent exerted a tran- 
quilizing effect on the international market, a 
stabilization of the Western European markets 
could not be attained. Importers are still dis- 
playing a very cautious attitude: and certain 
shippers, wishing to place their timber before 
the termination of the shipping season, are 
according price reductions. The Continental 
and Southern European markets continue firm. 
Western European demand is still really 
healthy and stocks are being cleared. Septem- 
ber exports of the individual countries were 





as follows: Total 
Exports Exports 
(Including of Sawn and 
Column Plain Softwood 
3 or 4) (Including 
Country Cubic -~—Boxboards)— 
of Origin Meters Meters Stds.* 
=e 28,451 9,221 4,114 
See 244,619 144,697 30.971 
ig * eee 1,284,678 677,276 144,965 
 %, & Sh Serer 1,238,070 734,962 157,312 
rrr 62.917 48,696 10,423 
EL. és a eitie te Oud 327,680 57,559 12,320 
FS ae 43,672 18,520 3,964 
A 244.619 144.697 30.971 
Czechoslovakia... 178,811 35,390 7,575 
/ See” 214,968 83,545 17,882 
Yugoslavia ..... 168,484 77,985 16,692 
Roumania ...... 186,267 99,910 21,385 
en. oavsewnan 4,567,968 2,502,295 535,594 


Pitprops and Pitwood.... 1.2.0... .ccc eee 


Pitprops and Pitwood ...... 0... secs cee ee 


*Europe and North America (18 countries). 


Specimen copies of “Timber Trade Reports” 
may be obtained free of charge from the 
C.1.B., at Vienna. 


Pledge Not to Accept Trans- 
Atlantic Rate Increase 


Mempuis, TENN., Dec. 15.—Gaining momen- 
tum, the campaign of the National Lumber 
Exporters Association to have hardwood ex- 
porters withhold their signatures from 1938 
ocean freight contracts at increased rates, is 
getting new pledges daily. More than sixty 
shippers of hardwoods have agreed not to sign 
the contracts, which call for a raise of 30 per- 








ea 
Quantity Value in Gold Francs 
51,322,111 cub. met. 1,210,537,746 





5,685,795 stds. 805,611,135 
11,808,894 piled met. 96,022,464 
5,191,999 cub. met. 40,257,038 
50,118,448 cub. met. 1,575,355,431 
5,391,846 stds. 938,847,791 
12,568,904 piled met. 118,942,365 
4,162,205 cub. met. 70,074,801 

660,114 cub. met. 101,128,543 

623,449 cub. met. 103,270,038 


Exports of remaining continents are of prac- 
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cent. In addition, the Southwestern Hardwood 
Club and the Memphis Lumbermen’s Club. have 
unanimously endorsed the movement. 

Members of the Exporters association voted 
not only to oppose any increase in ocean freight 
rates at this time, but to protest to the Marine 
Commission against approval of the rates, Fol- 
lowing a meeting of the traffic committee of 
the association and members of the American 
Hardwood Exporters (Inc.), at the Robert E. 
Lee Hotel, Jackson, Miss., on Dec. 3 a strong 
letter of protest was sent to the Gulf-United 
Kingdom Conference, attention I. M. Griffith, 
chairman, at New Orleans. 

—_—_———_—_—_—— 


Already Reduced Shipments 


ViENNA, AustriA, Nov. 25.—It was resolved 
at the plenary assembly of the European Tim- 
ber Exporters’ Convention, held in September, 
that the quota for 1938 should be reduced by 10 
percent, i. e., by 400,000 standards, and it was 
left at the discretion of the countries concerned 
whether or not a portion of this reduction 
should be effected in 1937. The Syndicus of 
the E..T. E. C. recently instituted an enquiry 
in order to ascertain to what extent the quotas 
established for 1937 have been taken advantage 
of by the countries adhering to the Conven- 
tion. It was found that estimated softwood 
sawn goods exports were reduced by Sweden, 
Finland and the U. S. S. R. above 200,000 
standards from the quotas allocated them for 
1937. 











Incorporations 


ILLINOIS. DuQuoin—DuQuoin Building Supply 
Co.; to deal in lumber, roofing, cement, paints, etc. 

INDIANA. South Bend—Hass Millwork & 
Building Materials (Inc.), 1002 South Sheridan 
Ave.; to engage in wholesale business. 


MICHIGAN. Detroit—Locke Lumber Co. (Inc.), 
13874 Linhurst Ave. 
NORTH DAKOTA. Bismarck—Klein Lumber 


Co. (Inc.); $25,000. 
OHIO. Mason—Mason Lumber Co.; $25,000. 


WISCONSIN. Milwaukee—Milwaukee Plywood 
Co. B. H. Waetjen, 1565 W. Bruce St., interested. 


Business Changes 


ARKANSAS. Clarksville—J. M. Bryant & Sons 
Co, succeeded by Bryant Stave & Heading Co. 

CALIFORNIA. Inglewood—Rogers Lumber Co. 
succeeded by Xabie A. Clark. 

FLORIDA. New Smyrna—Hibbard 
Co. succeeded by Whitney Hardware Co. 

INDIANA. Rising Sun—Granite Brick & Lum- 
ber Co. succeeded by Allen A. Wilkinson Lumber 
Co. 

KANSAS. Claflin—Cofield Lumber Co. purchased 
by R. 8S. Buchtel of Hoisington, and will be known 
as Buchtel Lumber Co. 

LOUISIANA. Morse—J. M. Chiasson succeeded 
by Alhpe Chiasson. 

MINNESOTA. Bemidji—Bemidji Timber Co. 
succeeded by Grinols Implement & Fuel Co. 

MISSISSIPPI. Columbia—Marion County Lum- 
ber Co. sold to Hill Hardware Co. 


NEW YORK. New York City—Empire Furni- 
ture Frame Co. succeeded by Empire Frames, Inc., 
641 West 43rd St. 

Voorheesville—O. B. Vunch & Co. (Inc.) suc- 
ceeded by George W. Vunch & Co. (Inc.). 

OKLAHOMA. Okemah—Pickering Lumber Sales 
bo sold to W. C. McIntosh Lumber & Hardware 

o. 

OREGON. Eugene—George P. Hitchcock suc- 
ceeded by South Willamette Lumber Co. 

Lakeview—Adams & Reynolds Lumber Co.: 
R. 8. Adams, Jr., purchased interest of Gail Rey- 
nolds, The name of the company will remain the 
same. 

Milton—Fullerton & Olinger succeeded by Blue 
Mountain Lumber Co. 

Mount Angel—Mount Angel Box Works succeed- 
ed by John Kloft. 

Salem—The J. W. Copeland Yards, whose lumber 
yard at West Salem was recently destroyed by fire, 
announces that it has purchased the retail lumber 
yard and property of Cobbs & Mitchell Co. The 
company plans to rebuild the West Salem yard 
and to improve the newly purchased property. 

PENNSYLVANIA. Sayre—Croft & Corneby suc- 
ceeded by Croft Lumber Co. (Inc.), 

SOUTH DAKOTA. Firesteel—Peterson Trading 
Co. succeeded by Frank Peterson. 

VIRGINIA. Roanoke—Skyline Lumber Co. has 
leased plant of the Virginia Lumber Manufactur- 


Har ‘ware 


Se 


‘THE BUSINESS RECORD 








ing Co., and expects to have the plant in full 


operation about Jan. 1. 

WASHINGTON. Bordeaux—Johanson & Sanberg 
succeeded by E. W. Johanson. 

Spokane — Bockmier-McCoubrey Sales Agency 
name changed to Bockmier Lumber Sales Agency, 
Radio Central Building. 

Tieton—Yakima Valley Lumber Co. sold to Tie- 
ton Hardware & Lumber Co. 

WISCONSIN. Mason—Lake Superior Lumber 
Yards (Inc.) succeeded by M, Schraufnagel & Sons, 


New Ventures 


CALIFORNIA. Culver City—Capitol 
Co., 3019 Hines Ave. 

Van Nuys—General Hardwood Co., 
mer St, 

NEW JERSEY. Newark—A. R. Hall 
Co., Port St.; wholesale. 


NEW YORK. New York City—Boro Lumber 
Co., 553 West 52nd St.; retail. 

OREGON. Albany—H. & H. Lumber Co. en- 
gaged in business under management of B. F. 
Pawelski, 

TEXAS. Dallas—Bailey Lumber Co., 3009 North 
Henderson, 

Lampasas—Garon Beverly has opened a new 
lumber yard on the Belton Highway about a mile 
and a half from Lampasas. 


Casualties 


CALIFORNIA. Los Angeles—Standard Battery 
Separator Co. factory at 2446 East 53rd St., de- 
stroyed by fire. Will rebuild. 

ILLINOIS. Cowden—C. G. Sonnemann & Son's 
lumber yard destroyed by fire, with loss estimated 
at $16,000, partially covered by insurance. 
MICHIGAN. Ewen—Bergland Lumber Co. saw- 
mill destroyed by fire, with loss etsimated at 
$200,000, partly covered by insurance. The mill, 
which had a capacity of 100,000 feet of hardwood 
lumber in eight hours, employed about 200 men. 

NORTH CAROLINA. Bath—T. A. Brooks saw- 
mill and a quantity of lumber stacked in dry 
kilns were destroyed by fire, with only a small 
portion of the loss covered by insurance. 


New Mills and Equipment 


ARKANSAS. West Memphis—R. J. Burhen of 
St. Louis, Mo., plans plant here to manufacture 
window screens, molds, butter tubs, etc. 

KENTUCKY. Louisville—Roth Lumber Co. 
plans to restore building recently destroyed by 
$25,000 fire 

OREGON. Marcola—Fischer Lumber Co. will 
rebuild recently burned sawmill. 

TENNESSEE. Chattanooga—O, B. Andrews 
Co. on Rossville Avenue plans $45,000 addition to 
box factory. 

CANADA. BRITISH COLUMBIA. 
Lake—Crofton Export Co., 
couver, plans sawmill, 


Lumber 


14611 Besse- 


Lumber 


Cowichan 
678 Howe St., Van- 
power plant, etc., to cost 


about $200,000. 
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Candid camera shot of a salesman who 


NOWS ALL THE RIGHT ANSWERS! 
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NOW, MORE THAN EVER, IT’S BARRETT ‘‘BETWEEN THE WORLD AND THE WEATHER” 








LET THE BARRETT NAME HELP 
YOU SELL MORE INSULATION JOBS 


Dealers all over the country report that it’s easier to sell Barrett 
Rock Wool than “‘just any old brand.”’ 

Naturally people prefer to buy a brand they recognize, and 
that’s why Barrett Rock Wool has become a “‘best-seller.”’ Archi- 
tects, builders and home-owners in your own community are 
all familiar with Barrett’s reputation for high-grade building 
materials. 

Barrett Rock Wool comes in types to handle any house-insula- 
tion problem. There’s a big market right on your doorstep. Write 
today for full information about Barrett Rock Wool. 


THE BARRETT COMPANY 
40 Rector Street, New York, N. Y. 


2800 So. Sacramento Avenue, Chicago, Ill. Birmingham, Ala. 
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ERNEST BATEMAN, 53, senior staff chem- 
ist at the U. S. Forest Products Laboratory 
and discoverer of wood plastic, died at his 
home in Madison, Wis., Dec. 10. Born in 
Halifax, England, he came to this country 
when a boy. Mr. Bateman joined the Forest 
Products Laboratory at its organization in 
1909. During the World War, he discovered 
how carbon monoxide could be removed from 
the air through gas masks, and was the first 
U. S. chemist to learn this method. He was 
a Mason, a member of the American Chem- 
ical Society, the American Society of Testing 
Materials, and was internationally known as 
an expert in chemical wood preservatives. 
His widow, a daughter and a son survive. 


MRS. CHARLES I. JAMES, widow of a 
former vice president of the Great Southern 
Lumber Co., Bogalusa, La., died Dec. 5 in the 
Hospital for the Women of Maryland. Since 
the death of her husband a few years ago, 
Mrs. James had lived in a suburb of Balti- 
more. She was the last surviving daughter 
of Maj. A. R. H. Ranson of Baltimore, who 
during the Civil War was a member of Gen. 
Robert E. Lee’s staff. She is survived by a 
daughter, and a brother-in-law, Norman 
James, president of the James Lumber Co. 
(Inc.), and the only surviving son of Henry 
James who was a leader in the development 
of the North Carolina pine industry.” 


BURTON HOWARD SMITH, JR., 40, assist- 
ant general manager of the Longview, Wash., 
division of the Long-Bell Lumber Co., died 
at his home in Longview, Dec. 11, after an 
illness of five months. He was born in 
Curtis, Nebr., and entered the employ of the 
Long-Bell Co. at Bon Ami, La., as a youth 
after completing his studies at Racine (Wis.) 
College. After employment at the company’s 
plants in Longville, La., Quitman, Miss., and 
Ludington, La., he was named to his last post 
in 1923. Mr. Smith was a World War vet- 
eran, and prominent in civic and fraternal 
circles in Longview. Survivors include his 
widow, his father, a brother and one sister. 


WILLIAM DIEHL, 77, founder and presi- 
dent of F. Diehl & Sons (Inc.), Wellesley, 
Mass., died Dec. 5 at his home in Natick, 
where he was born and had always lived. 
Mr. Diehl founded the business when he was 
17 and had actively directed it until poor 
health forced his retirement a few months 
ago. In 1926, Mr. Diehl found in a loft of 
one of his older buildings the old Red Horse 
sign that had swung in front of.the famous 
Wayside Inn in Sudbury, now owned by 
Henry Ford. He presented the sign to the 
auto manufacturer. Surviving are his widow 
and three daughters. 


JACOB H. KENDIG, 73, general manager 
of the Muscatine (Iowa) Lumber & Coal Co. 
from 1895 until it was taken over by the 
Hawkeye Lumber Co. last Jan. 1 when he 
retired, passed away Dec. 2 while serving 
on a jury in the court house. He had spent 
his whole life in Muscatine except for three 
years in Washington, Iowa, whsre he was 
first engaged in the lumber business. Mr. 
Kendig was active in the First Methodist 
Episcopal church. His widow, a son and one 
daughter survive. 


HORAGE L. TILGHMAN, 63, died at the 
Mullins Hospital, Marion, S. C., Dec. 7. Mr. 
Tilghman was head of the Tilzhman Lumber 
Corp., operating a plant at Sellers, Marion 
County, S. C. He was one of the foremost 
forestry experts of the South and for several 
years was chairman of the State Forestry 
commission of South Carolina. Born in Marty- 
land, he went to Marion with his father 
nearly thirty years ago. His widow, his son, 
a daughter and a brother survive. 


REINARDUS MULDER, 175, president of 
the Standard Planing Mill Co., Lincoln, Nebr., 
died in his home Nov. 27. He had relin- 
quished active management of the business 
he had headed for nearly fifty years about 
eighteen months ago due to poor health. 
Born in Holland, Mr. Mulder came to the 
United States in 1883 and settled in Lincoln. 
He leaves his widow, a daughter and five 
sons. 


FRANK H. HUMPHREY, vice president and 
general manager of the Hornell (N. Y.) 
Wood Working Corp., died Dec. 9 in his home 
at that city. Mr. Humphrey was very active 
in civic, school and fraternal circles. 


WILLIAM WECKS, 57, owner of the Wecks 
Lumber Co., Racine, Wis., died of a heart 
attack Nov. 29 while en route home from a 
deer hunting trip. Mr. Wecks came to the 
United States from Germany in 1906, and for 
several years was employed by the Crossett 


Lumber Co. in Arkansas. He established his 
business in 1912. His widow, two daughters 
and two sisters survive. 


J. LEE JOHNSON, 75, chairman of _ the 
board of the Cicero Smith Lumber Co., Fort 
Worth, Tex., and prominent in the Texas 
Lumber industry, died Dec. 11 in a Fort 
Worth hospital. The company which he headed 
operates yards in many towns of western 
Texas and in New Mexico and Oklahoma. He 
was born at Brenham, Tex., and started 
working as a youth as a sheepherder on a 
ranch in western Texas. In 1897, Mr. John- 
son moved to Fort Worth, and has resided 
there since. 


FREDERICK L. SCHRADER, 79, president 
of the Schrader Lumber & Coal i ew 
Buffalo, Mich., died recently after an illness 
of three months. He formerly was a member 
of the school board of his town, and held 
several political offices. He was a member of 
the Scottish Rite in Grand Rapids, and presi- 
dent of the board at the St. John’s Evangeli- 
cal church. He is survived by his widow, a 
daughter and two sons. 


EVERETT E. WHITNEY, 76, who operated 
a retail lumber business in Hingham, Mass., 
under his own name, passed away Dec. 11 
at his home in that city. He was a life long 
resident of Hingham. Mr. Whitney was a 
Mason, a member of the Chamber of Com- 
merce of his city, and an official of the Hing- 
ham Savings Bank. 


JAMES M. ALLEN, 57, managing director 
of the Allen-Stoltze Lumber Co. (Ltd.), mana- 
ger of the Adanac Shingles (Ltd.). and a 
director of the National-American Wholesale 
Lumber Association, passed away in his home 
at Vancouver, B. C., recently. A native of 
Cape Girardeau, Mo., Mr. Allen had lived in 
Vancouver for twenty-six years. His widow, 
a son and one daughter survive. 


MRS. CLARENCE IDEN, 61, wife of the 
president of Gross, Kelly & Co. (Inc.), Las 
Vegas, N. Mex., passed away in her home in 
that city, Dec. 9. She and her husband moved 
to New Mexico in 1898. Mr. Iden was at one 
time president of the Mountain States Lum- 
ber Dealers Association. Survivors include 
her husband, three sisters and a brother. 


ERNEST C. COOK, 77, retired lumberman 
of Chicazo, passed away Dec. 12 in his home 
at Des Plaines, Ill. During his active days, 
Mr. Cook at one time was secretary-treasurer 
of the City Lumber Co. and later was asso- 
ciated with the Bader-Peterson Lumber Co. 
His widow, and a son, Roy, in the commis- 
sion lumber business in Chicago, survive. 


CORTIS L. TILLOTSON, 73, retired hard- 
wood lumber inspector, died at his home in 
Downing, Wis., Dec. He had been em- 
ployed by a number of northern hardwood 
manufacturers and wholesalers. among them 
Brittingham & Young Lumber Co. of Madison, 
Wis., and Wolf River Lumber Co. of Antigo, 
Wis., for many years. His widow, a son and 
a daughter survive. 


JAMES J. MUNN, 82, president of the Munn 
Lumber Co. (Inc.), Pittsburgh, Pa., since 
1889, died at his home Nov. 28. He entered 
the lumber business in 1871, and was the 
oldest lumberman in continuous service in 
Pittsburzh. Mr. Munn was a past president 
of the Pittsburgh Builders Exchange. Sur- 
viving him are three sons and a daughter. 


FREDERICK H. SMITH, 66, retired retail 
lumber dealer of Toledo, Ohio, died suddenly 
Dec. 12 in his home at Perrysburg. He was 
the grandson of David Smith, one of Toledo’s 
pioneer lumber manufacturers, and the son 
ra) af Smith who succeeded David 


Smith. Survivors include his widow, and 
two sons. 
HARLAN E. ROBINSON, 39, who operated 


a retail lumber business in Milford, Ind., as 
Robinson (Inc.), died Nov. 21. Mr. Robinson 
started his business about two years ago, 
after being employed many years by the 
Goshen (Ind.) Sash & Door Co. 


CYRUS W. KIMBRELL. proprietor of the 
Kimbrell-Ruffer Lumber Co., Meridian, Miss., 
passed away in his home Nov. 22. For many 
years Mr. Kimbrell was connected with the 
business, civic and religious life of Meridian. 
be widow, four daughters and two sons sur- 
vive. 


L. A. BAKER, 65, president Baker Lumber 
Co., Birmington, Ala., and Trenton, Ga., died 
in a Birmingham hospital on Dec. 5. He went 
to Birmingham in early manhood and had 
been connected with the lumber industry for 
over forty years. 
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| How to Figure Costs for Advertising 
' In Classified Department 






















Seven words of ordinary length make 


one line. 
Count in the signature. Heading 
counts as two lines. 


No display except the heading is 


permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMBRICAN LUMBERMAN. 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and 
Seller. Best for selling lumber, shingles, 
retail yards, business opportunity, tim- 
ber and timberlands, machinery, locomo- 
tives, cars, rails and equipment used in 
logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman. 

Send your advertisement to the 


AMERICAN LUMBERMAN, 
481 S. Dearborn 8t., Chicago, II. 


Too Late To Classify : 


CARPENTER APRONS 


Write for samples and prices. 
MINNESOTA SPECIALTY CO., Inc., 
Minneapolis, Minn. 








THD 











WANTED 


Employees 
WANTED: EXP’D MILLWORK ESTIMATOR — 


Must have pleasing personality and be a capable 
salesman. Long established. large, highly ra’ 
concern. State age, experience and salary. ‘ 

Address “K. 75,” care American Lumberman. ~ 


EXPERIENCED LUMBER STENOGRAPHER ~ 
by commission firm; fast and accurate; singlé 
Write in detail exp. & sal. expected; also photo. © 

P. O. Box 835, Dallas, Texas. a 

















WANTED: YARD FOREMAN AND CHECKER 


With carpenter experience; Northern IIl. 
Address “EK. 57,” care American 
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merican Lumberman House 


Plan No. 230 




















BILL OF MATERIAL 
CONCRETE & BRICK WORK: 


176 cu. ft. concrete, footings 

cu. ft. concrete, walls 
750 sq. ft. 3'2-in. conerete, basement floor 
170 sq. ft. 4-in. concrete floor, garage 
40 sq. ft. 4-in. concrete floor, front ent. 
15 sq. ft. 34%4-in. concrete floor, grade ent. 
| set conc. steps 4-ft. 2 risers, frt. ent. 
i set cone. steps 3-ft. 8 risers, basement 
38 lin. ft. double flue,. fireplace & furnace 
64 lin. ft. 8x12 terra cotta flue lining 


PLASTER WORK: 


760 sq. yds. plaster, house & garage 
11400 lath 3gx1/2—4 


TIN WORK: 


80 lin. ft. 10-in. ridge roll 

60 lin. ft. 14-in. valley tin 

86 lin. ft. 6-in. gutter 

82 lin. ft. 3/2-in. down pipe 
27 pes. 3'2-in. elbows 

140 pes. 5x7 tin flashing 


ROUGH HARDWARE: 

24 sets sash weights & cord 

600 Ibs. nails 

{ castiron cleanout door 

150 metal corners for 8-in. siding 


ROUGH LUMBER: 


{ pe. 6x8—8 post 
6 pes. 2x8—14 girder 
2 pes. 2x8—1I6 sill plate 
10 pes. 2x10—I6 sill plate 
10 pes. 2x6—16 sill plate 
28 pes. 2x10—1{2 first floor joist 
20 pes. 2x10—14 first floor joist 
22 pes. 2x10—8 first floor joist 


GARAGE 


LIN @ ROO 
23-0xlk 0 














40 pes. 2x10—12 second floor joist 
20 pes. 2x10—14 second floor joist 
22 pes. 2x10—8 second floor joist 
25 pes. 2x6—20 ceiling joist 
22 pes. 2x6—8 ceiling joist 
54 pes. 2x6—12 rafters 
21 pes. 2x6—22 rafters 
9 pes. 2x6—20 rafters 
9 pes. 2x6—18 rafters 
82 pes. 2x4—18 0.s. studs 
48 pes. 2x4—10 0.s. studs 
32 pes. 2x4—9 0.s. studs 
20 pes. 2x4—I6 0.s. studs, gables 
100 pes. 2x4—9 ins. studs, Ist floor 
120 pes. 2x4—8 in. studs, 2nd floor 
70 pes. 2x4—16 plates and shoe 
4 pes. 1x6—16 ribbon board 
in. insul. bd. wall sheathing 
-M. 34x8 siding 
1200 ft. "BLM. 1x4 roof sheathing 
17 squares (6-in. shingles, roof 
500 lin. ft. 1x3 bridging 
960 ft. B.M. 1x6 D&M subfloor 
2330 ft. B.M. 1x3 finish floor 
24 pes. 2x4—8 studs, lav. & fruit room 
460 ft, B.M. {x6 D&M walls, lav. & fruit r. 


MILLWORK: 


{ o.s. door fr. 3/0x6/6—134 basement 

1 o.s. door 3x pan. 6 It. 

{ side inside tr 

| batten door 3 /0x6/ ‘(0—7, basement 
2 sash frames 10x12—1% 3 Its. basement 
2 sash 10x12—1% 3 Its. SS 

4 sash frs. 10x16—13¢ 3 Its. basement 

4 sash 10x16—1% 3 Its. SS 

1 sash fr. 10x18—13@ 4 Its. basement 

{ pr. sash 10x18—1%@ 2 Its. ea. SS 

1 o.s. dr. fr. 3/0x7/0—134 front ent. 

! o.s. dr. 3/0x7/0—134 2 vert. pan. 6 Its. DS 
| side inside trim 

{ o.s. dr. fr. 2/8x7/0—134 grade ent. 
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{ o.s. door 2/8x7/0—134 3X pan. 6 Its. DS 
| side inside trim 
1 sash frame 8x10—1%@ 6 Its. vest. 
1 sash a ‘a 6 Its. 2w. SS 
| side inside t 
2 wdw. frs. (0x1 4—13 12 Its. liv. r. 
2 windows 10x14—1%3¢ 12 Its. SS 
2 sides inside trim 
| twin wdw. fr. 10x14—1%@ 12 Its. liv. r. 
2 windows 10x14—13¢ 12 Its. SS 
| side inside trim, twin 
| trip wdw. fr. 10x14—13@ 12 Its. sunroom 
3 windows 10x14—1% 12 Its. SS 
| side inside trim, triple 
2 twin wdw. frs. Vox 14135 12 Its. sunroom 
4 windows vag ang ss 
2 sides inside trim, tw 
| wdw. fr. 10x12—13% 12 Its. din. nook 
1 window 10xi2—1%3¢ 12 Its. SS 
1 side inside trim 
2 wdw. frs. 10xi2—13 8 Its. din. nook 
2 wdw. 10xl2—1% 8 Its SS 
2 sides inside trim 
wdw. fr. 8x8—1% 16 Its. kit. 
window 8x8—1% 16 Its. SS 
side inside trim 
wdw. fr. 10x12-—13% 12 Its. kit. 
window 10x!2—1%@ 12 Its. SS 
side inside trim 
dr. fr. 8/0x8/0—13%4 garage 
1 o.h, door 8/0x8/0—134 gla. DS 
2 sash frames 10x12—1% 6 Its. garage 
2 sash 10xi2—1% 6 Its. 3 w. DS 
2 sides inside trim 
2 sash frs. Bx14—1% 4 Its. storage r. 
2 sash 8x14—13¢ 4 Its. 2w. SS 
2 sides inside trim 
1 wdw. fr. 10x12—1% 12 Its. bedr. 1 
1 window 10x12—1% 12 Its. SS 
| side inside trim 
| twin wdw. fr. 10xi2—13@ 12 Its. bedr. 1 
2 windows 10x12—1% 12 Its. SS 
| side inside trim. twin 
wdw. fr. 10x12—13¢ 12 Its. bedr. 2 
1 window 10x12—1% 12 Its. SS 
{ side inside trim 


coese T 





| twin wdw. fr. og >. bedr. 2 
2 windows ape aga! = . $& 

| side inside trim, tw 

wdw. fr. 10x10—-1 3% "2 Its. bathr. 
window 10x!0—1% 12 Its. SS 

side inside trim 
wdw fr. 8x8—13¢ 18 Its. bedr. 3 

window 8x8—1%¢ 18 Its. SS 

side inside trim 

ins. door fr. 3/0x6/0—1 36, 2x10, coal bin 

. dr, 3/0x6/0—1%% 5X pan. 

2 pes. 1x4—18 inside trim 

1 ins. dr. fr. 3/0x6/0—1%, 2x6, fruit r. 

{ ins. door i mgr Rag 5X pan. 
2 pes. ix4—18 ins. 

{ ins. dr. fr. 2/6x6/ Ont 2x6 lav. 

{ ins. door 2/6x6/0—1% 5X pan. 

2 pes. 1x4—I6 ins. trim 

1 ins. dr. fr. 3/0x7/0—134, 5% vest. 

{ ins. door 3/0x7/0—1% 15 Its. DS 

2 sides inside trim 

| ins. “. t.3 2/8x7/0—134, 5%, living 


room - 

i ins. door 2 /8x7/0—134, 15 Its. DS 

2 sides inside trim 

1 ins. dr. fr. 2/6x7/0—134, 54%, hall clo. 

| ins. door 8/6x7/0—1%, 2 pan. 

2 sides inside trim 

1 ins. dr. fr. 2/8x7/0—13¢, 54, nook-bsmt. 
1 ins. dr. 2/0x7/0—1% 2 pan, 


2 sides inside trim 
{ D. 2/8x7/0—136, 5%, din. 


- =. 
nook-kitchen 
| D.A. door 2/8x7/0—1%, 2 pan. 
2 sides inside trim 
1 ins. dr. fr. hy eae Y = kit.-grade 
1 ins. door 2/8x7/0—1% 2 
: sides inside trim 
1 ins. dr. fr. 2/8x7 /0—1% ° — garage 
1 ins. door 2/8x7/0—13¢ 2 
2 sides inside trim 
3 ins. dr. frs. Hh eres ge SY. hall-bedr. 
3 ins. door 2/8x7/0—1%, 2 
6 sides inside trim 
1 ins. dr. fr. 2/6x7/0—13, 5%, hall-bathr. 
1 ins. door 2/6x7/0—1%@ 2 pan. 
2 sides inside — 
ins. dr. fr. 2/4x7/0—1%%, SY, bedr. 2-clo. 
{ ins. dr.2/4x7x0—1% 2 pa 
2 sides inside trim 
3 ins. dr. frs. hey a elo. 1&3 
3 ins. doors 2/4x6/0—1% 2 
6 sides inside trim 
1 ins. dr. fr. 2/0x5/0—13¢, 54% storage 
1 ins. door 2/0x5/0—1%, 2 pan. 
2 sides inside trim 
490 lin. ft. 5¢x4'2 base 
490 lin. ft. Y2x34 base mold 
490 lin. ft. 2x34 base shoe 
8 lin. ft. 34x18 shelving, clo. 
18 lin. ft. 34x14 shelving, clo. 
48 lin. ft. 34x52 hook strip, clo. 
8 lin. ft. 1Y@ dia. hanging rod, clo. 
40 lin. ft. 34x13 cleats, clo. 
90 lin. ft. 34x18 shelving, fruit room 
50 lin. ft. 2x2 supports, fruit room 
160 lin. - 34x3 cleats, fruit ae 
1 case /0x2/0—24-in. det., kit. 
I case 10/0x4/ 10-10. 14-in. det., kit. 


(CONTINUED ON OTHER SIDE) 
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BILL OF MATERIAL 


900 cu. ft. conerete footings, walls and 
piers 

62 lin. ft. econerete steps 

800 sq. ft. 3” concrete basement floor 

24 lin. ft. chimney fireplace and mantel 

24 lin. ft. chimney furnace 

40 lin. ft. 8x8 flue lining 

570 yards plastering 

LUMBER 

112 lin. ft. 2x10 girders 

140 lin. ft. 2x8 sill 

112 lin. ft. 2x10 joist headers 

2x10—1i4 joist 

26 pes. 2x10—I6 joist 

48 pes. 2x6—14 ceiling Joist 

26 pes. 2x6—16 ceiling joist 

12 pos. 2x4—20 rafters 

60 pes. 2x4—14 rafters 

6 pes. 2x6—24 hip rafters 

18 pes. 2x4—I6 collar beams 

136 pes. 2x4—1!0 outside studs 



























































{se pes. 2x4—9 inside studs 
80 lin. e 2x4 plates 

4 lin. ft. tx3 bridging 

1500’ 1x8 sheathing walls 


1500° %xi2 select oak flooring 
400’ Ix4 beaded eclg. cornice soffit 
200’ %@ beaded clg. porch cig. 
166 lin. ft. 1x6 cornice 
190 lin. ft. Yex8 frieze 
180 lin. ft. 2/2” bed mould cornice 
| cellar stair ‘‘mill’’ 
{ set steps grade to kitchen 
60 lin. ft. {x9 porch plate 
38 lin. ft. x7 porch plate 
4 columns 10’—8’ 
| facure board elev. front porch 
| frieze board elev. front porch 
? trellis frames elev. 
1 front door frame 2-10x6-8 and inside 
trim (side lights) 
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merican Lumberman House Plan No. 208 








{ side door frame 2-10x6-8 and inside trim 
i rear door frame 2-8x6-8 and inside trim 
2 triple window frames sides 2 It. (8x26 
etr. 2 It. 28x26 and trim 
1 Rese wiatew frames 2 It. 24x26 and 
single = frames 2 It. 20x16 and 
inside tr 
ndoor frame 4-0x6-8 and trim 2 sides 
indoor frame 2-8x6-8 and trim 2 sides 
indoor frame 2-6x6-8 and trim 2 sides 
indoor frame 2-4x6-8 and trim 2 sides 
indoor frame 2-0x6-8 and trim : sides 
indoor frame 1-6x2-4 and trim | side 
doors 2-10x6-10 134 elevation Gi. D. S. “ 
door 2-8x6-8 134 elevation Gi. D.S. 
pair doors—4-0x6-8 1% 10 It. ea. D.S. 


astrigal 
door 2-8x6-8 134 15 It. D.S. 
doors 2-8x6-8 1% 2 panels 

doors 2-6x6-8 1% 2 panels 

docrs 2-4x6-8 13¢ 2 panels 

door 2-0x6-8.1%_ 2 panels 

door 1-6x2-4 7%” | panel 

windows 2 It. 18x26 1% 3 over | D.S. 


and S.S. 

windows 2 It. 28x26 1% 5 over | D.S. 

and S.S. 

12 wetews 2 It. 24x26 1% 4 over I D.S. 
an Ss. 

2 windows 2 It. 20x16 1% 3 over | D.S. 


and S.S. 
2 side lights 1-4x6-8 1% elevation D.S. 
frame and door and trim 30x30” 
22” shelving 
En. ft sg Sane 
66 lin. ft cleat 
36 lin. ft. rf hook strip 


Nn 


ND Be BWW en — KN — Ke Wee— 





340 lin. ft. 5ex5% base detail 
340 lin. ft. base shoe detail 
2€ lin. ft. wainscot cap 

3 oak thresholds 

i mantel. ‘she If detail 

| kitchen ambne detail 


HARDWARE ETC. 


4 steel basement sash 3 It. 10xi4 
2 c.i. vents (front elevation) 

1 c.i. coal door 

158 lin. ft. 5” Gal. iron gutter 
46 lin. ft. 3/2” down spout 

30 lin. ft. 15” valley tin 
Flashing for chimneys 

! cleanout door 

400 Ibs. nails 

20 set weights and cord 

2 front door nny - 

{ rear door 

11 inside deer” lock sets 

| double acting floor hinge 

2 push plates 

3 pair 4x4 butts 

! pair 2x2 butts 

14 pair 3'/2x3'/ butts 

20 sash locks and lifts 

10 pair butterfly hinges 

5 cupboard turns 

4 drawer pulls 

5 elbow catches 

{ hot air heating plant complete 
Electrical equipment 

Tile hearth for fireplace 

| bathtub 

{ lavatory 

1 stool complete 

1 medicine cabinet 








American Lumberman House Plan 


No. 230--Continued 


MILLWORK (Continued) 


| case 3/3x7/4—14-in. det., din. nook 
{ mantel shelf 3x10—7 det. liv. r. 

! medicine case, det., bathr. 

! flight stairs 3'/2-ft. 13 risers, mill, bsmt. 
| flight stairs 3//2-ft. 15 risers main 
OUTSIDE MILLWORK 


190 hong ft. 34x52 fascia; gable cornice 
190 lin. ft. 34x54 plancier, gable cornice 
190 1 3 34x23, frieze, gable cornice 

in. ft. $4x2/ mold, gable cornice 
190 fin. ft 34x24 cove mold, gable cornice 
120 lin. ft. 34x52 fascia, eaves cornice 
120 lin. ft. 34x8'/2 plancier, eaves cornice 
= lin. * 34x23, frieze, eaves cornice 
120 lin. ft. 34x2% cove mold, eaves cornice 
| seat 5/6x1 Be 18. in. front ent. 
FINISH HARDWARE: 


24 sash locks and lifts 





6 sets sash hardwr., snate; 1 set o.. ee. 
5 sets sash hdw. single, ist & 2nd 

13 pr. 3x3 L.P. butts & screws, why 

1 front door, | rear door lock sets 

18 inside door lock sets 

| pr. push plates 

i —g | S erage: 1 padlock 

3 pr. . butts & screws 

18 p pr. a Wana, L.P. butts & screws 

{ D.A. floor hinge; | pr. 8-in. T hinges 

16 rubber tip door bumpers 

{ set hardware for overhead garage door 

20 pr. 2x2 hinges; |! cupboard turns, cases 
9 elbow catches, cases 


PLUMBING AND HEATING: 

{ lavatory & stool, bsmt. toilet 

{| set laundry trays, bsmt.; | sink, kit. 

| floor drain, basement 

| bathtub; { lavatory; | stool, compl. bathr. 
| warm air heating plant complete, installed. 
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WANTED 








WANTED 





WANTED 











Employees 


WTD.: FLOORING MACHINE MECHANIC 


One unit plant. 
KENTUCKY FLOORING COMPANY 
Orange, Virginia 


EXPERIENCED BOOKKEEPER 


In individually owned East Texas yard. 
know the retail lumber business. 
apply. 

Box 162, Overton, Texas. 


WANTED: YARD MANAGER 


Capable of handling good sized volume in a good 
Iowa county seat town. Must be able to handle 
stiff competition and a good credit man. Advise 
salary required first reply. 

Address “J. 74,” care American Lumberman. 





Must 
No others need 








Salesmen 


WANTED: COMMISSION SALESMEN 


To represent Douglas Fir mill. 
Address “J. 83,” care American Lumberman. 


WANTED FOR CHICAGO AREA 


Can place at once, several aggressive, up-to-date, 
creative, retail salesmen, with lumber yard experi- 
ence. 
An excellent opportunity for real good men. Give 
age, nationality, ten-year employment record, and 
send a picture if possible. 

Address ‘“K. 68,” care American Lumberman. 








CRATING LUMBER SALESMAN 
Experienced with Chicago industrial trade—car lots 
and truck loads. Salary & Comm. 

Address “K. 68." care American Lumberman. 


LUMBERJACKS, OUTSIDE MEN: 


Sell Ranetite Leather and Canvas waterproofing. 
Nationally advertised. 120% profit. Post-card for 
=. ne MFG. CO. INC., Dept. L., St. 
ouis, o 








Employment 


LUMBER EXECUTIVE DESIRES POSITION 


With some good substantial concern requiring abil- 
ity, trustworthiness and experience, either in ca- 
pacity of manager, salesmanager, buyer or opera- 
tor. Have had twenty years experience as operator 
and salesmanager and know the game from stump 
to consumer in either hardwood or southern pine. 
Best of references. 
Address “K. 53,” care American Lumberman. 


POSITION WANTED 


Single young man stenographer and typist, also 
invoice clerk two years experience West Coast 
Wholesale office under intense and capable instruc- 
tion. Services available January ist. Agreeable 
to accepting position any territory with good manu- 
facturer, wholesaler or retailer. Satisfactory refer- 


ences, 
Address ‘““K. 60,” care American Lumberman. 


POSITION: BOOKKEEPER OR OFFICE WORK 
Age 23, married, business college graduate, several 
years’ experience in lumber yard. 

Address “K. 84,’’ care American Lumberman. 











FIRST CLASS DETAILER AND BILLER 


For special mill work wants to make a change; 
can furnish references. 


Address “K. 76,” care American Lumberman. 


Ermployment 


GRADUATE FORESTER 


Four years with U. S. Forest Service. Trained in 
dry-kiln engineering, wood technology, wood pres- 
ervation, accounting, typing, and the merchandis- 
ing and marketing of forest products. Age 28, 
un-married. Excellent references. Desires oppor- 
tunity in manufacturing or marketing with a good 
future, 
“. 74;" 


Address care American Lumberman. 


EXECUTIVE AVAILABLE 


Retail lumber executive thoroughly experienced in 
lumber, coal, paint and builders’ hardware, seeks 
new location—now employed. Best of reasons for 
desiring to change, well qualified to handle all 
matters of responsibility in connection with a line 
yard operation—including F.H.A. title two loans 
and installment selling. Best of references, a 
clean record, ambitious, energetic and dependable. 
Correspondence solicited. 
Address “K. 73,’ care American Lumberman. 


EXPERIENCED RETAIL LUMBERMAN 


Age 45. Now Association Secretary for Lumber 
Group. Executive and sales training; Estimator 
and accountant; Excellent banking & mortgage 
experience; trained credit man. Seeks manage- 
ment or assistantship with live retail yard. Write 
for references. 
Address “lL. 25,” 








care American Lumberman. 


WANTED POSITION AS MANAGER 


In large volume retail lumber yard. Experienced 
in latest methods of sales promotion and financing 
aids. Age 38. Available at once. 

Address “K. 69,” care American Lumberman. 


SALESMAN, LONG SUCCESSFUL RECORD 
Contacting contractors, architects, industrials, 
building material dealers New York—New Jersey, 
desires to represent manufacturer. Straight 
thinker. Hard worker. 

Address “K. 46,” care American Lumberman. 


FOREMAN, INSPECTOR 
Hard and soft woods; long experience, wholesale 
and reta 
Address “K. 89,” care American Lumberman. 


SUCCESSFUL FACTORY SUPERINTENDENT 
Sash, Doors, Interior Finish, Cabinets. Expert on 
plant management; also on estimating, layout and 
detailing. Proven profit making past record. 

Address “K. 48,” care American Lumberman. 

















Lumber and Dimension 


FIGURED WHITE OAK VENEERS 


Short lengths, 2-6 ft. (state lengths under 3 ft.) 
x 6”, avg. 7%-8” wide x .02552” thick, clear, sap 
not to be measured. Quote for export and com- 
mission allowed 


Address “K. 78,” care American Lumberman. 





WTD.: 100,000’ 1x12 PONDOSA PINE NO. 3 
1 car fir wallboard, \%”. 
1 car 1x6 C Grade No. 116 Dropsiding. 


Price must be right. What have you in lumber 
that we can us 


e? 
KAPLAN LUMBER CO., St. Charles, Mo. 


150 M FT. 8/4 FAS PLAIN RED OAK 


Practically free of sap and checks, 2 years dry, 
er go soft textured, 10 inch average width 50% 
1 


Cc. H. WORCESTER CO., Chicago, Il. 


Retail Lumber Yards 


WANTED TO BUY: A LUMBER YARD 


In Northern or Central Illinois, All replies confi- 
dential. ~ .¢ue 








Address care American Lumberman. 


Electric Machinery 


WANTED: GENERATOR 
30 or 40 K.W., 3 phase, 60 cycle, 440 volt generator 
directly connected to automatic steam engine. 
KIRK LUMBER CoO., Suffolk, Va. 








Miscellaneous 


INTERESTED IN BUYING R. R. TIES 
7x9 White Oak Switch Ties; also White Oak Reject 
Track Ties; Chicago delivery. Terms: Cash. 
Address “K. 63,” care American Lumberman. 


CAN USE AT SALVAGE VALUE 
Murphy or similar wall safes. Give number you 
have and rock bottom price in first letter. 
Address “‘K. 71,” care American Lumberman. 








DETAILER-BILLER & MILLW’K SUPT. 


Seeks position, 22 yrs. exp. high class millwork. 
12 yrs. draftsman & Sup’t. A-1 ref., age 38 
Address “J. 33,” care American Lumberman. 


ASSOCIATION SECRETARY 


Successful record. Now directing fifteen yard mem- 
bership 8rd year. Seeks change to larger group 
needing aid. Original ideas with good results. Best 
of references. 
Address “K. 82,” 





care American Lumberman. 


Steel Rails 


WANTED: 3 TO 4 MILES, 25 TO 40 LB. RAILS 


Prompt shipment. State price and condition. 
Address “J. 62,’ care American Lumberman. 


WANTED: 
Ten miles 20#—25% or 30% +s aengen J Steel Rails with 
Bars. pt price, condition, 
DWEST STEEL CORPORATION 
Charleston, West Va. 











WANTED: A JOB 


Lumberman, lifetime experience retailing, whole- 
saling, manufacturing, architectural background; 
has preliminaries ready for mass production com- 
plete lowpriced homes; wants to connect with 
wide awake retailer. Available Jan. ist. 

Address “‘K. 177,’ care American Lumberman. 





MANAGER FOR LUMBER AND MILLWORK 


Fifteen years experience as Manager in all phases 

of Retail lumber and Mill-Work. Thereudn, Tre- 

liable, prefer East or South. Best of references. 
Address “K. 67,” care American Lumberman. 





WANTED TO OPERATE WELL EQUIPPED 


Lumber yard; salary or commission. Qualified. 
Reférences. 


Address ‘*K. 85," care American Lumberman. 





Used Machinery 


WTD: SMALL HARDWOOD FLOORING MCHRY. 


Must be in first class shape, belt driven, including 
small high speed hardwood moulder. 
C. A. DAY, Salem, Mo. 


WANTED TO BUY: 


Used portable coal conveyor. 
ust be a bargain. 
“K, 74,” care American Lumberman. 


AUTOMATIC SAW SHARPENER 


Blackmer, or equal—up to 56”. 
Address “K. 81,” care American Lumberman. 





Address 














FOR SALE 
Retail Lumber Yards 


FOR SALE: RETAIL LUMBER YARD 


Located near Dayton, Ohio, profitable business. 
Good reason for sellin ng. 
Address “K. 42,” care American Lumberman. 


FOR SALE: RETAIL LUMBER YARD 


In Small Central Wisconsin Community. 
Address ‘“‘H. 89,” care American Lumberman. 


FOR SALE 
Two Retail Lumber Yards located in Central Illi- 
nois, long established yards, well stocked, all new 
lumber, owners wish to settle estate. 
Address “J. 66,” care American Lumberman. 


FOR SALE: 
Small retail lumber, coal, grain and Pare, supply 
business in Northern Ill. village. HOLCOMB-DUT- 
TON LBR. CO., Sycamore, Ill. 


FOR SALE—CHEAP— 
Coal and Lumber Yard near Phila., Pa., on New 
Jersey side. Complete Equipment—Sheds and Mill. 
Railroad Siding. Good location. 
Address “K. 70,” care American Lumberman. 


FOR SALE: A LONG EST’D LUMBER YARD 


And grain elevator a. in county seat of Illi- 
ith large tra e area. 
“Taree nie. 50,” care American Lumberman. 
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| FOR SALE 
Sines Cheewauiliies 


FOR SALE IN INDIANAPOLIS, INDIANA 


Two story factory building. Engine room, Dry 
Kiln, Lumber storage sheds, Garages, Main build- 
ing sprinklered. This property has two private 
switch tracks of Big 4 R.R. Factory buildings con- 
tain over 50,000 sq. ft. of space. Ground com- 
prises approximately 2% acres. 

Price $50,000.00—Terms. 

Address “J. 86." care American Lumberman. 
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WANTED: CAPITAL 


For perpetual Pine operation where profits can be 
made at all times. Cheap timber. 
Address “H. 73,” care American Lumberman. 


FOR SALE: TIMBER AND SAWMILL 


Fifty million feet of timber, % Hardwood, % Pine. 
Sawmill (band) thirty to forty-five thousand capac- 
ity. Ample planing mill capacity. Large dry kiln. 
Twenty miles log railroad, fully equipped and in 
use, All equipment in good condition, Four mil- 
lion feet of lumber on yards and in sheds. Located 
in Louisiana. No commissions. Prefer to deal 


direct. 
Write BOX 267, El Dorado, Ark. 








BUSINESS OPPORTUNITY 


Fine chance for ambitious young man with capital 
to acquire interest in a very fine modern sawmill 
plant located one best cities in Northwest, with 
desirable associates. Water, rail, and local ship- 
ments. Mill nearly new with adequate fir timber 
supply nearby. To right party excellent deal of- 
fered for purchase of stock. 
Address “K. 83,” care American Lumberman. 





Lumber and Dimension 


QUALITY HARDWOODS 
From the heart of the Appalachians. 
WEST VIRGINIA LUMBER COMPANY, 
Elkins, W. Va. 








WANTED: ORDERS 
For small short clear oak squares either air dried 
or green, cut to specifications. 
Address Box 194, Salem, Mo. 





FOR SALE: 200,000° NO. 2 COM&BTR MILL RUN 
4/4 oak lumber, air dried, 8 to 16 ft. lengths. Not 
more than 35% No. 2 Com. 

DAY LBR, CO., Salem, Mo. 





PHILIPPINE MAHOGANY FOR BOAT 


And Cabinet work. Mexican and African Mahog- 
any, Soft Appalachian Yellow Poplar, White Pine, 
Cypress, all kinds Hardwood Lumber. 

CHARLES F. SHIELS & CO., Cincinnati, O. 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN. 431 So. Dearborn St., Chicago. Il. 


Timber and Timber Lands 


FRED C. KNAPP, PORTLAND, OREGON 
BUYS AND SELLS TIMBER LANDS ANYWHERE 











FOR SALE: 


Four tracts of hardwood timber. 
R. P. JOHNSON, Wytheville, Va. 


FOR SALE 














Patent Attorney 


PATENTS AND TRADE MARKS 


Personal, confidential service, at a minimum of 
expense. 72-page booklet free. 
L. F. RANDOLPH, Dept. 755, Washington, D. C. 


Used Machinery 


FOR SALE 


Gang Edger, left-hand, good condi- 
Yates Band Resaw, with or base 
motor. Gang Rip Saws, ball bearing. American 
Nos. 21 and 22, built in motors 220/60/8. Hun- 
dreds of other machines in stock, 

HERMANCE MACHINE COMPANY, Williams- 
port, Pa. 











Stearns 60” 
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WOODWORKING MACHINERY BARGAINS 
Write us. 
J. LBE HACKETT COMPANY, Detroit, Mich. 





FOR SALE: BAND SAW, “AMERICAN B 30” 


Direct drive 3 H.P. G.E. motor and G.E. starting 

switch. Excellent condition. Low price. For fur- 

ther information write or phone: 

COMFORT COAL-LBR, CO.—Att: S. P. CARLSON 
123 Anderson St., Hackensack, N. J. 





FOR SALE: 1 PHOENIX ROTARY SAWMILL 


Edger & Trimmer; 1 Diamond 6’ Horiz. Band 
mill with five 10” saws; 1 12”x24” Corliss Engine. 
Address “K. 37,’ care American Lumberman. 





FOR SALE 


One Curtis, four side planer and matcher. Will 
match up to 8” wide and surface up to 20” wide. 
In good condition. Light weight, does good work, 
and is the best planer made for a small mill opera- 
tor where it must be moved occasionally. 
FRANK B. POWELL LUMBER COMPANY 
Rolla, Missouri. 





FOR SALE 
American Bolter, takes up to twelve feet. 
young saw mill, new condition. 
REED CITY KILN DRYING CO., Reed City, Mich. 


Regular 





WE OFFER FOR SALE: 


Clark Bros. Horizontal Band Resaw. Fordson Gaso- 
line Shovel—% yard. Barnhardt Log Loader. 
American End Matchers. Yates double surfacer 
No. 177. 1500’ 2” Used Cable. 

Address “‘K. 80,’ care American Lumberman. 





FOR SALE OR TRADE: 
Bear-Cat Gasoline Crane with % Yard Owen 
Bucket. Can use Lumber in trade. Price $3000.00. 
WILKE & REHN CoO., Beecher, Ill. 








FOR SALE 
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Used Maabieary 


ENTERPRISE SAW MILL NO. 21 
Bought new, used all short time. 2 head blocks, 
Timken Bearings, 58” 
PHOENIX BOX & LUMBER CO., Toledo, Ohio. 


FOR SALE: 
One Hand operated used concrete block machine. 
In good condition and priced very reasonably. 
Address “‘K. 79,’”” care American Lumberman. 




















Tractors 





$375—TRACTORS—$650 


Just purchased another lot of exceptionally good 
Caterpillar, 5-ton, crawler type, tractors in per- 
fect condition. These are very adaptable for log- 
ging, lumber, contracting, and any other business 
in which tractors are used. These tractors are 
ready to show and go and we are in a position 
to demonstrate these at Sparta, Wis., or Mt. Sterl- 
ing, Ky. Price $375 for 5-ton. Also have a 10-ton 
tractor. Price $650.00 without winch, $750.00 with 
winch. For further’ particulars address O. C. 
EVANS, Mt. Sterling, Ky. 





Logaing Ry. Equipment 





FOR SALE 
1 Over head Lidgerwood skidder, and 
1 8-ton rod locomotive in good used sonnee. 
BAIST COOPERAGE & LUMBER CoO., 
Plaauemine, La. 





J. C. MARKSTEIN 


1725 Jefferson Ave. New Orleans, La. 
Logging Railroad Equipment 
Repair material for logging 
cars, both new and used. 





Miscellaneous 


FOR SALE 


250 MBM Timber, Railroad Ties, blocking and 
Planking. Materials new summer 1936 used only 
once for temporary trestle. 
12” x 14”—12’ to 18’ long—8” x 16”—lengths to 26’ 
12” x 12”—12’ to 18’ yoy pe . 8”—lengths to 20’ 
12” x 12” blocking, 3’ to 6’ 1 
480 Pcs. 7” x 9”"—lengths 10’ ' ee ties S.L.Y.P. S48 
480 Pcs. 8” x 8”—10’ S. L. Y. P. SiS 
Location and inspection Columbus, Ohio. 

OSCAR DANIELS COMPANY 
Columbus, Ohio Chicago, Illinois 
759 W. Goodale Street 135 S. La Salle Street 
Phone. Adams 9641 Phone: Central 1611 








FOR SALE: SAW MILLS 


New 1938 all metal saw mills. Three sizes, low 
prices. Also Edgers, cut off saws, wood planers. 
Head blocks, quick acting set works, dogs, lever 
swages and other tools. Cash paid for old or dis- 
carded circular mill blades. Write for decriptive 
circulars. 

CRABB GAS ENGINE CO., Independence, Iowa. 





FOR SALE 
1—8” Sidney Hand Jointer, round head, 2 knives, 
tilting fence, long table. Perfect condition, $40. 
Address “K. 86,’’ care American Lumberman. 


FOR SALE: 8 FT. LEFT HAND BAND MILL 

One 10” and one 12” shot gun feeds, one Bald- 
win rod and one Heisler locomotive. 

J. R. BUCKWALTER LUMBER CO., Union, Miss. 








9 PAGE SPECIFICATIONS 
Modernized Forms, complete in every detail. Use 
for FHA. As low as 4%c. Clip this ad to your 
letterhead for samples. Mail now; they’re free. 


HITT & CO., Box 276, San Antonio, Tex. 








EDGES GREEN and DRY LUMBER 


Quick change to Simonds thin saws, no splintering. 
edge lx 1 


Set side rail (B) to fractions on dry lumber. 
Lightest running EDGER, 3 front and 

spurs, every board EDGED STRAIGHT. 
rhere is a gain of 15°;, 


2 rear steel 
S150. 
and the cut near doubled on 
Hustlers CLEAR $10 to $25 per day 


MINER, Meridian, -Miss. 


small logs. 


J. H. 













“BRADLEY BRAND” 
OAK FLOORING 


Standard Strip --- “ Nail Seated ” 
Southern Hardwoods --- Shortleaf Pine 
BRADLEY LUMBER SALES CO., Warren, Ark. 






THIS OAK FLOORING IS 


MARKED FOR GRADE BY THE MANUFACTURER: IS 
INSPECTED AND CERTIFIED BY THE 

NATIONAL 

MANUFACTURERS ASSOCIATION 


COMMERCIAL STANDARD C S 
BY THE NATIONAL BUREAU OF STANDARDS OF THE 
US DEPARTMENT OF COMMERCE, WASHINGTON D.C 


GUARANTEED AND 


OAK FLOORING 


TO MEET ALL KEQUIREMENTS OF THE 


96-36 AS ISSUED 





For Grading Rules, Write: 
NATIONAL OAK FLOORING MFG’RS ASS’‘N, Memphis, Tenn. 
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When you've picked your spot, notched your 
\ sy . tree ard are ready to saw, you'll find Atkins Sil- 


ver Steel Crosscuts are the best saw you can use. 











SAWS AND SAW TOOLS, 
MACHINE KMIVES, ETC. 


Atkins Crosscut Saw Teeth bite. That means 
they are strong, sharp, and engineered to hold 
the points. In addition, segment grinding keeps them from sticking or 
binding in the cut. 

For falling or bucking you'll find an Atkins Crosscut to suit you. 


Smooth running ... easier sawing ... order today. 













E. C. ATKINS AND COMPANY - INDIANAPOLIS, INDIANA 
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“RASTUS, YO" BOSS MAKIN’ 
MONEY — PAY YO’ . DUES!” 


Yes. Rastus’ boss man is making more money because 
he has installed a Cunningham Carriage with boss dogs 
in split knees, adjustable roller bearing carriage boxes, 
double-acting set works, and SPLIT PINIONS for cutting 
precision lumber. Then, he hooked a Cunningham Gun 
up to the carriage for increasing production e smooth- 
ness @ and economy! When do you want us to ship 
yours? 


CUNNINGHAM 


MACHINERY CORPORATION 
BOX 56 SHREVEPORT LOUISIANA 
“WE DISTRIBUTE TECO BELT” 
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CORLEY MANUFACTURING Co. 


CHATTANOOGA, TENNESSEE. 
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bearings, structural steel head b! s. ells 
with movable cut steel rack-bars, patented 


belt feed and pressure |! 


~ Frick Mills have been the choice of 
a Mills sawyers throughout the country for more 
than 40 xo.%5 toaay for your copy oft i 


ecard No, 7 


WAYN| ESBORO. 


RICK ¢ 














Make Profits Sellin - 
© MeGAFFREY 
NIGHOLSON > BLACK Buwond M 


MADE IM THESE BRANDS 








Carry a complete stock of es nationally adver- 
tised Saw and Woodworking Files. You are the 
logical source of supply a4 carpenters, builders 
and woodworkers in your community 

At your wholesaler’s. Nicholson File Company, 
Providence, R. I., S. A. 









PURPOSE 


KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 
Manufactured by 


THE KENT MACHINE COMPANY 


117 Portage Street Cuyahoga Falfs, Ohio 
























the fence farmers KNOW 
SFLL 33: ive long service..." 
WRIT E..we'llsend details 


RED BRAND 
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Lirtea Fence\ Se 


POS TS» 


£420 PONT LE Wb =< 
GPO PASSELL/ poner fa CUS E £0, Be. —— 











NOW PREMIUM GRADE PITTSBURGH WIRE 
SELLS AT ONLY REGULAR PRICE 


Send for the story of this hot zinc dipped, double coated fence. Be- 
cause it’s the biggest fence value on the market today, “Pittsburgh” 
dealers are getting a bigger share of the season's fence business. 


PITTSBURGH STEEL CO., 1637 Grant Bidg., 


PITTSBURGH. PA. 








HERE’S a DeWalt Cut- 

ting Machine for every 
woodworking job. Write 
today for the booklet which 
gives complete § specifica- 
tions on these machines 
that talk through their 
teeth. 


DeWALT PRODUCTS CORPORATION 


512 Fountain Ave., Lancaster, P 
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If page number does not appear opposite name, display advertisement will be found in a previous issue 





Aberdeen Plywood Co.......... 16 
Abesto Mfg. Co... ace rs 

Adams-Edgar Lumber Co. ae 67 
Alabama River Lumber Co...... 67 


Alderman & Sons Co., D. W..... 
Alger-Sullivan Lbr. Co., The... .. 
American Logging Tool Co...... 22 
American Lumber & Treating Co. 


Am-Mex Sales Co., Inc.......... 71 
Anaconda Copper Mining Co.... 22 
Angelina County Lumber Co..... 8 
Angelina Hardwood Co 8 
Antimite Co., The Saale eee 
Arkansas Lumber Co........... 52 
Armstrong Cork Products Co.... 87 
Associated Lumber Mutuals. 
Atkins & Co., E. C. cscee Se 


Atlantic Lumber Co. ee ee ee 


Babcock Oo., W. W., The....... 
Balsa Wood Co., Inc., The....... 


Barber Company, The.......... 21 
Basses Gk, TOs. oc ccwvcescsccse OO 
Bag TO We Gers cc ccessscee © F 
B C Spruce Mills, Ltd.......... 

Benson Hotel. we 

Bentley Lumber Co., 2 a. . 65 
Biles-Coleman Lumber Co. . ‘ 

Bissell Lumber Industries........ 7 
Booth-Kelly Lumber Co., The.... 69 
Bradley Lumber Sales Co. - a 


Bradley-Miller and Co. 


Brooks-Scanlon Corp.. . 58-54 
Brown Dimension Co... . Teer 
Buchanan, Wm.......... 45 
Buck, Frank R. & Co. 

Builders Commercial Agency.. nw oe 71 
Burdette Lumber Co.. ‘ 
Burruss Land and Lumber Co.. . 4 
Burton-Swartz Oypress Co.. ~- 


Calbar Paint & Varnish Co...... 
Carey Co., Philip, The.......... 
Carnegie-Illinois Steel Corp... .. 
gp eee 
Carroll Lbr. Co., The A. B...... 
Celotex Co., The. tA ae 
Central Commercial Co. eens os 
Certain-teed Products Corp...... 
Chapman & Co., A. D., Inc...... 
Chapman & Dewey Lumber Co. 57 
Chevrolet Motor Co. 


Chicago Technical College. . . 64 
Christiansen Co., OC. M.......... 7 
Cincinnati Fly Screen Co on 
Clancy Co., Leon.... ‘ 51 
Clark Bros. Co. . vo ae 
Clover Valley Lumber Co. 12 
Colfax Lumber & Creosoting Oo... 61 
Columbia Steel Company........ 
Commercial Credit Co.......... 
Connor Lumber & Land Co...... 7 
prearredircy hy Nall 8 
Continental Steel Corp.......... 
Cook Co., A. B.. aig, 
Coosa River Lumber Corp.. 67 
Corley Mfg. Co. 82 
Crater Lake Box & Lumber Co.. 

Crosby Lumber & Mfg. Co...... 10 
Cunningham Machinery Corp.... 82 


Curtis Companies Service Bureau. 


Day, C. OC. 45 
Dant & Russell, Ine. (Pir-Tex) 
Dennis & Co., W. J.. . 


DeWalt Products Corp... ae 
DeWesse Lumber Co., as Ce 
DeWitt Operated Hotels. sete gered? ae 
Dierks Lumber & Coal Co. . 86 





Disston & Sons, Inc., Henry... .. 
Douglas Fir Export Co.......... 
DuPont de Nemours & Co., E. I. 

(Grasselli Chemicals Dept.).... 


Eagle-Picher Lead Co., The...... 
Eastman-Gardiner Hardwood Co. 
Elk River Coal & Lumber Co.. 
Enterprise Co., The.. ‘ 
Ethel Lumber Co.. 

Exchange Saw Mills Sales Co. 


Feather River Lbr. Co., The..... 
Ferguson Lumber Co., W. T. 
Findlay-Millar Timber Co. 
Florida-Louisiana Red Cypress Co. 
.. tS eee ; 
Ford Motor Co.. 

Fordyce-Crossett Sales Co.. 
Foreman-Blades Lumber Co. 

Fort Dearborn a" ae ae eabelee 
Fourco Glass Co.. ee ae 
Foy Paint C.o. 
Frantz Mfg. Co. 
Frick Oo., Imc........e0- 

Frost Lumber Industries, Inc. abe 


General Motors Truck Co....... 
oo Se eee 
Goodman Lumber Co. . 

sas. Seepntyiony Rubber Co., Ine., 7” 


oun Hollow Blast Grate Co. 
Green Lumber Co.. 

Griffith Stave Co., Geo. e., 
Griswold Lumber ‘Co.. 


Harbor Plywood Corp..... 

Hart Bros. Machine Co......... 
Hatten Lumber Co............ 
Heatilator Company............ 
Henderson-Molpus Co.......... 
Hendrix Mill & Lumber Co...... 
Hines Lumber Co., Edw......... 
Hoe & Co., Inc., R. pe eine 
Holland Lumber Co., ,E. 3: sd 
Hollenden Hotel. caveanwn 
Holt Hardwood Company. . cveaen 
Holt Lumber Company......... 
Hotel Webster Hall.. 
Huss Lumber Co. ; 
Huther Bros. Saw Mfg. “Co. 
pe FETE ee 


Industrial Lumber Co., Inc...... 
Insulite Company, The.......... 
International Harvester Co. ; 
Ivory Pine Co.. Diener bead 


Jackson & Tindle, Inc........... 
Jeffreys McElrath Mfg. Co. 

Johns-Manville.. acne 
Johnson Lumber Corp., CO. D. : 
Johnston Paint Co. R. F Pvevaeeds 


Keasbey & Mattison Co.. 

Kent Machine Co. 

Kerry & Hanson Flooring Co. . este 
Keystone Steel & Wire Co.. 

King & Thurston............... 
King Lumber Co., The.......... 
Kinzua Pine Mills Co........... 
Kirby Lumber Corp............ 
Knapp, Fred C...... 
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Kneeland-Bigelow Co. 
Kneeland-McLurg Flooring C Co.. 
Kurth Lumber Mfg. Co. be 


esters Saag aa pelea asta de 


. Lemieux Bros., The.. 


Lennox Hotel... 
Libbey-Owens-Ford. Glass Co. 
Lightsey Bros. . ae 
Lindsey Wagon Company. . 

Long Lake Lumber Co.......... 
Louisville Cement Co........... 
Lowe Brothers Co., The. . 

Lufkin Rule Co. 
Lumbermen’s Credit Assn Keb -be ee 
Lumbermen’s Mutual heeepes Co. 
Luthi & Co., F. C. ° 


eee reese eeee 


Madden B. L........ 
Maislein- Dawson Lumber Co. ‘ 
Maple Flooring Mfrs. Ass'n..... aa 
Marathon Paper Mills Co....... 
Marietta Paint & Color Co...... 
Master Woodworker Mfg. Co.... 
Meadow River Lumber Co...... 
Medford and Martin Hotels..... 
Menominee Bay Shore Lbr. Co... 
Menominee Indian Mills........ 
Meridian Lumber Co., Ltd...... 
Metropolitan Building Co. 
Miami Cabinet Div. The Philip 
Carey Co.. 


Michigan-Caiifornia Lumber Co... £ 
Michigan Pole & Tie Co.. 
DEtoer Bees GO. «oo occcceces 
Mills Lumber Co. of Ga., Inc.... 
Miner, J. H.. ‘ 
Miner Saw Mfg. "Co. i i. 

Moore Dry Kiln Company...... s 
Mumby Lumber & Shingle Co 


National Brass Co.............- 
National Lead Co...........0.. 
National Oak Flooring Mfrs. Assn. 
Nelson & Co., Gilbert......... 

New York Wire Cloth Co.. m 
Nicholson File Co... ......... 048 


Oconto Company.. 
Oregon-American Lumber Corp.. bia 
Ostrander Railway & Timber Co. 
Ozark Oak Flooring Co., Inc. . 


Pacific Lumber Co. of Ill. 

Pacific Mutual Door Co. . 

Pacific National Lumber Co. 
Palace Hotel. . bees ts 
Parker and Sons Co., ‘Ira. bse me se 
Peavy-Moore Lumber Co. badleetes 
Peavy-Wilson Lumber Co. 
e-em a atceN Import 


Pick cx Hotels, ‘Albert . ctactagharae'sea% 
Pine Plume Lumber Co......... 
Pittsburgh Plate Glass Co....... 
Pittsburgh Steel Co............. 
Protection Products Mfg. Co..... 


Quincy Lumber Co............. 


Raine & Raine, Inc............ 
Ranetite Mfg. Co..........206- 
Red Cedar Shingle ‘Bureau....... 
Red River Lumber Co., The..... 
Rib Lake Lumber Co........... 
Richard Shipping Corp.......... 
Robbins Flooring Co............ 
Roddis Lumber & Veneer Co..... 
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64 


22 


51 
80 


14 


14 
71 
82 


71 


59 
14 


86 
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pact en, gg ga ceils Shae e 
Ruberoid Co., The.. 


Sabine Lumber Co.. ise venwis ae 
Sallis Lumber Co.. ool 
Samson Cordage Works. ei 
Sawyer Goodman Co.. Ca aa: 
Schuette Co.. Wm.........+ ++. 43 
Scrim, Walter G.. ae ; 
Sewall, James W. 

Sherwin-Williams Co.. 


Shevlin Pine Sales Co. et 
Shimer & Sons, Inc., Samuel om 
Silbernagel & Sons Co., Me sae 9 


Sisalkraft Co., The. 

Smith Lumber Co., Ralph L. 

Smith Wood-Products, ar 

Solvay Sales Corp.. dias 

Soule Steam Feed Works. . 

Southeastern Lbr. & Timber Co.. 

Southern Lumber Co...........- 

Southern Pine Lumber Co. 4 

Southern Pine-Peavy-Moore Sales 
pT ES 

Southwest ‘Lumber « 65 

Southwest Lumber Mills, Inc. re 

Spain & Co., H. M. Sania nies i 

Spokane Pine Products Co. coun ae 

Stanley Works, The......... 

Starr & Sons Lumber Co., J. W.. . a 


Stephenson Co., I... .......e00e 7 
Sullivan Lumber Co........... 61 
Sumter Lumber Company, Inc. . 5 


Tarter, Webster & Johnson, Inc.. 


Taylor, Stiles & Co. 48 
Tennessee Coal, Iron & R. 'R. Co... 

Texas Co., The.. Oe ee 

Thunder Lake Lumber Ri cacéus 7 
Tolleson Lumber Co. ee) ae 
Tremont Lumber Company.. oun. ae 
TEED BAM OO. cccccccoccccee «6G 
Trout Creek Lumber Co......... 8 


Twin City Lumber & Shingle Co. 


United States Gypsum Co....... 
U. 8. Steel Corp. Subsidiaries..... 
U. 8. Steel Products Co.......... 
Urania Lumber Co......!...... 4 


Von Platen-Fox Company........ 7-64 


Walker-Turner Co.. 


Wallrich Lumber Co., The....... 7 
Webster Lumber Co., H. E. . 4 
Weidman Lumber Co........... 7 


Wells Lumber Co., J. W......... 
West Coast Plywood Co......... 
Western Pine Association........ 
Weyerhaeuser Sales Co.. 
bef me en es Co 

Stained Shingle Div.......... 
Wheeler Osgood Sales Corp...... 
Wheeling Corrugating Co........ 88 
White River Lumber Company... 8 
Wier way ag Sg or na gpa rere <7 43 
Wiggins Co., The John B.. « & 
Wilderness Lumber Co.. 
Williams & Voris Lumber Co.. 


Winton Lumber Sales Co........ 2 
Wisconsin Land & Lumber 6% .. 7-22 
Wisconsin-Michigan ens 7 
Wood Conversion Co. 

Worcester Co., O. H..........  f 
Wrape Stave Co., W. R., Inc. 63 
Yankee Fiber Tile Co........... 
Yawkey-Alexander Lumber Co: . e 
Yawkey-Bissell Lumber Co.. 7 


Yosemite Sugar Pine Lumber Co. 15 
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A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
U—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Bay De Noquet Co........ed 
Bissell Lumber Industries.ac 
Bradley-Miller & Co...... a 
Christiansen Co., C. M...acd 
Connor Lbr. & Land Co..acd 
Elk River Coal & Lbr. Co.cl 
Goodman Lumber Co......c 
Hatten Lumber Co...... acd 
Hines Lbr. Co., Bdw....abe 
Holland Lbr. Co., BE M.. acd 
Holt Lumber Co.......... 

Jackson & Tindle, Inc...abc 
sary & Hanson, Flooring 
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acd 
sencusines Indian Mills. abea 
Michigan Pole & Tie Co. 
Oconto Company ......+. Sa 
Paine Lumber Co..........8 
Rib Lake Lbr. Co........acd 
— Lumber & Veneer 


avhedeekeeeseeue cect 
Sawyer Goodman CSO. ccs ad 
Shevlin Pine Sales Co.....8 
Stephenson Co., I....... abcd 


Thunder Lake Lbr. Co.. —_ 
Von Platen-Fox Co....... 
Walirich Lumber Co, The. ae 
Weyerhaeuser Sales 

Ge cevcececescedess ajlmrs 
Wilderness Lumber CO. +0 «O38 
Wisconsin Land & Lbr. 


Yawkey-Alexander Lbr. 
GE, cocccsecccoceececes ae 
Yawkey-Bisseil Lor. “Co. 


SOFTWOOD LUMBER 


E—Southern Yellow Pine 
F—Cypress 


Adams-Edgar Lumber Co..e 
Alabama River Lumber Co.e 
Alderman & Sons Co., 
Wa nancweesendetecedee 
Alger- — Lumber 
be oreo age aed 
Angelina County Lbr. Co.. 
Arkansas Lumber Co..... * 
Bentley Lbr. Co., J. A.....@ 
Bradley Lbr. Sales Co......@€ 


Bradley-Miller & Co.......@ 
Brooks-Scanlan Corp......ef 
Bruce Co., E. L.....cceeees e 
Buchanan, Wm. ....ceoees @ 
Burdette Lbr. Co..........-- 

Burton-Swartz Cypress Co. t 
Carr Lumber Co.......+++. e 


es Lumber Co., The 

BM. Bu. cccccseccsccecscvece 

Chapman & Dewey Lum- 
ber Co. 


Clancy Co., Leon....... coe® 
Colfax Lbr. & Creosoting 
D cecevccceeveouce covce® 
Conroe. Lumber GOeccvcecees e 
Coosa River peed Co....e€ 
Cook Co., A. B..ccccecces cau 
Crosby Lbr. & Mite: CO. -cec® 
Crowell & Spencer Lbr. 
Co., Ltd., The......- sr 
Dey, G Cucceccccesecees ..ef 
Deweese Lhbr. Co., A....... » 
Ethel Lumber Co.......... e 
=e Sawmills Sales 
9056000008 een ceccee 


Ferguson Lor. "Co. We Boost 

Florida Louisiana Red 
Cypress Co. ... ook 

Foreman-Blades Lumber 


Frost Lor. Industries, Inc. ‘e 
Griffin Lbr. Co., J. M......@ 
Henderson-Molpus CO. cceces e 
Hendrix Mill & Lumber 

Ch. BeOccecece 
Hines Lumber Co., Edw...e 
Huss Lumber Co..........f 


a camber byes 
n 


King & Thurston. rae eet 
King Lbr. Co., The........e 
Kirby Lumber Corp........@ 
Kurth Lumber Co..........€ 
Lightsey Bros, ......... . ef 
Meridian Lumber Co., Ltd..e 
Mills Lbr. Co. of Ga.” peeents- 
Peavy-Moore Lbr. Co....... 

Peavy-Wilson Lbr. y minal 

Pine Plume Lumber Co.. et 


Sabine Lbr. Co........++.-8 

Sallis Libr. Co.....ccccccsee 

Southeastern Lumber & 
Timber Co. .cccccccceces ef 


Southern Pine Lumber Co..e 
ee a & Sons Lumber Co., 

Sumter Lumber Co., Inc....e 
Tolleson Lbr. Co....... pees 
Tremont Lumber Co......ef 
Trout Creek Lumber Co....¢6 
Urania Lumber Co.........e 
Wier Long Leaf Lbr. Co...e 


G—Arkansas Soft Pine 


Dierks Lbr. & Coal Co....g 
Ferguson Lbr. Co., W. T...& 
Fordyce-Crossett Sales Co..g 
Frost Lbr. Industries, Inc..g 


Southern Lbr. Co..........8 
H—Aromatic Red Cedar 
Bradley Lbr. Sales Co..... h 


Bruce Co., BE. L........++-h 
Frost Lumber Industries, 
IMC. ceccccccccccccccccce h 


I—North Carolina Pine 
yom Land & Lumber 


aimee Lbr. Co., W. cas 4 
Foreman-Blades Lumber 
GO. scccccescoesevececcos@lt 
Lightsey BUGS, cecccecccccsed 
Schuette Co., Wm........ais 


HARDWOOD LUMBER 


Bass ..b Maple 
os and soft) = 
Birch ...... a 2 s****** 
Cherry... .-¢ ee cs*? 2 
Chestnut ...f Tupelo ..... 
Cottonwood g Wainut os ; 
Elim ......-h Foreign 
GOB cccceced w +8 
Hickory .J Mahogany 


--kK Balsa .. 
Adams-Edgar Lbr. Co.cilnop 
Alderman & Sons Co., 

Be We escesecscoosve imnog 
Am-Mex ‘Sales GOrccee cooel 
Angelina Hardwood Co. -ni 
Atlantic Lumber Co. ‘acgin 
Balsa Wood Co., Inc., The. -u 
Bay De Noquet Co....bdmn 
Bissell Lumber Industries 
eeereceeesé = hm 
Bradley Lor. eg Co....cin 
Buchanan, Wm. ........ +2 
Burruss Land "k Lumber 
> eveepegeeseaes bedfmno 
Chapman & Dewey Lumber 
GO. coccccescececes aghimnp 
Christiansen Co., C. Miabdhm 
Connor Lbr. & Land Co..dmn 
Eastman-Gardiner Hard- 
Ge - Gwicale ese marae ino 
Elk River Coal & Lbr. 
CU wsneeedsceeees adhimno 


MILLWORK, FRAMES, SHINGLES, PACKAGE TRIM, ETC. 


SASH, pocns, COLUMNS, 

MILLW 

Curtis estes Service 
Bureau 

Pacific Lumber Co. of IIl. 

Pacific Mutual Door Co. 

Paine Lumber Co 

Red River Lobr. 

Silbernagel & Sons “Co., Geo. 

Wheeler-Osgood Sales Corp. 

WINDOWS 

Curtis Companies Service 


Bureau 
Huttig pity. Co. 
N 8. W. \ 


WINDOW, DOOR FRAMES 
Biles-Coleman Lbr. Co., Inc. 


Day, C. C. no 
ange Sawmills Sales 
m 


Sesquenn Lor. Co., Ww. T. 
eecccceereees abdghilmnopq 

Fordyce-Crossett Sales Co..in 

Foreman-Blades Lumber 


eeveceooesoe .-bedfmno 
Frost Lumber Industries, 
EMG. ccocccccccceces achijing 


Goodman Lumber Co..bdnm 
Hatten Lumber Co...bdhmn 
Hendrix Mill & Lumber 

COs, BBOc cccceeve aghimnpq 
Hines Lbr. Co., Edw..adhmn 
Holland Lbr. Co., 


E. 
Holt Lumber COccccces badhm 
Jackson & Tindle, Inc. bcdhm 
Kerry & Hanson Flooring 
Gh. cocvesccecese .-.-bedhm 
Kirby Lumber Corp. acilinpa 
Kneeland-Bigelow Co......m 
Lightsey Bros..........-. imn 
Luthi & Co., F. C........stu 
Maislein-Dawson Lbr. 
Gab. cecveseces . -abcdhimnr 
Marathon Paper Mills 
Oveuceseoeeues -.abchm 
Meadow River Lumber 
abcdfmno 
Menemines Bay Shore 
B GR cccces abdhmn 
Menominee Indian “Mills 
Cees egoceoses ++... abcdhmn 


Bradley-Miller & Co. 

Curtis Companies Service 
Bureau 

Kinzua ‘Pine Mills Co. 

Long Lake Lumber Co. 

Pacific Lumber Co. of IIl. 

Silbernagel & Sons Co., Geo. 

Spokane Pine Products Co. 


PACKAGE TRIM 
Biles-Coleman Lbr. Co., Inc. 
Bradley Lbr. Sales Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 

Long Lake Lumber Co. 
Southern Lumber Co. 


Oconto Company .... 
Peavy-Moore Lbr. Co..... in 
Philippine Mahogany Mfrs. 
Import ASSN. ....seee0. 
Pine Plume Lbr. Co...... ino 
Raine & Raine, Inc...... 
err «+es-- abcdhimno 
Rib Lake Lbr. Co......cdmn 
Roddis Lumber & Veneer 
Sallis Lumber GOo.cccsscccme 
Sawyer Goodman Co..bdmn 
Scrim, Walter G..........kt 
Southeastern Lumber & 


Timber Co. ........imnoq 
Southern Lumber Co...... in 
Southern Pine Lbr. Co..... n 


Southern Pine-Peavy- Moore 

Hardwood Sales Agency .imn 
Stephenson Co., I......cdmn 
Thunder Lake Lbr. Co.bdhm 
Tremont Lumber Co...ching 
Urania Lumber Co.......cin 

Von Platen-Fox Co...abdhm 
Wallirich Lbr. Co., The.cdmn 
Weidman Lbr. Co...abdhmn 
Wilderness Lumber Co...no 
Williams & Voris Lum- 


BOF CO ccccccccccee GMO 
Wisconsin Land & Lbr. 

DB ccrcccese ar ge gam 
Worcester & Co., C. -admn 


Yawkey-Alexander saute 
Co. .bdm 
Yawkey-Bissell ‘Lor. “Co. yd 


Southwest Lumber Mills, Inc. 
Spokane Pine Products Co. 
eyerhaeuser Sales Co. 


SHINGLES 
Northern Cedar ...........8 
Western Red Cedar........b 
te euhosccases 6oeee ul 
Bay De Noquet Co. 
Bradley-Miller & ° 
Connor Lbr. & Land ae ai a 
Ferguson Lbr. Co., W. T...be 








Maislein-Dawson Lbr. Co. ‘a 
Marathon Paper Co........a 





J—Fir 

K—Spruce (Engelmann) 
L—Spruce (Sitka) 
M—Western Red Cedar 
N—Western Hemlock 
O—Port Orford Cedar 


B C Spruce Mills, Ltd.....k 
Bradley-Miller & Co....jlm 
Booth-Kelly Lbr. Co.......J 
Douglas Fir Export Co...jm 
Exchange pwetearer Sales 

CM. ccstesaos 8oxeeons jkm 
Feather River "Lumber Ce. .J 
Ferguson Lbr. Co., W. T 

cerepweees oeeee ‘jkimno 

Griswold Lumber GBecccesed 
Hines Lumber Co., Edw...j 
Johnson Lumber Corp., 

Oh Ee. .00+0eKedenaGeewesaee 
ate Lbr. & Shingle 

Co 


ecccccccccccccccs cs mm 


Oregon- errenpned Lumber 


GEER. ccccccce bee ceerces 
Ostrander "Railway & 
Timber Co. ..ccoscccccceds 


Pacific National Lbr. Co.jmn 
Polson Lumber & Shingle 

CO.  cccecevdcscese ocecgman 
Quincy Lumber Co........-J 
Smith Lbr. Ce., Ralph L.jlno 
Smith Wood-Products, 

BR. cocecsvesevsces --jJlno 
Southwest Lumber Co...jkt 
Sullivan Lumber Co....jlmn 
Tarter, Webster & John- 

Oh, TL. bcccvnsccccscess 
Trio Lumber Co............J 
Twin City Lbr. & Shingle 

MA. cocedscccecesoeceveccae 
Weyerhaeuser Sales 

Ge. csescece ratte. ge 
be ey River Lumber 
Winton Lumber Sales 

CAA. <wceneeneecesneeo ane 


..Jkmn 


HARDWOOD 


ee 
ME <Glaiia-dlawhdelaalet eae «ain 


MEN -weeetecveseedecce cou 


Alderman & Sons Co., 
D. W. 


Bradley Lumber Sales Co..bf 
Brown Dimension Co.......@ 
Bruce Co., E. L.........bef 
Chapman & Dewey Lbr. 

Connor Lbr. & Land Co...ce 
Geen Ces &. Becccoasscecel 
eaase Sawmills Sales 


Ferguson Lbr. Co., W. T..def 
Fordyce-Crossett Sales Co..f 
Frost Lumber Industries...f 
Griffith Stave Co., Geo. C..f 
Holt Hardwood @o..... .cef 
— & Hanson Flooring 
eeeececescece eeeeeee e 
Kneeland- -Bigelow Co. ...bcee 
oo -McLurg Floor- 


sores ees eS 
Laghteey ee ..def 


Menominee Bay Shore 
Lbr. Co Ssecccee® 
Menominee Indian Mills. ooe8 
Michigan Pole & Tie Co....a 
Mumby Lbr. & Shingle Co..b 
Oconto Company ..........a 
Pacific Lumber Co. of Ill...d 
Pacific National Lumber Co.b 
a Lumber & Shingle 


OD. sees ereseceseeseesees 


Red Cedar Shingle Bureau.b 
Rib Lake Libr. Co....ccccec® 
Sawyer Goodman Co.......a 


Stephenson Co., I.......++.8 


Alphabetical Index to Advertisements will be found on preceding page 


P—California Pine 
Q—California Sugar Pine 
R—Redwood 
Clover Valley Lbr. Co..... 2 
Feather River Lumber Co.. 
Ferguson Lbr. Co., W. T. oe 
Michigan-California .......q 
Pacific Lumber Co. of Ill...r 
Quincy Lumber Co........ 
Red River Lumber Co....pq 
Smith Lbr. Co., Ralph 

Tn cocccese coccccceeDQO 
Tarter, Webster & John- 

BON, INC. .cccccccccccccerG 
toute ‘Sugar "Pine 

TDP. CO. cccccccscccccese® 


S—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 
— Copper Min- , 
Biles-Coleman Lae. Go. 
Inc. .. Cocccoccecooct 
Bradley-Miiler & Co......st 
Clover Valley Libr. Co web 
—— Lake Box & Lum- 


Co. 
ees Sawmills Bales 


ee Ww et 
Ferguson Lor. Co., x e = 
Hines Lumber Co., ‘haw. ° 
Ivory Pine Co ee toe so 
Kinzua Pine Mills Co......t 
Long Lake Lbr. Co....kstu 
Michigan-California 
Quincy Lumber Co.........t 
Schuette Co., Wm........als 
Shevlin Pine Sales Co....qt 
Southwest Lumber escoeok 
Southwest Lbr. Mills, Inc..t 
Spokane Pine Products....st 
Sullivan Lumber Co....... r 
Taree, a & John- 
son, ook 
Twin city’ Lbr. & "Shingle 





eeeeeee 


Western Pine ‘Association. ‘st 
ew Sales 
-ajknst 


Winton “Lumber ‘Sales 


ID, ccccccccoesccccceese 


FLOORING 


Maislein-Dawson Lbr. 

GO. sccweccccnssevesces bee 
Maple Flooring Manufac- 

turers ASSN. ....-eeeee eB 
National Oak Flooring 

BR. 6 ccvcdisdiccecescee 
Ome < Oak Flooring Co., 


esecce occccccscccccel 


Pine Plume LBP. Cee vc ccvcced 
Peavy-Moore Lbr. Co.......f 
Robbins Flooring Co.....bce 
Redes Lumber & Veneer 


Sabine Libr. Co....ccccccecss 
Southern Lbr. Co.....ccese 
Southern Pine Lumber Co..f 
Southern Pine-Peavy- 

Moore Hardwood Sales 

ROOM ce ctoccceeesccoces 
Stephenson Co., I........bee 
Tremont Lumber Co........f 
Webster Lumber Co., 

Ty SN 60s b6s.00%%0% oa 
Wells Lumber Co., J. Ww. ce 
Williams & Voris Lum- 

>, eee 
_—- Land & Lbr. 


= @ 


Wrape Stave Co., ‘ Ww. Biv ; f 
Yawkey-Bissell Lbr. Co. a 


bb City Lbr. & Shingle s 
Mi eas ewestilets 

Weyerhaeuser | Sales Go.... b 
White River Lbr. Co......D 
Winton Lumber Sales Co...» 
pea Land & Lbr. Co. a 


OOD FLOOR BLOCKS, 
PLOOR PLANKS 
Bradley Lbr. Sales Co. 
Bruce Co., E. L. 
Robbins Flooring Co. 
Wisconsin Land & Lbr. Co. 


Biles-Coleman Lbr. Co., Ine, 
Kinzua Pine Mills Co, 
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Directory of Products Advertised in American Lumberman 


If page number does not appear in Alphabetical Index, advertisement will be found in a previous issue 








BATHROOM CABINETS 
The Philip Carey Co. 
(Miami Cabinet Div.) 


BUILDING PAPER 
Ruberoid Co., The 
Sisalkraft Co., The 


CASEIN PAINT 
Reardon Co., The 


CAULKING—Guns & Com- 
pound 
Calbar Paint & Varnish Co. 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark 
Bruce Co., E. L. 

Ferguson Lbr. Co., W. T. 
Frost Lumber Industries, Inc. 
Williams & Voris Lumber Co. 


CEMENT 
Louisville Cement Co. 


CEMENT REINFORCING 
Piittsburgh Steel Co. 


CEMENT 
WATERPROOFING 
Abesto Mfg. Co. 
Ranetite Mfg. Co. 
Reardon Co., The 


COLORS IN OIL 
National Lead Ce. 


FENCE AND FENCE POSTS 
Ameen Steel & Wire Co. 
(U. 8. Steel Corp. Subsid.) 
ar ay Steel Company 
Steel Corp. Subsid.) 
8 Steel & Wire Co. 
Michigan Pole & Tie Co. 
Pittsburgh Steel Co. 
Republic Steel Corp. 
Rowe - Co. 
Rusticraft Fence Co. 
bre Coal, I. & RR. Co. 
(U, Steel ‘Corp. Subsid.) 
U. 8. Stet Products Co. 
(U. 8, Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


ACCOUNTANTS 
Nelson & Co., Gilbert 
APPRAISERS AND 
ESTIMA 


Lemieux Bros., Inc. 

Sewall, James . 

Spain ‘& Co., H. M. 

CHECK PREVENTATIVES 
Bruce Co., B. lL. 


COAL 
Elk River Coal & Lbr. Co. 


CREDIT INSURANCE 
een Credit Indemnity 
0. 


ENGRAVED STATIONERY 
Wiggins Co., The John B. 
EXPORTERS 

Douglas Fir Export Co. 


AXES AND LOGGING 
TOOLS 


American Logging Tool Co. 


BELTS AND ACCESSORIES 
Goodyear Tire & Rubber Co., 


Inc., The 
CUTTER HEADS 
Shimer & Sons, Inc., Sam’l J. 
DOGS, SET WORKS, ETC. 
Kent Machine Co. 
DRY KILNS AND 
ACCESSORIES 
Moore Dry Kiln Co. 
DRY KILN CONTROL 
INSTRUMENTS 
Moore Dry Kiln Co. 
EDGERS 
American Saw Mill Machin- 


ery Co. 
Gordon Hollow Blast Grate 
Miner Saw Mfg. Co., J. M. 


BUILDERS' SPECIALTIES, 


FIREPLACE — Units & Fit- 
tings 
Heatilator Co. 


GATES 

American Steel & Wire Co. 
Keystone Steel & Wire Co. 
Pittsburgh Steel Co. 

Rowe Mfg. Co. 


GLASS 

Fourco Glass Co. 
Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


HARDWARE—Builders’ 
Frantz Mfg. Co. 
Stanley Works, The 


HARDWARE—Garage 
Frantz Mfg. Co. 
Stanley Works, The 


INSULATION 

Armstrong Cork Products Co. 
Barrett Co. 

Carey Co., Philip, The 
Celotex 

Certain-teed Products Corp. 
Dant & Russell, Inc. (Fir- 


Tex. 
Insulite Co., The 
Johns-Manville 
Keasbey & Mattison Co. 
Milcor Steel Co. 
Ruberoid Co., The 
United States Gypsum Co. 
Wood Conversion Co. 


KITCHEN UNITS 
Curtis Companies Service 
Bureau 


LADDERS 
Babcock Co., W. W. 
Rowe Mfg. Co. 


LINSEED OIL 
National Lead Co. 


LOG CABIN SIDING 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Red River Lumber Co. 


MASON’S CEMENT 
Louisville Cement Co, 


METAL ACCESS DOORS 
Milcor Steel Co. 


METAL CEILIN 
Milcor Steel Co. 


METAL CORNER BEAD 
Milcor Steel Co. 
Pittsburgh Steel Co. 


METAL LATH 

Milcor Steel Corp. 
Pittsburgh Steel Co. 
United States Gypsum Co. 


NAILS 

American Steel & Wire Co. 
Keystone Steel & Wire Co, 
Pittsburgh Steel Co. 
Republic Steel Corp. 
Wheeling Corrugating Co. 


oma DOOR 


HARD 

Frantz Mfg. Co. 

Stanley Works, The 
PAINT, ENAMEL 
VARNISH 

Calbar Paint & Varnish Co. 
Eagle-Picher Lead Co., The 
Foy Paint Co. 

Glidden Company 

Johnston Paint Co., R. F. 
Lowe Brothers 

Marietta Paint & Color Co., 


8 
Parker & Sons Co., Ira 
Sherwin-Williams Co. 


PLASTER BOARD 
Certain-teed Products Corp. 
United States Gypsum Co. 


PLASTER LATH 
Johns-Manville 

Milcor Steel Co. 
Pittsburgh Steel Co. 
United States Gypsum Co. 


PLYWOOD AND 
Aberdeen Plywood Co. 
Am-Mex Sales Co., Inc. 


ETC. 


Ferguson Lbr. Co., W. T. 
Goodman Lumber Co. 
Harbor Plywood Corp. 
Hatten Lumber Co. 
Northwestern Cooperage & 
Lbr. Co., The 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Sawyer Goodman Co. 
Smith Wood-Products, Inc. 
Roddis Lumber & Veneer Co. 
West Coast Plywood Co. 
Worcester & Co., C. H. 


—PLYWOOD—‘“Rezite” Mill 
Primed 
Laucks, Ince., I. F. 


POLES 
Michigan Pole & Tie Co. 


PUTTY 
Parker & Sons Co., Ira 


ROOF COATING—Cement 
Abesto Mfg. Co. 

Barrett Co., The 

Carey Co., Philip, The 
Certain-teed Products Corp. 
Ruberoid Co., The 


ROOFING SURFACE 
Central Commercial Co. 


ROOFING, SHINGLES 
SIDING—Asbestos, Asphalt 
Barber Company, The 
Barrett Co., The 

Carey Co., Philip, The 
Certain-teed Products Corp. 
Johns-Manville 

Keasbey & Mattison Co. 
Ruberoid Co., The 

Texas Co., The 

United States Gypsum Co. 


STEEL SHEETS, Piain or 
Corrugated 


Carnegie-Illinois Steel Corp. 
(U. S. Steel Corp. Subsid.) 
Columbia Steel Company 
U. S. Steel Corp. Subsid.) 
Milcor Steel Co. 
Republic Steel Corp. 


MISCELLANEOUS SUPPLIES AND SERVICES 


FINANCIAL 

Builders Commercial Agency 

we Credit Associa- 
tion 


FINANCING SERVICE 
Commercial Credit Co. 
Lawrence System 
FOREIGN BROKERS 
Richard Shipping Corp. 
GLASS HOLDERS 
Marvel Rack Mfg. Co. 


GRAPEFR 

H. D. Foote 
HOTELS 
Benson 

Dewitt Operated 
Fort Dearborn 
Great Northern 


Lennox 
Medford 


Palace 
Philadelphian 
Pick, Albert 
Stevens 
Webster Hall 


INSTRUCTION 
Chicago Technical College 


INSURANCE 

Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 


LUMBER & LOG BOOKS 
Fisher, 8. EB. 


LUMBER RULES 
Lufkin Rule Co. 


OFFICE BUILDINGS 

Metropolitan Building Co. 

OFFICE SUPPLIES 

Buck & Co., Frank R. 

SAP STAIN PREVENTA- 
TIVES 


Chapman & Co., A. D. 

DuPont de Nemours Co. 
Inc., EB. I. 

SILOS 

Illinois Wire & Mfg. Co. 


EXTERMINATORS 
Bruce Co., BE. L. 


TIMBERLANDS—WESTERN 
Fred C. Knapp 


MACHINERY AND EQUIPMENT 


ELECTRICAL WIRE 
& CABLE 
American Steel & Wire Co. 


ENGINES AND BOILERS 
Enterprise Co., The 


FILES 

Nicholson File Co. 
FIRE EXTINGUISHERS 
Smith & Co., D. B. 


FIRE EXTINGUISHING 
CHEMICALS 


Solvay Sales Corp. 
INJECTORS, VAL 

STEAM PUMPS, PIPING 
Soule Steam Feed Works 


KNIVES 

Taylor Stiles & Co. 

LOAD BINDERS 

American Logging Tool Co. 
LOGGING EQ 


UIPMENT 
American Logging Tool Co. 
Lindsey Wagon Co. 


LUMBER LIFTS 
Moore Dry Kiln Co. 


MOISTURE INDICATORS 
Moore Dry Kiln Co. 


MOTOR TRUCKS 
Chevrolet Motor Co. 
Federal Motor Truck Co. 
Ford Motor Co. 

General Motor Truck Co. 
International Harvester Co. 


MOULDING CUTTERS 
Taylor, Stiles & Co. 


PORTABLE SAWMILLS 

American Saw Mill Machin- 
ery Co. 

Corley Mfg. Co. 

Cunningham Machinery Corp. 

Frick Dg - > 

Hart Bros. Machine Co. 

Kent Machine Co. 


SAWMILL MACHINERY 
American Saw Mill Machin- 


Clark Bros. Co. 

Corley Mfg. Co. 
Cunningham Machinery Corp. 
Enterprise Co., The 

Hart Bros. Machine Co. 
Kent Machine Co. 

Miner Saw Mfg. Co., J. H. 


SAWS, KNIVES, TOOLS 


Atkins & Co., B. C. 

Cunningham aay ag | Corp. 

Disston & Sons, Inc., Henry 

Miner Saw Mfg. Co.,. J. H 
oe & Co., Inc. R. 

Huther Bros., Saw Mfg. Co. 

Nicholson File Co. 

Taylor, Stiles & Co. 


STEAM FEEDS 


Cunningham Machinery Corp. 
Soule Steam Feed Works 


Wace en 


Tenpenmte Coal, I. & RR. Co. 
(U. Steel ‘Corp. Subsid.) 
U. 8. Steal Products Co. 
(U. S. Steel Corp. Subsid.) 
Wheeling Corrugating Co. 


SASH-CORD 
Samson Cordage Works 


SCREENS 

Silbernagel & Sons Co., Geo. 
Cincinnati Fly Screen Co., The 
cou a aanane 


MATERIAL 

Carey Co., Philip, The 

Celotex Co. 

Certain-teed Products Corp. 

Dant & Russell, Inc, (Fir- 
Tex.) 

Insulite Co., The 

Johns-Manville 

Keasbey & Mattison Co. 

United States Gypsum Co. 

Wood Conversion Co. 

STAINED SHINGLES 

Weyerhaeuser Sales Co. 


STORE EQ 
SHEL . ETC. 
W. C. Heller, Inc. 


TILE—FIBER 
Yankee Fiber Tile Co. 
WALL BOARD 


Aberdeen Plywood Co. 
Am-Mex Sales Co., Inc. 
Armstrong Cork Products Co. 
Certain-teed Products Corp. 
Ferguson Lbr. Co., W. T. 
Insulite Co., The 

Johns- Manville 

Keasbey & Mattison Co. 
Pacific Mutual Door Co. 
West Coast Plywood Co. 
Wood Conversion Co. 
Yankee Fiber Tile Co. 


WALL PAPER 
Lennon Wall Paper Co. 
PRIMERS 


Marietta Paint & Color Co. 
National Lead Co. 


WHITE LEAD 
Eagle-Picher Lead Co., The 
National Lead Co. 


WIRE CLOTH 
New York Wire Cloth Co. 


Fence 
anata Lumber & Treat- 


ing 
Angelina County Lumber Coe. 
Brooks-Scanlan Corp 
Colfax Lumber & Greosoting 


Co. 
Crosby Lbr. & Mfg. Co. 
Ferguson Lbr. Co., W. T. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Southern Pine Lumber Co. 


WOOD PRESERVATIVES 
Bruce Co, B. L. 

Parker & Sons Co., Ira 
Protection Products Mfg. Co. 


TIRES 

Goodyear Tire & Rubber Co., 
Inc., The 

TRACTORS 

International Harvester Co. 

VENEER DRYING 

MACHINERY 

Moore Dry Kiln Co. 


WAGONS—Log 
Lindsey Wagon Co. 


WELDING WIRE, WIRE 
ROPE, FITTINGS AND 
SLINGS 

American Steel & Wire Co. 
Columbia Steel Co. 


er nne 

American Saw Mill Machin- 
ery Co. 

DeWalt Products Corp. 


Master Woodworker Mfg. Ce. 
Walker-Turner Ce. 








86 | American fiumberman 


PINE FLOORING pro- 
duces Quality Floors at 
small labor costs! Fur- 
nished in short lengths 
like oak flooring, it is 
thus easier to handle. 
Waste is eliminated 


RE E V4 because no cutting- 
THERMOMETER 


‘iutir iments tomer DACK to joists is re- 
zai:  guired! DIERKS END- 
MATCHED PINE 
FLOORING is admir- 
ably suited for use 
without subfloor... be- 
cause interlocking 
joints produces uni- 
formly solid floor. F'in- 
ished properly, DIERKS 
END-MATCHED PINE 
FLOORING is distinc- 
tive; durable... and 
ECONOMICAL! 


DIERKS LUMBER 
& COAL COMPANY 


DIERKS BLDG. - KANSAS CITY, MO. 


























1 CV RS ZTHE CREAM OF THE SOUTHERN PINES ! 








Trade and grade-marked. 
FLORIDA LOUISIANA RED CYPRESS CO. 


JACKSON .iLLE, FLORIDA 






ORALE is shown by 
salesmen with genu- 
ine engraved business 
cards in Wiggins Compact 
binders; for they can then be 
We {oil gladly = sure their first impressions 
quantity of Will be flawless, without 
genuine en- need of apology. 


graved bust 
ness cards. 


The JohnB. WIG@GIN 


1143 Fullerton Avenue, Chicago 
Book Form Cards Compact Binders 
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THE HOTEL 
THE MONTH 


Det a 
5 - = 
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HOTELS. 


You'll get more for your money at Pick Hotels. Spa- 

cious, comfortable rooms. Delicious food and real 

personal service. All at moderate prices. 
CHICAGO, ILL...... GREAT NORTHERN HOTEL 


DETROIT, MICHIGAN.....2+.. TULLER HOTEL 
DAYTON, OHIO .....+---sseeseee MIAMI HOTEL 
COLUMBUS, OHIO. ..see+es CHITTENDEN HOTEL 
COLUMBUS. OHIO...se0+ FORT HAYES HOTEL 


TOLEDO, OHIO « eesceseces FORT MEIGS HOTEL 
CINCINNATI, OHIO.. FOUNTAIN SQUARE HOTEL 











WHENEVER YOU SEE THE 


Decer 
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Factory-applied color 


helps you make sales 


HEATRES and other audi- 
toriums make ideal prospects 
for Temlok De Luxe—the insulating 
interior finish that has a smooth sur- 
face and factory-applied color. This 
material offers not only insulation 
and decoration but also noise-quiet- 
ing, and at no extra cost. As one 
theatre owner writes: “‘I was person- 
ally sold on Temlok, and cannot say 
enough as to its sound-quieting and 
insulating qualities, as well as the 
designing and layout.”’ 
Armstrong’s Temlok De Luxe has 
increased sales and profit oppor- 
tunities for lumber dealers. Not 
only theatre owners, but architects, 
builders, and building owners every- 
where are enthusiastic over the re- 
sults obtained with it. Six pleasing 
colors—ash, coral, cream, green, 
walnut, and white—offer a wide 
range of decorative possibilities. 
High insulating efficiency assures 
comfort and fuel saving. Easily 
erected with Armstrong’s Temlok 
Adhesives, Temlok De Luxe gives 
a smooth, attractive finish over 
either plaster or wood—in new con- 
struction or for remodeling. 


New! Temlok Bevel Tone 
Still further increasing Temlok’s 
wide range of decorative possibilities 
is the new Temlok Bevel Tone. 


A rmstrong’s TEMLOK INSULATION Y ; 


TEMLOK DELUXE INTERIOR FINISHES © INSULATING BOARD + LATH » SHEATHING 


F 


EB 













Ricut: MHollywood Theatre, 
Elizabethville, Pa. Temlok De 
Luze Cream and Ash Tiles on 
ceiling, Planks on side walls. 
Sold by Millersburg Manufactur- 
ing Company, Millersburg, Pa. 


Tiles, planks, and panels of Temlok 
De Luxe, in any of the six factory- 
applied colors, may now be had with 
a contrasting color on the beveled 
edge. Striking effects can be secured 
by the use of this new finish, combin- 
ing any two of the six Temlok 


colors. Use the coupon at 
the right to request samples 
and complete information. 





Lert: Tenth Street Theatre, 
Kansas City, Kansas. Cream 
boards of Temlok De Luze on 
walls, Ash and Walnut on ceil- 
ing. Temlok supplied by Sammis 
Brothers Lumber Company. 










Lert: Post Headquarters Theatre, 
Fort Barrancas, Florida, in- 
sulated and decorated with the 
new Temlok Bevel Tone De Lure. 
The Ferriss Lee Lumber Com- 
pany, Pensacola, Fla., supplied 
this decorative Temlok. 


ArMsTRONG Cork Propucts Company 
Building Materials Division 

987 Concord St., Lancaster, Pa. 

Please send me samples (1, new folder 


showing colors 1, of the new Temlok De 
Luxe Interior Finishes. 


rr, 
eowccccccsensecncocescace! 
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WHEELING 
Heany Line Ui 


ROOFING 


First choice of farmers 


for forty-seven years 
—Wheeling Heavy 
Zinc Coated Roofing 
is also first choice of 


dealers who want 





larger roofing sales 
and the lasting good 


will of their customers. 


ie 


Wheeling Corrugating 
Company : 
Wheeling, West Virginia 


Ww) 


Wheeling 








CORRUGATING COMPANY 


ca y =a 
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loach Shae saehaatnd at-Meol-saates: 
Wheeling Heavy Zinc-Coat 
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NEW YORK 
COLUMBUS, O. RICHMOND 


LOUISVILLE ATLANTA 


rb at-O1@) 9. a9 OD 4 








PHILADELPHIA KANSAS CITY 
CHICAGO ST. LOUIS 
MINNEAPOLIS DETROIT 











